








War Has Made Tool-Repairing a Necessary Business; 
UNION Dealers Will Make It a Profitab/e Business with 


THIS COMPLETE 


PLAN ! 


1] The "Know How:" 


wase-1108 SOs 


Complete manual shows 
you the correct way to 
repair forks, hoes, rakes, 


» shovels, etc. Free to our 
- dealers and their cus- 


tomers. 


3 The Handle System: 


UNION’s Exclusive and Long Established Right Repair 
Handle Plan Exactly Meets Today's Need. 


«, Guarantees that re- 
\.° Paired tool will have 


the hang and balance 
; of the original tool. 


Handle marking brings 
tool users to the store 

= at offers UNION Right 
pair Handle Service. 


"UNION PORK & HOE CO. S834 ~ 
, ORRECTLY USE 
Tool Handle Marking 


oe - - oma! 
UNION FORK & HOE CO. 


; RIGHT REPAIR HANDLEN? SO 1 


Repair Handle Marking 


4A Choice of 
Operating Plans: 


How good a repair service will your competitor provide? Should you 
send repair business to an outside “handy-man,” do it in your store 
or let the customer do it? UNION analyzes the choice of operating plans 
—helps you to judge the advantages and profit possibilities of which- 
ever plan you choose to follow. 


5 Promotion That Puts It Over 
NATIONAL ADVERTISING to send tool users to 


your store. 


“~ FREE TIE-IN SALES 
Saas! HELPS: Special dis- 
a | play, newspaper mats 

} and tool repair man- 
“uals to give to your 
selected customers. 


See your UNIGNjobber or write us, today! 

















“FLAT TOP” 


PAINTED BY WORDEN WOOD 





A key ship of the modern Navy is the trim, swift aircraft carrier. From her flight 
deck squadrons of observation, fighter, dive bomber and torpedo planes take off to 
scout out and to help destroy the enemy. Much of today’s ocean warfare is plotted 
around this fighting ship whose destructive force reaches out hundreds of miles 
through the air. 

Our job and your job, too, is to see that the ships of our Navy and Merchant Fleet 
put to sea with all the rope they need. Won’t you do your part by conserving what 
rope you have and reordering only when vitally necessary? 


e The illustration is from a series of paintings of ships of the United 
States Navy. Write for a full color reproduction suitable for framing. 





AMERICAN MANUFACTURING COMPANY 


NOBLE and WEST STS., BROOKLYN, N. Y. 


> Fs ROPE TWINE PACKING OAKUM 
= S ° WESTERN FACTORY: 
% 9 ST. LOUIS CORDAGE MILLS 
Wy eo ST. LOUIS, MISSOURI 
MAKES SALES OFFICES: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 
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SPECIAL PROMOTIONS 


TO BUILD YOUR WAR-TIME SALES 


All of Yale & Towne’s manufacturing facilities are now serving 
the nation’s military needs... but Yale still has ideas to offer ie 
that will help our dealer-friends make sales. The YALE WAR- ° ae 
TIME PROGRESS PLAN is a continuing program to help keep 
your store busy despite scarcity of many products. The current 
promotion is described below. 







1. Yale & Towne creates 
timely sales promotion 
idea... A. R. P. Equip- 
ment Window. 








Your customers read 
about it in SATURDAY 
EVENING POST. 


MORE 
STORE TRAFFIC 
MEANS MORE 
SALES 


2. You read the details in 
your hardware magazine 
... “Yale Victory News” 
Published Regularly. 


~YALE- 


YALE PUTS 3 BIG SALES MOVERS IN YOUR BUSINESS 
THE NAME YALE neces MAKE THE SALE 


THE YALE & TOWNE Stinecno. conn tu. s 3 
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EFORE the war, we were an easy-going people. We accepted life as it 

B came— without much fuss or bother. We took a lot of things for granted. 
... We took for granted the doctor who was at our beck and call whenever 

illness struck. We took for granted the merchant on the corner . . . and his stock 


of countless articles which added to our welfare and happiness. 


Today many of the country’s doctors and merchants have gone to war. 
The hard-pressed men who remain to serve us merit our appreciation. 


And we value highly those wares still available on store shelves. We look 
at them more carefully—and judge them more discriminately. We are glad 
to see the familiar brands we have long bought and seen advertised—brands 
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like Gem Blades which have given service and satisfaction through the years. 





Gem has been man’s word for comfortable shaves for generations. Daily, 
Gem Blades bring to millions of men the exhilaration of a clean shaven face. 


Gem Blade advertisements will continue to feature the potent “5 o'clock 
Shadow” theme in Life, Saturday Evening Post, Look and Time. Gem Blades 
will continue to flow to the counters of the retailers of America. Gem Blades 
will continue to make America the best shaved nation in the world. 











Perhaps the quantity of blades available will not be as great as in former 
years—but men are learning to take better care of their blades in order 
to conserve steel for the war effort. They will be more eager than ever 
to see in their favorite store their favorite single edge blade— Gem! 
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IN HACKSAWS, NOTHING FINER THAN 
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_ CUTTING A NAME 


«TO 


6 


FOR THEMSELVES | 


@ In war production plants all over the 
Nation, Atkins “Silver Steel,” “A-Mol” and “AAA” 
Hacksaw Blades are doing a stand-out job. Their 
contribution to the national war effort consists in 
saving time... by cutting longer periods without 
requiring replacements ... by standing up under 
the hard usage inflicted by inexperienced plant 
workers ... by cutting faster on a wide range of 
metals up to the hardness of modern, tough alloys. 


In hacksaw blades —as in the many other types 
of saws used throughout industry — there is truly 
nothing finer than Atkins. 

In accordance with WPB rulings standardizing 
hardware items in the saw industry, it has been 
necessary for Atkins'to confine production to stand- 
ard items for the duration. A list of the saws we 
are permitted to make has been prepared. Write 
today for this list. 


E. Cc. ATKINS AND COMPANY 
410 S. Illinois St. Indianapolis, Ind. 
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Yor Excellence 
tn War Production 


Receiving the Army-Navy Production award in 
the year of the one hundredth anniversary of 


The Stanley Works is more than a coincidence. 





Let us all be mindful of the fact that the men and 





women of American Industry have a duty above 
and beyond working for wages: and profits. In 
war or peace, ours is the job of helping build 
America and keeping her strong and free. If our 


century of growth and experience had done 





nothing more than to fit us for our present service 
to the nation, it would have been worthwhile. 
The Stanley Works, New Britain, Connecticut. 


1843 [ STAN LEY |] 1943 


TRADE MARK 
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lowal Sprayers 


Owners of Myers Sprayers expect their dealers to be in there 
pitching for them this year—so don’t let them down! Help 
them keep their sprayers operating to produce more food for 
Victory. Be ready to supply needed replacement or repair 
parts—any part for any sprayer Myers has ever built. Here’s 
a 100% parts replacement service that will make your cus- 
tomers glad they own Myers sprayers. No rationing of repair 
parts—the door is wide open to get this profitable business. 


COMPLETE ORCHARD OR ROW CROP SPRAYERS 


Complete Myers Sprayers can be obtained under rationing 
regulations. For information on types of Myers Sprayers 
available and procedure for supplying customers with this 
equipment, write us. 


SILVER > ame me 
POWER GUN 










FREE - Owner’s Manual on Care and Main- 


tenance of sprayers, pumps and water sys- 

SPRA NOZZLES d ‘ ’ ste : 
~4 tems (any make). Reasonable quantities free 
peed 


to any dealer. 


THE F. E. MYERS & BRO. CO. 


ia 127 FOURTH ST., ASHLAND, OHIO 
“MYERS GUN SPRAYER 


SILVER CLOUD 


POWER SPRAYERS 
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Encourages paint sales! 


Ridsmel is a big profit-winner in itself; what's more, you'll find 
householders buying additional paint, brushes, etc., when they know 
painting can be done without the usual odors. Ridsmel on your 
counter means an earlier paint selling season: it's no longer neces- 
sary to wait for “good weather". A teaspoonful of Ridsmel in 

gallon of paint, and the job can be done even with closed sisi. 


25¢ and $1.00 sizes — unusually liberal discounts! 
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Ce 
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SEE YOUR JOBBER — 
OR WRITE DIRECTLY TO: 
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Keeping up the Home Front in Wartime America means upkeep! 
That means: making things last longer; saving and salvaging; 
scrimping and scrubbing; painting and puttering; repairing, re- 
vamping, refinishing. This is a War against Waste! Every man (and 
woman) in America today is his own House Warden. 


And here are five strapping soldiers of service... Double X, Sava- 
brush, Schalk’s Crack Filler, Waxoff, Schalk’s Wood Putty...on 
the alert to give Mr. and Mrs. Public a big, helping hand. Remem- 
ber, too, that ahead of Schalk’s Big Five is a steady barrage of 
sales-promotion. America-at-war is being told to be practical, pa- 
triotic and thrifty to boot. And Schalk will be there ‘‘up front‘’ 


Here is a signal opportunity not only to sell but to serve; to help 
your customers make things do for the duration and then some. 
Order from your jobber! Schalk Chemical Co., Los Angeles, Chicago. 
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COLLAR PADS- 


OUR FIGHTING GEAR TO 











AKE CARE OF THEIR SHOULDERS! 
Horses and mules with sore shoulders are 
wounded soldiers in this struggle to feed a war- 
torn world. Horse and mule power is taking 
over the farming problem more and more as 
steel moves up to the firing line. More work 
hours by more horses and mules are necessary 
to fill the food basket of a world at war. 
Ta-Pat-Co Collar Pads help insure our 
nation’s crops by protecting the horses and 
mules that furnish the power to raise them. 


Push Ta-Pat-Co Collar Pads 
—Keep the home plows turning , 


FREE BREATHING 


r 4 





HS American Pad & Textile Co.,.Greenfield,O@hic WJ 
ar af 
TAcPAT.-CO COLIAVSAULSESUEVENT SORE SHOULDERS AND COLLAR CHOKE 
1-TP-4 
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PUBLISHED BY GENERAL ELECTRIC LAMP DEPARTMENT, NELA PARK, CLEVELAND, OHIO 











IT TAKES A LOT OF 
G-E MAZDA LAMPS TO 


“KEEP EM FIGHTING!” 








Cut-away view of 
G-E MAZDA Sealed 
Beam Auto Lamp. 





New G-E airplane 
landing lamp. 








BOEING B-17 FLYING FORTRESS. Over 100 G-E MAZDA lamps of various 
types are used on large bombers to help “keep them flying.”’ Shown at the 
left above is the G-E MAZDA “All-Glass’’ Sealed Beam Auto lamp which 
furnished the principle for developing the G-E MAZDA “‘All-Glass”’ Air- 
plane Landing lamp, shown below it. 








Tell your customers these 3 


simple ways to get added light 


To conserve critical materials is a wartime neces- 
sity. Conservation includes getting all the light 
possible from present equipment. Here are three 
things you cen tell customers that will help them 
get from 25 to 50% more light from the same lamp 
bulbs: 

1. Keep lamp shades clean by regular dusting, 
brushing, or dry cleaning. Wipe bulbs with a damp 
cloth. Wash all lighting glassware in warm soap 
suds. DRY thoroughly and DO NOT get sockets, 
cords, or plugs wet. 

2. Clean walls and ceilings too. Light colors and 
clean walls and ceilings reflect light, which is lost 
when they have become dirty, dusty, or dark. 
Fresh paint or a good cleaning will yield a sub- 
stantial increase in the amount of useful light. 

3. Use light-lined shades. Lamp shades dark on 
the inside should be replaced with shades with 
light linings. This can frequently DOUBLE the 
light. Spray or paint the lining or cut white paper 
lining to fit inside. 








G-E’s WARTIME LIGHTING GUIDE 
HELPS YOU GIVE REAL 
LIGHTING SERVICE 


Many G-E lamp agents report 
that the new Wartime Lighting 
Guide is helping them give their 
customers a much-appreciated 
lighting service. It is helping 
them answer questions about 
how to get more light from 
present fixtures, how to avoid 
wasting light, how to clean lighting equipment, 
how to fix frayed cords and feulty switches, how 
to make lamps do double duty, how to conserve 
eyesight with proper light, and questions about 
blackout lighting. 





Many lamp agents find the Wartime Lighting 
Guide a great help in teaching new sales people 
what they should know about lamps and lighting. 
To get the greatest use from it, keep it handy be- 
side your display of G-E MAZDA lamps. If you 
don’t have a copy, see your G-E MAZDA lamp 
supplier. 





More than 200 types 
required to build and fly 
America’s planes 


Millions of G-E MAZDA lamps have gone to war 
... both on the actual firing line and in thousands 
of factories producing war material. And General 
Electrical research has also gone to war to develop 
many lamps for special wartime uses. 


Curiously enough, a Pyrex pie plate furnished by a 
Cleveland hardware store served as the first lens 
for one of these special lamps in its experimental 
stage. It all happened when the Army and Navy 
wanted a new type of airplane landing lamp, 
similar in principle to the G-E MAZDA “‘All- 
Glass” Sealed Beam auto lamp but with practical- 
ly flat lens to fit into the underside of a plane’s 
streamlined wings. 

To construct an experimental lamp of this type, 
G-E engineers needed a certain sized piece of hard 
glass for the lens. They wanted it in a hurry. So 
one of the engineers walked into a neighborhood 
hardware store and bought the Pyrex pie plate. 
Late they designed a filament that would give a 
beam of light twenty times more powerful than an 
auto headlamp. Out of it all came the new G-E 
Airplane Landing lamp, hermetically sealed against 
dust and dirt and impervious to the corrosive 
action of salt water and salt air. 

The landing lamp is only one of more than 200 
different types of lamps required to build and fly 
America’s planes. Besides its regular Jamps re- 
quirements, the Navy uses over 100 types of 


special lamps. Thes Army also needs millions of | 


lamps for jeeps, trucks, gun carriers, staff cars, 
motorcycles, tanks, and many other uses. It takes 
a lot of lamps to help win a war! 


HOW G-E LAMP AGENTS 
ARE HELPING THE O. D. T. 


The O.D.T. (Office of Defense Transporta- 
tion) has asked all of us to reduce trucking 
mileage, eliminate special deliveries, and 
reduce telephone calls. 


~~ 


We want to cooperate and we want of course 
to give you the best possible service. You 
can help by planning your orders of G-E 
MAZDA lamps so that your lamp distribu 
tor will not have to make any more ship- 
ments than necessary. 


Such “planned ordering” makes for more 
economic handling, fewer deliveries, less 
use of the phone for follow-ups. 


Your cooperation will be a very helpful 
contribution to the conservation program. 
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Proving the merit of Quality 
during the present tefl 


Durinc these days of 


shortages and curtailments 





users of hardware fully 

















appreciate the wisdom of 

buying merchandise built 

To el =9 to render a long and efhi- 
BUILDERS’ cient service life. 

HARDWARE 7 es Dad 

ae ) rt ? Replacements of National 

; =— . il & 4 —_ Hardware are rare because 

Be ils Vu wate = oo _— with ordinary care this | 

al | fine hardware goes on de- 

AES Piate |= a 1 13 livering efficient, trouble- 


free service year after year. | 


ONE ome Natienal 


<-jam se) = Y EP? 5 ‘ae = Today National is on the 


| 
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job both at home and on | 
i|} 


= efT= the war front. 
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hardware is required to de- 








liver perfect performance. 


NATIONAL MANUFACTURING COMPANY 
STERLING + ILLINOIS 
—EE=EEE—r 


























FEBRUARY 4, 1943 15 











HELPFUL INFORMATION 


FOR USERS OF CRESCENT TOOLS 
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JAMESTOWN, 


@ Crescent’s informative series entitled 
“TOOL NOTES” has been reprinted 
and is now available in portfolio form. 
The set consists of 8 sheets, 84x11", 
punched for standard 3-ring binder and 
stapled between serviceable covers. 
Subjects covered are as indicated by 
the 8 sheets illustrated on this page. 
Copies will be furnished gratis to users 
and purchasers of Crescent Tools, and 
in limited quantities to trade and voca- 
tional schools, both civilian and mili- 
tary. For classroom and bulletin board 


use, individual sheets can be supplied 
less covers. 


A limited number of these reprints have 
been prepared and will be distributed 
while they last. Send your requests 
direct to the factory and state whether 


portfolio or loose sheets are required. 
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“NOTHING IS MORE IMPORTANT 10 
WAR PRODUCTION THAN SCRAP” 


DONALD M. NELSON 


This grand guy knows you're right, Mr. Nelson. 


For the SCRAP that he and about 6500 other yard dealers 
prepare, when combined with smelted iron, contributes at 
least half of the resultant total tonnage of new steel. The steel 
industry might as well try to do without éron ore as attempt 
to produce enough war steel without prepared SCRAP 
from these yards. 

With no thought of praise, nor expectation of reward 
other than a modest profit, this patriotic little band of scrap 
dealers will supply more than 20,000,000 tons of vital 
scrap this year! 


Into their yards flows an endless stream of junk . . . out, 


to the steel mills, pours a constant supply of SCRAP. Graded 
to as many as 75 specifications . .. minced by giant alligator 
shears to foot-square electric furnace fodder . . . flame-cut 
to suitable open-hearth lengths . . . squeezed by great presses 
into bale-size furnace charges. Many millions of dollars 
are invested in special equipment by these dealer yards to 
prepare SCRAP! 


Are these the “forgotten men” of 1943? No“E” pennants 
or other merit banners flutter from their flagstaffs . . . yet 
without them few such awards would have been possible. 

Forgotten, did we say? Well, not quite. Happily a grow- 
ing appreciation of their vital contribution can be noted. 
Well done, Scrap Dealers of America! 


@ Pittsburgh Steel Co. 


GRANT BUILDING PITTSBURGH, PA. 


| 
| 
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Speed Working lools 


joi Precihicn erations . 
New and Old Workers find SPINTITE the PROOF S 


fastest wrench for speedy assembly of small 
parts. : 


Standard sizes with hex sockets from he IN T Ke USE 
to 5 8 Knurled Round and i 


3 16 
Square Sockets available on special 
order 


SPINTITE works like a screw driver ff OF HACK SAW 
FRAMES 


Just looking at a UNION 





hack saw frame gives you a 
sense of ruggedness and 
| 

lasting quality. But the fee/ 
| of it lets a man know. Geta 
_ customer to hold a UNION 


| tool and he'll never want to 


| let go. 


7 SPINTITES 

3 screw drivers 

and chuck type 
handle 
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TORRINGTON. CONN. 


466 SHREWSBURY STREET 
NEW YORK OFFICE IS|i CHAMBERS STREET 


WORCESTER, MASSACHUSETTS, U. 
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TRuE TEMPER 


Gor Ouer 


Over sixty years ago, W. C. Kelly set 
about to correct these faults, using the best 
methods of his day. As evidence of ‘his 
success, Kelly axes soon became world 
leaders, and the doors were opened for 
the destined success of the work he started. 
It remained for True Temper, world’s 
acknowledged leaders in designing, forg- 
ing, and heat treating, to totally revise the 
manufacturing processes and increase 
values proportionately. 


True Temper’s use of modern steels, 
modern forging equipment, and the latest 
types of automatically controlled furnaces 
for heat treating and tempering, produce 
axes that are perfect in pattern, size, and | 
weight. They are supreme in design, qual- 
ity, value, and utility. 

The buying public recognize leadership 
attained through merit, and today, more 
True Temper axes are produced than all 
other brands combined. 

True Temper will continue to employ 
every proven scientific development 
which may enhance the value or utility 
of our products. 


PERFECT 


“KELLY WORKS 














(<p. TRUE TEMPERS” 


Gor Ouer 
One PLA Years 






True Temper believes that “quality of distribution” 
is as important as “quality of product”, and that each 
must be performed by the most efficient methods, in 
order to obtain maximum quality and value at mini- 


mum cost. 
And so 


No.1 True Temper does build a better product; 

better in design, utility and value in each required 

price range. We have eliminated all duplication in 

patterns, grades, finishes, sizes and brands, because 
‘ = they complicate and increase. both production and 
= ptt distribution costs, decrease turnover 
ee and eat up profits. 
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No.2 We confine the distribution of 

True Temper products to the better 
hardware jobbers who perform the essential function 
of placing the entire line of True Temper products 
on the shelves of retailers everywhere. 


No.3 We tell and sell the millions of readers of 
America’s best publications, the merits of True Tem- 
per products and direct them to their local hardware 


store to buy. 
Result 


Nearly every fisherman, nearly every golfer, and a 
huge majority of mechanics and farmers, users of 
hammers, hatchets, steel goods, shovels, axes and 
millions more, know, use and demand 


TRUE TEMPER PRODUCTS 


Are you profiting from this 
user preference ? 








TRUE JEMPER 
DYNAMIC 














WANT MORE SALES? 
STEADY 


PROFITS? 
NEW CUSTOMERS? 


Here’s a pre-tested, successful 
DEHYDRAY sampling plan ready for you NOW 


DEHYDRAY — the dehydrated flat wall paint — we claim is the most advanced type of modern water 
paints. Easy to mix, easy to apply on any interior wall surface, it covers even wallpaper in only one coat. 


Dehydray, a money-maker for you and a money-and-time-saver for your customers, is now backed by a sure- 


fire sampling plan, successfully tested in a number of typical mid-western paint stores with remarkable results. 


2. 
Here’s what happened 3 
in one average store: 4 





648 new customers in 30 days. 

29% came back with bigger orders. 

One woman came back for 45 pounds of Dehydray. 

One man bought $28 worth of outside house paint for cash. 


A school came back for enough Dehydray to repaint several rooms. 


e And important repeat business is still coming in! 
e It’s a profit making plan that really works. 
e It’s no trouble for you to work it, too. 


Why not get your share of the business this popular paint is 
creating all over the country? Non-critical materials, non-critical 
packages assure you of supplies. Dehydray has all the advan- 
tages of any of the new type water paints p/us dehydration, and 
your customers go for it — in quantity. 


FEBRUARY 4, 1943 


Tear out and mail this coupon today for com- 
plete details on how this sampling plan can make 
money for you. 


DEVOE & RAYNOLDS CO., INC., 1st Avenue & 44th Sr., N.Y. C. 


Please send me complete details on Dehydray 
pre-tested, successful sampling plan. HA-2 


NAMI 





ADDRESS 





CITY 






































Fermica hes 
received the 
Army - Navy 
award for fine 
performance in 
wor preoduc- 
tien. 
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ND it keeps up night and day. But the Formica push 
and kick plates, used on so many doors between 
busy restaurants and restaurant kitchens stand the 
racket year in and year out, without showing wear, 
without changing in color, without cracking or failing. 
If they get greasy and smeary it only takes a lick with a 
damp cloth and some soap to restore their original 
brightness. They look like new again. 
It is no wonder that’Formica push and kick plates are 






increasing so rapidly in popularity. 

Formica is a profitable line for the jobber and dealer in 
builders hardware. Complete data with prices and 
sizes sent only to legitimate jobbers, on request. 


THE FORMICA INSULATION COMPANY 
4646 Spring Grove Avenue, Cincinnati, Ohio 
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n the world’s 
most precious property! 


There is nothing more precious in the world today 
than the fighting equipment which is so Vital for 
Victory. ¢ Helping to protect this mighty array 
of precious property . . . on planes and guns, 
landing barges and battleships, torpedoes and 
tanks, and in countless other oritical places ... 
MASTER Padlocks are on guard. e Wherever the 
United Nations work and fight, MASTER Padlocks 
give the same dependable security that won them 
peace-time preferment. e When Victory is won, 
MASTER’S full strength will be back in the 


service of the independent hardware trade. . . 
better fitted than ever to do a job for YOU. 
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and a NEW Improved Package 
Takes Their Place 


Yes, the tin that would have been used in Walvet and Cleveland 
Cleaner cans has gone to war. But these two products are ready 
Your Jobber in a new and improved package—one that does not require essential 

war materials. So you are assured that you can sell these products 


Has WALVET and —which you know will sell. 
CLEVELAND CLE ANER Order from Your Jobber Today! 


NOW! THE CLEVELAND CLEANER & PASTE CO. 
, Cleveland, Ohio 


Available in 10% 
packages as well 
as 40 oz. {Walvet! 
end 12 oz. (Cleve- 
lend) packages. 

















Sell Burpee’s Seeds 


In big demand, and 


Available! 





home will have its backyard garden. 


This community Victory Garden Is a school project 


Nationally advertised in leading magazines ily and help win the war. 
and often mentioned by leading garden editors, 
Burpee’s Vegetable and Flower Seeds really 
sell themselves. Planted in American gardens WRITE TODAY FOR BURPEE’S 

for 67 years. Sell dependable seeds now and “RED LIST” OF WHOLESALE PRICES 
see your sales volume grow! 


W. Atlee Burpee Co. env... 


Philadelphia, Pa. 
75 Burpee Building Caton ews.” ir me ccs 














More Gardens will be planted this year 
than ever before. Food rationing, Gov- 
ernment releases and mass instinct all 
are operating to stimulate planting seeds 
and growing vegetables. Nearly every 


Schools, businesses, civic groups are en- 
couraging the use of all vacant land to 
This Trademark a Household Slogan grow vegetables for food to feed the fam- 
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WhatDoY ou Read? 


* Look in your favorite magazines 

for the new G-E ads. You'll like 
* ’em! Here’s the schedule for the 
* month of February: 


BATE ON =—sISSUE 

+ MAGAZINE NEWSSTAND DATE 
. Post Feb. 24 Feb. 27 
Life Feb. 26 Mar. 1 

+ Collier's Feb. 26 Mar. 6 
Look Feb.9 — Feb. 23 


* — American Home Feb. 25 March 
House Beautiful Feb. 20 March 


* — Woman's Home Cp. Feb. 20 March 
% Holland's Magazine Feb.15 March 
‘s Country Gentieman Feb. 24 March 
* 
_ 
* 
* 
* 
* 
* 
* 
. 
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Answered Here! é a 


“INFORMATION PLEASE” General 
Electric Consumers Institute answers 
hundreds of questions about rationing 
and restrictions, shortages and sub- 
stitutes. All those problems eggs 
America’s wartime homemakers are 
being carefully studied and sensibly 
solved in the Institute’s experimental 
kitchens, laundries, and research lab- 
oratories. And the answers make up 
a very useful library of booklets and 
bulletins for your customers. They’re 
doing a swell job of building good- 
will now for good business after 
Victory. 





able and healthful. 





SMALL TOWN SPECIAL! From Schenectady a 
series of G-E Institutional ads goes out to 
over 1400 local “country” newspapers. This 
is in addition to the many G-E ads appearing 
in the leading national magazines like Life, 
Collier’s, Sat. Eve. Post, McCall’s, etc. All this 
eo advertising creates tremendous good- 
will for every G-E retailer. 
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Serer 
NOW SHOWING! Colossal! Stupendous! 
Breath-taking! ! ! 

Well anyway, these G-E Service Train- 
ing Films are pretty darn good. The one 
titled “Into the Wringer and Out” shows 
dealers how and why to go after service 
and repair business. If you would like 
to see it, get in touch with your G-E 
Appliance Distributor and he’ll arrange 
a personal showing. 





























“SPANKING BREEZE’! G-E fans have gone to 
sea and how those U.S. Navy men need 
them. In fact there are few available for 
civilian use. But that’s all right... America 
knows how much more important it is to 
have U.S. submarines, crowded transports 
and compact fighting ships kept comfort- 



















A STAR 


Kaanpa Flastie- 


Kampa Plastic Plumbing Parts represent a complete package 
of plumbing items. They are available at a time when con 
ventional materials are difficult to obtain Each Kampa 
part is a definite development and improvement in plumbing 
oT elolitastitela) Kampoa Plastic Plumbing Parts replace critical 
material. They are available for immediate delivery. Each 
part packed in convenient display cartons 





DRAIN 


FLUSH FLUSH 
FLOATS stoppe pc 


ELBOWS BALLS 


KAMPA MFG. CO. 


Plastics Galrication 


12132 W. CAPITOL DRIVE - MILWAUKEE, WIS. 








DIAMOND 


TOOLS at the FRONT 


“Dae 


The precision and quality of 
Diamond tools is now success- 
fully meeting the severe tests 
of military duty on our far- 
flung battle fronts — Peace- 
time tools are now tools for 
Victory. 





DIAMOND CALK HORSESHOE CO. 
Duluth, Minna. 


4622 Grand Ave. _ 














Topay, more than ever before, good 
hand tools are essential to the produc- 
tion of both war and civilian products. 

Dasco Tools . . . made from the highest 
grade materials, properly heat treated, 
carefully finished and diamond tested 
. .. are quality built to last a long time. 

Sold By Leading Jobbers 


DAMASCUS STEEL PRODUCTS CORP. 
ROCKFORD ILLINOUS 
letend 
TESTED 








FOX PEN 
NETTING 


Profitable are the heavier” 
grades of hexagonal net- = 
ting. You give complete 4 
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NOW RESERVED 100% FOR OUR FIGHTING FORCES 






| RAY-O-VAC 


oaeex 


SEALED IN STEEL 
TO PREVENT CORROSION 
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FLASHLIGHT 
BATTERIES 


By order of the War Production 
Board,no longer made for civilian 


Flying night patrols, navy fliers never for- 
get their flashlight to read maps, check 
instruments and 

Se Bri ong 


HIS BATTERIES 
HELP YOUR CUSTOMERS MUST COME FIRST 


SAVE THEIR FLASHLIGHTS LEAKPROOF is now in service with our fighting 

Flashlights and batteries are fast forces all over the world: 

q becoming very difficult to obtain— —— against ruinous corrosion in flashlights 
and vital communications equipment. 

Kee ping fresh and full-powered despite long travel. 

Protecting against the abuse of field service in 

: every climate. 

rice caper ~~ om But after the war —LEAKPROOF, the guaranteed 

they remove dead batteries (unless flashlight battery, will again be available. 

they are LEAKPROOF). 
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so tell your customers to use them 
sparingly. Probably a new bulb or 
lens is all that’s needed to make 
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RAY-O-VAC CO., MADISON, WIS. 
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is the call today 


4 ’”? 
“Wire and more wire 
lies in 


from our fighting forces. Our duty 
answering that call. As a result, even 
though producing infinitely greater quan- 
of wire and related products, very 


tities ; 
oduction finds its way to 


little of this pr 
the dealers’ shelves. 


Because of this condition, we as manu- 


facturers face a problem of future markets 
just as surely as the hardware merchant 


today faces serious merchandise shortages. 


We believe that today, more than ever, 
our reputation for fair business practices 
and a dependable product, rigidly guarded 
for the past 65 years, will come to our aid. 
We feel that the hardware trade will re- 
member the reliable Cortland Brands of 
gainst the time when it 


wire products @ 
serve them 


will again be our privilege to 
more fully. 


WICKWIRE BROTHERS, INC. 
CORTLAND, NEW YORK 


ll [ 


Wire - Screen Wire Cloth - Pouttry Netting - Nails 
2 eam 






JUNIATA 
Light Mule Blunt 














N © wonder Phoenix and Juniata shoes have 
been preferred by the trade for over 50 years. 
They re made of special analysis open-hearth 
steel, insuring extra long wear. They're de- 
signed and built by experts, which accounts 
for their correct shape, easy fit, and uniform 
punching, creasing and shaping. And they 
are made in every type and size for both mules 
and horses. 


PHOENIX PHOENIX 


N 
Ever Ready Teed and JUNIATA 


a Heeled 


_ Hind 


Made in Front and Hind 
in Extra Light, Light, 
and Snow pattern 





SWEETS 
Toe Calks 





Country Pattern 


6 


Note High 
Inner Rim 

















PHOENIX 
Noiseless 


Leading jobbers every- Soe 
where distribute Phoenix Shoe 
and Juniata horse and 
mule shoes on an es- 
tablished policy through 
regular trade channels. 





Front 
Polo 


Phoenix also manufactures Turned Heel 
sh 
a = Shuts, Spuds, Drop fussed Welling 
“ — anges, Commercial Forgings, and other 


PHOENIX MANUFACTURING COMPANY 


Jolict, Illinois, Catasauqua, Pa 
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STOVES: RANGES-PARLOR FURNACES 


Ft ? ) . 7, ) ) ) 7 
hey ve been making good for three-fourths of a centuryp— 
. C cF <¢ : ’ 
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>) »p 7 “+ on ‘ 
they ff stay pn the job for the emer ency— Saving ojuel— 
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Making friends —NMonoring tHe Sealers bo sols {Hers 
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YUucle Sam has cut civilian stove and range production to a fraction of normal. So most 


people will have to get along with what they have, until new equipment is again available. Fortunate are your 


ss Mule 
customers who own ALLEN Appliances; for ALLEN Products are built to last—-to carry on with minimum 


attention, even under extreme conditions. People appreciate this dependable service they'll remember the 


. 


dealers who sold them ALLEN quality. 


Help your customers keep their Allen Equipment in out for the interests of its dealers and their customers. 


tip-top cendition with parts now available—You can 
, ’ 
be of real service to your customers by advising them on the When the emergency is over, there'll be an accumulated de- 


care needed to make their stoves and ranges save more fuel mand for ALLEN Cooking and Heating Equipment. Then, 


and give better service. And you can supply ALLEN parts re- your ALLEN franchise will be more valuable than ever. Mean- 
, quired for necessary repairs—-another advantage of doing while, keep your customers satisfied by giving them the re- 
ig business with a company that has a 75-year record of looking pair service they need now. 





- 


/ 
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Allen flies the Min- 
ute Man flag show - 
roll po end el PRINCESS RANGES for coal and wood «© PARLOR FURNACES for coal. wood, gas and oil 
Our facilities arc STREAMLINE RANGES for coal, wood and oil « HEATERS for coal and wood « LAUNDRY STOVES 
devoted almost en- for coal « HOT WATER HEATERS for coal «+ COOK STOVES for coal and wood. 


tirely to war work. 
ALLEN MANUFACTURING COMPANY 
NASHVILLE, TENNESSEE 
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THESE BRANDS MEAN 
GUARANTEED QUALITY 
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y FIRST IN WAR! Shovels, spades 
and scoops are infinitely important 

pe Zz tools in the construction of trans- 
LMT! portation lines, camps and _ fortifi- 


a ioe 


F cottens . . . standard equipment for soldiers, 


trucks, tanks and armored cars. 


FIRST IN PEACE! Shovels, spades and scoops 
—basic hand-tools of mining and agriculture 

.. needed for taking all raw materials from the 
ground ... necessary in the building of roads, 
railroads and plants, and in all excavation jobs. 


Shovels, spades and scoops come first wher- 
ever the earth is turned. As designed and 
manufactured by Wood, these primary tools 
for all labor do work better and more easily 
and last longer. 


THIS EXCLUSIVE FEATURE IN THE HANDLE 
MEANS EXTRA-STRENGTH IN THE TOOL 


>» 


s 


The a I-Beam Handle 
Reinforcement . . . found 
only in Wood Closed Back 
and Open Back shovels, 
spades and scoops. 








PIQUA, OHIO 
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If You Must 
Travel Today :— 


Our government has asked 
us to restrict all travel to ab- 
solutely essential needs. Neces- 
sary business trips are so re- 
garded but if you have anytrav- 
eling to do it might be well to 
consider some of the difficul- 
ties you will face en route. 
Present day demands upon 
American railroads, involving 
the movement of troops and 
supplies, transporting of ser- 
vice men on leave and haul- 
ing foods, oil and other vital 
needs, are tremendous. Ter- 
minals are crowded and port- 
ers are few and overworked. 
Travel as light as you can. 
You may have to carry your 
own luggage. If you can eat in 
the station, or nearby, before 
boarding your train you will 
save yourself either a long 
wait or the possible unpleasant 
experience either of not eating 
or of taking whatever may be 
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left. Give yourself extra time 
for making connections, be- 
cause even the best trains are 
arriving late. Be well on time 
for catching all trains because 
stations are terriby crowded 
and you may lose an unbe- 
lievable amount of time get- 
ting on board. If you possibly 
can, reserve and purchase your 
full railroad and Pullman re- 
servations for the round trip 
before you start. Have your 
full ticket requirements in 
your pocket and then you are 
sure of completing your trip 
almost on schedule. If you 
don’t you may lay over a day 
or two waiting for space. Re- 
member also that bus sched- 
ules are being reduced and the 
buses themselves are crowded. 
We are now realizing what the 
automobile meant to our daily 
and business lives. The rail- 
roads are being taxed to an al- 
most unbelievable point and in 
this emergency they have not 
been found wanting. They too 
face manpower shortages and 





are doing, under the circum- 
stances, a heroic job. One 
more point — give yourself 
plenty of time for purchasing 
tickets because there are usu- 
ally fewer ticket sellers and 
more people wanting tickets. 
If you will remember these 
simple precautions your travel- 
ing will be less unpleasant for 
the,duration of the war. 


The Government and 
Small Businesses:— 


Until very recently, any 
Washington consideration of 
“small business” was directed 
solely at small manufacturing 
plants and did not include any 
thought for the majority of re- 
tail stores which are definitely 
“small business” in every 
field. The Senate now is 
studying the “small business” 
problem of wholesale and re- 
tail distributors. To date, the 
transcripts of hearings held 
have not been particularly en- 
couraging save for the fact that 























the difficulties of small re- 
tailers have been ably and ade- 
quately presented to the Senate 
by spokesmen for all types of 
independent merchants. The 
questions asked and the re- 
marks passed by Senators on 
the committee suggest neither 
a previous deep-rooted interest 
in the subject nor a particular- 
ly clear idea of retailing 
problems. I do not suggest a 
lack of sympathy, but I do 
suspect a previous lack of 
knowledge and that may be 
largely the fault of retailers. 
Just how much attention do 
retail merchants pay to elec- 
tions? How well do they know 
the men for whom they vote? 
Do they ever talk with or 
write to their Senators and 
Representatives in Congress? 
If not, why not? Congressmen 
cannot be expected to know 
everything. Only a compara- 
tively few of them have had 
any business experience and 
practically none really have a 
first hand knowledge of retail 
store operations. If retailers 
are going to get consideration 
from Congress they will have 
to be more articulate and make 
greater efforts to keep their 
elected legislators informed. 
If they then fail to give prop- 
er attention to problems, get 
out and campaign against them 
when they seek re-election. 


Bread Knives:— 
The Government has banned 


sliced bread. Immediately 
there was a heavy demand for 
bread slicers and the supply, 
in most areas, was not ade- 
quate for the unexpected boom 
demand. And here is just one 
more simple example of the 
dislocation that comes with a 
global war on our hands. 
There is no adequate substi- 
tute for a knife for cutting 
bread and many other types of 
kitchen and carving knives are 
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none too satisfactory. The 
thought now occurs as to 
what will happen to the auto- 
matic bread slicers which are 
owned by small bakeries. 
Could they be leased through 
community clubs, through 
hardware dealers? They are 
definitely idle under the ban 
and many bakers would glad- 
ly turn them into some useful 
and slightly remunerative use. 
As I understand it, the ruling 
prohibits the selling of sliced 
bread but does not prohibit 
people other than bread sellers 
from using automatic slicers. 
It might be worth investigating 
as a novel type of service. 


Drug Stores Are 
Back in Drug 
Business:— 


For the past 20 years drug 
stores have been going far 
afield in their merchandising 
activities. Most of them seem 
to have almost everything with 
a minimum of really drug 
store items. Open for long 
hours, seven days a week, they 
had a competitive advantage 
over other types of retail 
stores to which the non-drug 
items were a basic stock in 
trade. War-time curtailments 
are reported to be putting the 
drug stores back in the drug 
store business in a big way, 
and making their pharmacy 
departments once more im- 
portant. Frankly, this is not 
particularly noticeable as yet 
but the reports of this trend 
from drug industry spokes- 
men are at least interesting. 
Unfortunately, hardware deal- 


Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 73 


ers cannot pick up the loss of 
non-drug sales because they 
too are suffering from similar 
curtailments. 


Priorities or 
Hunting Licenses? : 


Various limitation orders 
provide equally varying pro- 
duction quotas, supposely on 
some priority basis, that will 
permit the limited manufac- 
turing called for in the official 
WPB orders. But the question 
arises “when are these merely 
hunting licenses?” Take the 
steel goods industry as an ex- 
ample. Its products represent 
definitely essential civilian re- 
quirements with a partial war 
needs basis because of their 
application to the growing of 
vital goods for both war and 
civilian uses. As we understand 
it, WPB Order L-170 permits 
steel goods manufacturers to 
restrict 1943 production for 
jobbers to 43 per cent of 1942 
volume. But—a quick can- 
vass of the situation indi- 
cates that most manufacturers 
in this field will not get sufh- 
cient steel in time to provide 
anything like 43 per cent of 
1942’s production. So what 
good is the 43 per cent basis. 
It has no value and no signifi- 
cance if the steel for comply- 
ing is not made available. The 
same principle maintains in 
many other hardware store 
lines made of steel. If the 
basic material is not procur- 
able the quota restriction peg 
provides nothing but further 
confusion. It would seem rea- 
sonable to peg’restrictions con- 
sistent with the materials avail- 
able. It would be better to 
have the restriction as low as 
25 or 30 per cent, if you could 
actually plan on having that 
amount. Rationing of sales 
could be governed on an in- 
telligent and fair basis if such 
a system were used. 
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A “DIRECT WIRE” TO THE BUYER 
12+ Ha cckwoods Creat Display in Sweets Catalog 
EACHING out as a direct communication line items that can be promptly supplied under priority 
between Builders’ Hardware Dealers and their ratings in accordance ,with the WPB Limitation Or- 
prospective customers is the up-to-the-minute display der L236. This simplification program means a val- 
section of Lockwood's “Victory Line” in Sweet's uable business short-cut for the dealer. His customers 
1943 Catalog. The numerous pages of Lockwood know what they can order under priorities and the 
items have the distinction of being the only catalog dealer is spared the task of refiising orders for un- 
of a builders’ hardware lock manufacturer in } available supplies. 
this publication—an advantage upon which - Have you received Lockwood's new Catalog 


alert Lockwood Dealers will cash in. No. 21? If not, write on your letterhead for 


The ‘Victory Line’ featured contains many your copy. 
B 


LOCKWOOD HARDWARE MFG. CO., Fitchburg, Mass. 


Division of Independent Lock Company 
CAPE COD SUPER CLOSER 


PATRICIAN POLYFLEX MORTISE LOCK BOR-LOC UNIFAST 
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What You Should Know About OPA 


There is one exception concerning the submis- 
sion of the listing of price ceilings on services 
covered by Maximum Price Regulation No. 165. 
This exception concerns any portion of a busi- 
ness which is not at retail. In this instance 
prices need not be made public if it is claimed 
that substantial injury would result therefrom. 
Such claim must be made in an affidavit and 
attached to statement filed with the local War 
Price and Rationing Board. OPA will keep such 
prices confidential unless doing so is contrary 
to the purpose of the regulation. 


| 
HE recent issuance 


vf Supplementary Order No. 29 
by OPA has caused some confu- 
sion in the minds of many hard- 
ware dealers. In its entirety, this 
order is a permissive one and has 
no mandatory provisions. In 
other words, dealers are requested 
to comply as a means of further- 
ing the war effort. The order was 
made permissive because the 
Office of Price Administration 
recognizes the varied methods of 
distribution and the varied com- 
petitive practices which must be 
taken into consideration. It ree- 
ommends the discontinuance of 
various “frills” such as distant de- 
liveries and deliveries of items of 
light weight, small size and limited 
value. OPA recommends that even 
though an item is not of great 
value the test as to whether it 
should be delivered is whether o1 
not it is carryable. Where these 
and other conservation policies 
recommended in Order No. 29 
are followed out the dealer is not 
required to decrease his ceiling 
prices because of curtailed “frills.” 

The thought behind this per- 
missive order is that 1943 will 
see diminishing supplies of civil- 
ian goods of from 15 to 20 per 
cent. In anticipation of this di- 
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minishing supply and reduced \ol- 
ume, with fixed overhead, there 
is need, OPA feels, for eliminat- 
ing or minimizing services per- 
formed without relation to specifi: 
sales. 


Self Service Urged 


Efforts are being made by OPA 
to have industry in different sec- 
lions stagger payrolls toward the 
idea of having approximately one 
fifth of the employed people in a 
given community paid each day. 
Monday to Friday. This would 
spread buying more equitably over 
the five days. Wherever possible, 
stores are urged to institute and 
encourage self service. This 
would help maintain efficient use 
of manpower and eliminate the 
need for extra help to serve peak 
periods caused by non-staggered 
payrolls. Recommended also is 
the discontinuance of unneces- 
sarily elaborate displays and the 
reusing of display materials in- 
stead of the constant purchase and 
use of new materials for this pur- 
pose. 

As to services where merchan- 
dise is sold under a guarantee. 
OPA points out that a dealer is 
legally obligated by contract 
statutes to give such service as it 
ix a part of the price of a com- 


modity which is thus not consid- 
ered a “frill” and therefore cannot 
be eliminated. 


Essentiality and MPR 165 


Concerning the repair of appli- 
ances, where the repair job is not 
part of the price of the com- 
modity, essentiality must be con- 
sidered. Essentiality is defined by 
OPA as being “any service or 
commodity necessary to the civil- 
ian standard of living consistent 
with the successful prosecution of 
the war effort.” The reason for 
such a definition is that essential- 
ity is an ever-changing term. It 
will always reflect our degree of 
participation in the war effort. As 
we become more involved, those 
things we now consider essential 
may be cut down. Where we con- 
sider necessities in terms of food. 
clothing and shelter, people in 
England now consider them in 
terms of some food, some clothing 
and some shelter. Whether the 
word “essentiality” is used, or 
whether it is called something 
else. it will become exceedingly 
important in relation to services. 
Everything, according to OPA, is 
heing measured in terms of its 
need in the war effort. 

As to the matter of manpower, 
repairs and travel equipment or 
supplies (trucks, gas, oil, tires) 
OPA has several suggestions. It 
recommends that with limited 
supplies of manpower dealers 
voluntarily concentrate on provid- 
ing only essential repair service 
for functional (or mechanical) 
parts of essential equipment. For 
example, where there is a question 
of different types of repairs, pref- 
erence should be given by the 
dealer to mechanical repairs of the 
most essential items. Thus, where 
there is a choice between devot- 
ing time to a luxury item as 
against one having a health pres- 
ervation angle favor the latter— 
washing machine versus curling 
iron. If, for example, 70 per cent 
of vour repair work is normally 
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on essential items and 30 per cent 
is on other items and your man- 
power is cut 30 per cent, then de- 
vote time exclusively to repairing 
absolutely essential items. 

Wherever possible, WPB is 
standardizing repair parts to save 
materials and manpower, which 
will at the same time simplify 
both manufacturers’ and dealers’ 
stocks. As to travel equipment 
and supplies used by dealers for 
deliveries to or calls on custom- 
ers, ODT and OPA regulations 
force compliance with gas and tire 
regulations. However, it is fur- 
ther suggested by OPA that deal- 
ers concentrate their outside re- 
pair service in more compact 
areas and that public conveyances 
be used wherever possible for 
short calls. Beyond that it is 
urged that dealers restrict their 
auto travel time to the lowest prac- 
tical minimum in anticipation of 
further gasoline cuts. 


Regulation No. 165 


Among the repair services sub- 
ject to OPA Maximum Price 
Regulation No. 165, which are of 
particular interest to hardware 
dealers, are automobile, bicycle, 
boat, household appliance, farm 
equipment, lock (and original key 
making), radio, household refrig- 
erators. sporting goods, stove, 
hand tool (and_ sharpening), 
vacuum cleaner and washing ma- 
chine. Repair and maintenance 
of the above items are covered by 
No. 165. Included also are prices 
of all commodities such as parts 
and accessories when sold in con- 
nection with the sale of a service. 
All gas appliances are within the 
scope of No. 165 except “gas fur- 
naces, industrial equipment, unit 
heaters or water heaters.” Ex- 
cepted also are radios and phono- 
graphs primarily designed for 
commercial, military or police use. 

A dealer’s ceiling prices on re- 
pair, maintenance and rental of 
appliances may differ from those 
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STATEMENT OF MAXIMUM SERVICE PRICES 
Blank Hardware Company, 
17 Blank Street, Anytown, U. S. A. 


In all cases the prices listed below were the highest charged 
during March, 1942. 
Prices for services supplied at a fixed charge: 


REFRIGERATORS: 
Replacing door gasket up to 6 cu. ft. size* $2.00 
Replacing door gasket over 6 cu. ft. size* 3.00 
Refinishing cabinet up to and including 5 cu. ft. t 10.00 
Refinishing cabinet, 6 cu. ft. f.... . 12.00 
Refinishing cabinet. 7 cu. ft. T , ... BS 
Refinishing cabinet, 8 cu. ft. ft . 14.00 
GAS RANGES: 
Cleaning and adjusting burners 1.50 





* Prices include new gasket and labor. 
This service includes three coats of duco sprayed on and all 
hardware rebuffed. Price includes materials and labor. 


We do general repair and maintenance work on all types of 
electric and gas appliances and radios. Small appliances must be 
brought in and called for by customer. 

In March, 1942, repair prices on major gas and electric appli- 
ances and radios were based upon a fixed charge of $1.50 per hour 
for labor (this charge included overhead or indirect cost and 
profits), with a minimum charge of $1 per call within city limits. 

Outside of city limits we charge 5 cents for each mile or frac- 
tion thereof for one way. Prices for materials, labor, and mileage 
were listed separately on our repair bills. We charge for parts 
supplied in connection with service as follows: 

Where appliance was of a make we sold, we used manufac- 
turer's list price in catalog in effect March, 1942. 

Where other make appliances were serviced or parts were sub- 
stituted we took our March cost and added 664 per cent margin 


By KENNETH A. HEALE 
Associate Editor 
of Hardware Age 





price to charge customer. 


(this charge represents our indirect cost and profits) to arrive at 


JOHN JONES, Manager, 
Blank Hardware Co. 
17 Blank Street, Anytown, U. S. A. 











Sample form for listing service prices 


of his competitors because his 
highest March, 1942, price dif- 
fered from those of his competi- 
tors. Thus, if in March, 1942, a 
dealer charged $1.50 for a par- 
ticular service that is his ceiling 
for that job, provided, however, 
that if the dealer priced in March. 
1942, according to a regular rate 
or pricing method, including 
specific charges for particular 
items in the service rendered 
(such as time records or labor 
manual used in connection with 
an hourly rate) the dealer may 
use that rate or method in deter- 
mining his maximum price. His 


charges for labor must be no 
higher than those in effect in 
March, 1942. His charges for ma- 
terials sold in connection with 
this service may not exceed the 
maximum fixed by the specific 
regulation governing the sale of 
the commodity alone. He must 
keep all records showing prices 
charged during March, 1942, sub- 
ject to Maximum Price Regulation 
No. 165. He must file with his 
local War Price and Rationing 
Board a list of March services 
and their prices, and keep it up- 
to-date and furnish sales slips and 
receipts to customers if that was 
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his practice in March, 1942. Upon 
request from customers, he is re- 
quired to furnish them with sales 
slips and receipts. 

When new repair or other ser- 
vices are added the dealer is re- 
quired to list it within 10 days of 
the addition of this service. 
Within 20 days of the first sale of 


such new service the dealer is re- 
quired to file a statement of those 
services with the local War Price 
and Rationing Board. On page 37 
is a typical sample statement giv- 


ing the information required, as 
suggested by OPA. Prices used 
in this sample are not actual prices 
and are used only for illustrating 
the requirements as to form. A 


* * 


How to Find Your Ceiling 





If this is the case 


Then your ceiling price is 





1. If you regularly figured your 
prices in March 1942 by using 
a rate, or a pricing method 
and charges, and the service 
you are pricing was ordinarily 
priced by using that rate or 
pricing method, in March 1942. 


]. The price you figure by using the highest rate, or the pricing 
method, including the highest charges, you used in March 1942. 
In other words you must charge no more now than you would have 
charged in March. You must not charge more for labor or materi- 
als than you did charge in March, nor may you add a larger per- 
centage for overhead or profits. 





2. If you did not regularly use 
a rate or pricing method in 
March 1942, but you did 
supply the same _ service 
then. 


2. The highest price you charged to the same sort of customer in 
March 1942. 





3. If you did not regularly use 
a rate or pricing method in 
March 1942 and did not supply 
the same service then, but you 
did offer to supply it in that 
month. 


3. The highest price at which you offered to supply that service 
to the same sort of customer in March 1942. 





4. If you did not regularly use a 
rate or pricing method in March 
1942 and did not supply or offer 
to supply the same service then, 
but you did supply a similar 
service in that month. (A “sim- 
ilar service’’ means one having 
the same use and purpose and 
ordinarily supplied at the same 
or nearly the same price.) 


4. The highest price which you charged to the same sort of cus- 
tomer for the similar service in March 1942. 





5. If you did not regularly use 
a rate or pricing method in 
March 1942, and you did not 
supply the same or a similar 
service or offer to supply the 
same service then, but you did 
offer to supply a_ similar 
service in that month. 


5. The highest price at which you offered to supply the similar 
service to the same sort of customer in March 1942. 





6. If you cannot find your ceil- 
ing price by (1), (2), (3), (4) or 
(5), because you did not use a 
rate or pricing method and you 
did not supply or offer to supply 
the same or a similar service 


in March 1942. 


6. The ceiling price of your closest competitor (found as in (2), 
(3), (4) or (5) above.). If your competitor regularly figured his 
prices in March 1942 by using a rate, or pricing method and 
charges, for the same or a similar service, you may also use that 
rate, or pricing method and charges, but only for such services. 
(Your closest competitor is the man with the business most nearly like yours 
who is located nearest to you. He is the man from whom you might take busi- 
ness or who might take business from you.) 





7. If you cannot find your ceil- 
ing price in any of the six ways 
above. 


7. A price not more than you would have charged for the service 
if you had supplied it in March 1942. 


(This price must be found by using the rate or the pricing method and charges 
which you regularly used for any service you supplied in March, but must not 
be more than the sum of the three following items: (1) The cost of direct labor 
used in supplying the service, but you must figure this out using wage rates 
no higher for each type of employee than you paid in March 1942. If you had 
no such employees, use the wage rates your competitors paid such employees 
in March 1942. (2) The cost of materials used in supplying the service, but you 
must figure this out using prices for materials no higher than the ceiling prices 
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_copy of this statement, in addi- 


tion to being filed with the local 
War Price and Rationing Board, 
must be kept by the dealer for cus- 
tomer or OPA representative in- 


* * 


Price for a Service 


spection on demand. The meth- 
ods of determining your ceiling 
prices on service under No. 165 
are enumerated under the head- 





Price For A Service,” on these 


pages. 
If a dealer gave discounts, al- 
lowances, or special low prices to 


any class or kind of customers in 
March, 1942, he must continue 
giving at least the same discounts, 
allowances, or special low prices 
(Continued on page 63) 


ing, “How to Find Your Ceiling 





If this is the case 


Then your ceiling price is 





set by OPA for purchase of these materials by you. If no such ceiling prices 
have. been set, then use the prices that you or buyers like you had to pay for 
these materials in March 1942. (3) The margin over the cost of direct labor and 
materials, figured as a percentage of that cost, so as to be the same percentage 
margin that you secured in March 1942 on the service which accounted for more 
of your business than any other service you sold. From this total sum you must 
subtract any discounts or allowances that you gave in March 1942, to the same 
sort of purchaser. You must fill out Form 265:1 and report every price found in 
this way ot your district or State OPA Office.) 





8. If you can find a ceiling 
price by one of the seven ways 
above, but in past years you 
have regularly charged differ- 
ent prices for the same service 
in different seasons of the year. 


8. For each season, the highest price you charged for the service 
in the corresponding season of the year before March 1942 plus 
a percentage increase in that price. The percentage increase 
is found by using the table given in (9) below. Take the date at 
the end of each season whose last day fell within the year before 
March 1942. Find where that date falls in the left-hand column. 
Use the percentage opposite in the right-hand column. Add this 
percentage of your highest price in the corresponding season in 
the year before March 1942 to that price. This will give you your 
ceiling price for each season separately. You must report each 
price found in this way to your district or State OPA Office, using 
Form 265:2. 





9. If the service you are pricing 
is one you performed regularly 
during only one season of the 
year preceding March 1942, 
and you did not perform it in 
March 1942. 


9. The highest price you charged for the service in the period 
during which you last performed it, plus an added percentage of 
that price as follows: 





If you last performed the Then you may add the follow- 
service between the following ing percentage to your highest 
dates: price during that period:' 

Mar. 1-Apr. 14, 1941 12.9% 

Apr. 15-May 14, 1941 11.8% Note 

May 15-June 14, 1941 11.1% ; . 
June 15-July 14, 1941 om see 
July 15-Aug. 14, 1941 8.5% and report every 
Aug. 15-Sept. 14, 1941 7.6% shaw found ta tile 
Sept. 15-Oct. 14, 1941 oe ee 
Oct. 15-Nov. 14, 1941 a eo ae CR 
Nov. 15-Dec. 14, 1941 3.7% Office 

Dec. 15, 1941-Jan. 14, 1942 3.4% : 

Jan. 15-Feb. 14, 1942 2.1% , 

Feb. 15-Feb. 28, 1942 1.2% 








10. If the service you are pric- 
ing is seasonal and should be 
priced under (8) or (9), but you 
did not perform the same or 
a similar service during the 
year before March 1942. 


10. The ceiling price of your closest competitor for the same or a 
similar service, as determined under (8) or (9). “Closest com- 
petitor” is defined in (6) above. “Similar’’ is defined in (4) above. 
You must report every price found in this way to your district or 
State OPA Office on Form 265:2. 





ll. If you cannot price the 
service by any method de- 
scribed above. This is a very 
rare case.) 


1]. One which you determine yourself and report to your district 
or State OPA Office on Form 265:3, explaining how you arrived 
at this price. Your price will be subject to disapproval at any 
time by the Office of Price Administration. 





12. If you gave any discounts 
or allowances or special low 
prices to any class or kind of 
customers in March 1942. 
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12..Then you must keep on giving at least the same discounts, 
allowances, or special low prices to the same kinds and classes 
of customers. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Who Pays Your Salary ? 


SK any employee in a retail 
A hardware store that ques- 
tion and the chances are 
that he will reply that he obtains 
his salary from his employer- 
the head of the firm. But is that 
all there is to the question? Who 
is responsible for the employer's 
profits from which he pays sala- 
ries? And the answer is the per- 
son who spends money in the 
store, the man or woman who buys 
the merchandise—the customer. 

“The customer is always right” 
is an old, time-honored slogan 
and adherence to it has brought 
success to many businesses. The 
customer may not always be right, 
but, as long as it is his money 
that is being spent, he is entitled 
to the benefit of every doubt. It 
is impossible for the head of any 
business to meet every patron of 
his establishment and accordingly 
it is the salesman who meets him, 
talks to him, and sells him the 
merchandise. 

The customer is the store’s best 
asset. The job is to please him 
and it’s a more difficult job to do 
today than ever before. When a 
man has his mind made up to pur- 
chase a certain article and then 
finds that he cannot purchase it 
because of shortages, priorities or 
any one of the present day rea- 
sons he may be inclined to blame 
it on the store and on the sales- 
man who serves him. This, of 
course, is unjust but put yourself 
in the place of the average cus- 
tomer. He’s paying more taxes 
than ever before and expects to 
pay still more. He may be living 
in a cold home. In nine cases out 
of ten he has a near relative or 
friend serving 
with the armed 
forces. And 
when he cannot 





get what he wants when he wants 
it—it’s just about the final straw 
as far as he is concerned. 

The salesman may not be able 
to furnish the customer with the 


exact item he is seeking but, if he 


is resourceful and knows his stock, 
he has a mighty good chance of 
selling him something that will 
satisfy him. And if he does his 
job of selling in a workmanlike 
manner, courteously and good 
humoredly, the customer will prob- 
ably leave the store with a smile 
on his face and will return to that 





February 
“Selling Sentence’ Contest 


Build “Selling Sentences” About These Items: 


1—Wallpaper Cleaner 
2—Sash Cord 


3—Sweeping Compound 
4—Bathroom Hamper 


5—Gun Cleaner 


WIN CASH PRIZES—SEND IN “SELLING SENTENCES” 


Harpware ACE will pay $2.00 for the best selling sentence on each of the 


five merchandise items listed above. 


$1.00 each will be paid for all other 


“Selling Sentences” published and which the judges deem worthy of such 


honorable mention. 


Entries must be received not later than Feb. 26. Winners will be an- 
nounced in the Retail Sales Idea Club pages of the March 18 issue of Harp- 
ware Ace. In case of ties, duplicate prizes will be awarded. Decisions of the 
editors will be final and all material submitted becomes the property of 
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FIVE SIMPLE RULES ‘ 


1. Just write your suggested “Selling 
Sentences” for one or more of the items, 
preferably on a penny postal card (let- 
ters may be submitted) and mail to 
Harpware Ace Retail Sales Idea Club, 
100 E. 42nd St., New York, N. Y. Con- 
testants may submit as many “Selling 
Sentences” as they wish, but each must 
be submitted on a separate postal card 
or sheet of paper. 

2. Write your own name and address 
on the card (or letter), as well as the 
name of your company. 

3. Be sure to write the name of the 
contest — November “SELLING SEN- 
TENCE” CONTEST—on each card (or 
letter). 

4. Only individuals who have regis- 
tered for membership in the HARDWARE 
Ace Retail Sales Iaea Club are eligible 


to participate in this contest. If you 
are not a member, you can become one 
by simply filling in the registration 
form shown on these club pages and 
mailing it to the Club. There is no cost 
for membership. 

5. “Selling Sentences” will be judged 
on how well they explain to customers: 
(1) what the item will do for them; 
(2) how the item does it, and, (3) how 
long it will do it. “Selling Sentences” 
should be brief and to the point. Make 
every word count. Penmanship, or form 
are not factors in the contest. Sen- 
tences typewritten on postal cards (or 
letters) will be appreciated but are not 
required. However, if answers are sub- 
mitted in another form this will not 
influence the decision of the judges in 
any way. 
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store again. And when he does re- 
turn he'll probably see to it that 
he is served by the same sales- 
man. 

Present day selling may pre- 
sent difficulties but one thing is 
certain—it pays rewards to the 
salesman who goes out of his way 


* 


FOR EACH OF THESE IDEAS 


Sells Glass Cooking Ware 


“We increased our sales of 
glass cooking ware in sets by 
dividing the counter into sections, 
each section being separated from 
the next by a one-inch red rib- 
bon. The contents of each set was 
displayed in front while the sets 
intact were pyramided directly 
behind. An _ easy-to-read price 
card was placed in each section. 

“The bright red ribbon and the 
attractive boxes caught the cus- 
tomers’ eyes, while the price cards 
and the open display of pieces in- 


Copy this form on a penny 
post card if more than one 
form is necessary. 





* 





to serve his customers. He will 
succeed in pleasing people and in 
making them like the store as well 
as himself. And when customers 
begin to ask for a certain salesman 
that man can be assured of the 
fact that he is on the road to suc- 


cess. 


* 


$1.00 WAS PAID 


cluded in the set really helped 
make more sales.” 
IRENE M. BuTTERWORTH, 
Waite Hardware Company, 
Southbridge, Mass. 
x * 
They Aid the Shopper 


“We have recently added shop- 
ping bags and baskets to our 
stock. Since we have been asked 
to make fewer deliveries in order 
to conserve rubber, we request 
our customers to take their orders 
with them whenever _ possible. 
Many people do not have shop- 


You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 


ping bags or baskets so we have 
put a large quantity of these ar- 
ticles by the wrapping counter 
where they may be seen easily. 
We have sold many of these bags 
and baskets as a result and we 
have cut down on our deliveries.” 

Lena Day 

DeVore Hardware Co., Inc., 


Monongahela, Pa. 
xk * 
Features Replaceable Lines 


“We have come to the conclu- 
sion that the idea of just display- 
ing and talking about scarce items 
is all wrong because these items 
will sell fast enough and you will 
not be able to get the goods to re- 
place them. Therefore, if you dis- 
play and talk replaceable items 
such as paint, putty, glass, floor 
coverings, etc., you will find that 
your customer might buy these 
items in addition to the scarce or 
rationed articles.” 

H. A. STIMMEL 
Worthington Hardware Co.. 
Worthington, Ohio 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 





100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 








Name = eee 
Firm St. eee << 
City State ™ 





1 am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 









































“Why.” said he, “that’s just exactly what you should buy. They're not 
what I'd call substitutes. They're newer and better than the old style.” 


M ANY retailers are 


now shifting from an aggres- 
sive policy of going after busi- 
ness to a passive one of just han- 
dling what comes along. 

That’s a_ defeatist attitude. 
The pay-off is still based on alert 
operation. 

It pays to keep in tune with 
the times, watching current trends 
on merchandise and stocks closely. 
It is equally important to keep 
everybody in your store pepped 
up on selling and to train the in- 
experienced on how to handle 
customers. 

A good illustration may be 
found in the present necessity for 
suggesting substitutes in many 
lines : 

I went into a hardware store 
the other day and asked for a pair 
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of good steel roller skates for my 
boy. The clerk, evidently new on 
the job, said— 

“Sorry, we don't have any. All 
we can get are some plastic sub- 
stitutes.” 

Just then the boss walked by 
and I asked him— 

“What about these new-fangled 
things?” 

“Why,” said he, “that’s just 
exactly what you should buy. 
They’re not what I'd call substi- 
tutes—they’re newer and _ better 
than the old style ones. See!— 
they are molded of plastic that’s 
prettier and rust-proof and with 
impact-resistant wheels.” 

That man knew what he was 
talking about and I quickly 
bought. He carried conviction— 
which we will consider here as the 
next step in our sales work. 

On certain small sales, and on 








necessity items, there is seldom 
time nor need for using all of the 
different steps in selling. 

Sometimes people come to 
you already sold and with their 
minds made up. In such cases all 
you have to do is to serve them 
properly and leave a favorable im- 
pression so they will come back 
again. 

But those are the “easy sales” 
—they are not often the ones that 
carry the juicy profits, they are 
never the ones that make the big 
difference between success and 
failure. 

On most sales of consequence, 
on items that run into some 
money or on goods that are not 
strictly necessities, it is seldom 
advisable to skip many of the 
natural selling steps. 


An Illustration 


The reason is illustrated by Wil- 
liam Saroyan’s story of the man 
in the old country who had a cello 
with one string, kept his finger 
in one place and drew the bow 
back and forth for hours, driving 
his poor wife crazy. At last she 
could stand it no longer and said: 

“Forgive me; I have noticed 
that when others play, they have 
four strings and move their 
fingers around.” 

The husband got sore and said: 
“Don’t tell me about them ig- 
norant people. They’re looking for 
the place. I’ve got it.” 

Whenever, in any sale, you're 
sure you've “got the place,” go 
ahead and saw on it. Use it as 
long as it produces customers and 
not complaints. 7 
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By BRIANT SANDO 


Sales and Advertising Consultant, 
Louisville, Ky. 


But remember. people have dif- 
ferent likes and dislikes, different 
needs and desires, so it is safer 
to play on different strings and 
produce different tunes to suit 
each individual as he comes along. 

A man recently came to my 
office and said he wanted me to 
get out some advertising for him. 
Apparently he was “sold” and I 
proceeded on that basis. 

I was careful not to inject any 
“iffey” thoughts into the conver- 
sation, but I was equally careful 
to assume that he was not entirely 
convinced. | didn't allow an op- 
portunity for a flat “yes” or “no” 
on anything until I had a little 
time to carry conviction. 

So, as we went along in dis- 
cussing the job, I used some “for 
instances” to tell the prospect of 
other similar work I had handled, 
of increased returns I had secured 
for ether advertisers, of various 
success stories that I had helped 
to produce. 

You can use the same _tech- 
nique in retail selling: weave 
into your talk interesting facts or 
experiences of others with the 
same or similar goods. 


When to Be Earnest 


Do you know when the aver- 
age sale has reached the “con- 
viction” stage Well, it is easy to 
tell. 

It is when you feel like pound- 
ing the table, delivering an ora- 
tion, or entering into a debate. 

That means the “factual” part 
of your story—the framework of 
facts and figures around which 
you can build all the emotional 
impulses. 
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“A word of caution, however: Don’t be argumentative. 
You might win the argument and lose the sale.” 


If you are selling good mer- 
chandise and have a good set of 
facts to back it up, you can make 
sales without real difficulty if you 
can carry conviction. 

Think of the various sermons 
you've heard—and which preach- 
ers and which messages interested 
you most. I'll bet I can tell you! 

It was those that carried the 
most “fire.” Maybe they started 
out mild like, probably taking the 
usual first steps toward attention 
and interest, but they didn’t stop 
there. 

Not by a long shot! For ser- 
mons have to “sell,” too, in much 
the same manner as an effective 
sales talk. 

So they went on into a forceful 
exposition of the subject, they 
built up such a strong case that 
you just naturally felt your mind 
saying, “yes, yes, that’s right.” 


A word of caution here, how- 
ever: Don’t be argumentative. 
You might win the argument and 
lose the sale! 

It is all right to show some 
forcefulness at this stage of the 
sales presentation. You can ges- 
ture and point and use action and 
showmanship, as well as your most 
enthusiastic language. But don’t 
let it get the best of you. 

Take it easy; keep sweet. State 
the facts, and try to hit every point 
right on the nose. But mix in a 
smile now and then; don’t lose 
the friendly touch. 

You are taking the step towards 
conviction when you have told 
your prospect what your mer- 
chandise will do for him, and his 
mind begins to wonder if every- 
thing is really as you say. 

Perhaps you have stated, “This 
new and improved gadget will 
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save you enough time, labor and 
exasperation to pay for itself in a 
couple of months—so you really 
get it for nothing.” The prospect 
mentally figures, “I’d buy one if 
I thought I was getting it for noth- 
ing—but I’m not.” 

Or you may say: “These new 
perfection alarm clocks will add 
to your peace of mind and prompt- 
ness so that is actually cheaper 
for. you to own one than not to 
do so.” 

The prospect is probably think- 
ing to himself, “I don’t believe a 
word of that, but I'd certainly like 
to buy one if it were all true.” 

Therefore, after you have told 
your prospect what your goods 
will do for him, the next step is 
to convince him. 

First of all, you should know 
all about your subject. Knowl- 
edge creates confidence. 

Prove that everything will ac- 
tually work out as you claim. 
You can do this by demonstrating. 
by submitting facts and figures, 
by showing records or testi- 
monials, by exhibiting great en- 
thusiasm and sincere conviction 
yourself, 

Conviction is not ordinarily the 
most important step in_ selling; 
often it ranks well down in the 
list, but that’s no reason to be slip- 
shod in your presentation or in- 
accurate in your facts. 

Most of all, it is no reason to 
make the factual part of your sales 
story dry and uninteresting. 

Make dull facts seem bright. 
make figures interesting, by tying 
everything up to the _ pros- 
pect’s own requirements or de- 
sires. Don’t promise the impos- 
sible, but try to satisfy the main 
hopes ande desires that are run- 
ning through your prospect's 
mind. 


Use Examples 


The conviction part of your 
sales talk needs plenty of ex- 
amples to keep it lively and to pre- 
vent yawns from your prospect. 

Get under his hide by saying. 
“Last year Mrs. Jones bought one 
of these outfits and this is what 
happened .. .” 

Or, “You know Bill Smith, 
don’t you? Well let me tell vou 
what Bill said about this . . .” 
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Or, “We have sold this outfit to 
27 people right here in this com- 
munity. Here are their names 
and addresses; ask any of them 
what they think of it and why they 
keep on using it.” 

Use plenty of such examples. 
They liven up a sales talk. The 
more human interest you can pack 
into your story the closer attention 
your customer will pay to what 
you say. 

Actual experiences are always 
convincing. Use them. Don’t 
just make claims—give evidence 
that the claims are true. 

Many salesmen are vague or 
general in their remarks, but it is 
more interesting and much more 
convincing to be specific. 

I once asked a retail salesman 
how long his vacuum bottles would 
keep the contents cold, and he 
answered, “I don’t know, but it’s 
a heck of a long time!” 

Apparently it was too much 
bother for this salesman to have 
exact facts and figures at his 


finger tips, so like too many sales- 
men he just indulged in a general- 
ity. He stated it picturesquely 
but not convincingly! I didn’t 
buy! 

Once J went into a store to buy 
an electric toaster for my wife’s 
birthday. The clerk showed me 
one that was almost twice as ex- 
pensive as another one that looked 
about the same to me, and when | 
asked “Why is this one better?” 
he said “Because it costs more.” 

That was such a stupid reason 
that I bought the high-priced one 
just to make sure I was getting 
satisfactory quality — but most 
people won’t do that. They'll take 
the cheapest item or walk out in- 
stead! 

Why use such broad generalities 
as “very high grade” or “best 
quality” when a little work and 
study will make you an expert on 
what you are selling. Then you 
can be specific; then you can state 
facts right to the point; then you 
will be more convincing. 





First Baby Contest Creates Good Will 


FE HE Powell Hardware Co., St. 

Cloud, Minn., joined other 
merchants of that community recent- 
ly in staging a “First Baby of the 
New Year Contest” and it aroused 
much interest and created much 
good will. 

The event consisted of a full page 
advertisement in a local newspaper, 
with some suitable illustrations at 
the top and with individual mer- 
chant’s ads all being of the same 


size. Each merchant offered some 
sort of an award to the first baby 
born in the new year. The Powell 
Hardware gave a free baby’s silver 
fork and spoon set, which was very 
appropriate. 

In some cities. merchants stage a 
monthly “First Baby Contest” in- 
stead of putting on a yearly event. 
In this case there would be a differ- 
ent set of prizes every month to the 
first baby born in that month. 





Our Free Gift 
Is a Baby’s Silver 


A Salute to the Parents 
of the First 1943 Baby 





Fork and Spoon Set 


May we be among the first 
to extend our congratulations 
to the parents of the first 1943 
baby. Incidentally, when you 
need anything in our stock, 
we would be pleased to serve 
you. 


POWELL HDWE. CO. 


513-515 St. Germain Str. Plumbing and Heating Phone 59 











Here's Powell's contribution to the full-page ad. 
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Remington TE ALER LETTER 


Have you seen these two movies? 


OU MAY recall that Remington produced two entertain- 

ing, informative sound motion pictures—“One Man 
Listens” and ‘Opportunity, Unlimited”—for showings at 
hardware and sporting goods dealer conventions and group 
meetings. 


These two films are just as useful today as they were 
when we first released them. So, if you haven’t seen them, 
we suggest that you arrange with your hardware associa- 
tion secretary to have them shown at your next meeting. 
If you have already seen them, a review of these two pic- 
tures will be helpful to new clerks at your store. They will 
also remind you of many valuable merchandising ideas 
which you may have forgotten in the confusion of wartime 
activities. 

“Opportunity, Unlimited” is the story of Tom Bennett— 
playboy son of a successful hardware merchant—who sud- 
denly is faced with the job of taking over the management 
of his father’s store. How he finally solves the same prob- 
lems you have every day in your store is amusing and in- 
structive. 


“One Man Listens” is the story of Jim Andrews, a 
typical hardware and sporting goods dealer, who applies 
modern store arrangement and selling methods tu make his 
store pay as it never paid before. 


If you’d like to have further details about these movies, 
send for the descriptive booklets, which are illustrated with 
actual scenes from the pictures. Write Dealer Section, 
Remington Arms Co., Inc., Bridgeport, Conn. 





“He’s a big dame hunter.” 
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@ Heard about that nut who was 
accused of shooting squirrels out 
of season? He pleaded self-de- 
fense! 





@ Daniel Boone was once asked if 
he’d ever been lost. “Well, not ex- 
actly,” he said, “but I’ve been sorta 
‘confused’ for as long as_ three 
days!” Remember that sportsmen 
are still interested in such “getting- 
back-to-camp” devices 4s compasses, 
and also in hatchets, knives, and 
other outdoor equipment. 


@ Would you like to know more 
about guns? Would you like to 
have shooters in your vicinity look 
to you for answers to their gun 
and ammunition questions? It’s 
not too hard to do, for the Reming- 
ton Retail Merchandisers’ Club 
bulletins keep you right up to 
the minute on “gunology” in an 
easy and interesting way. Write 
for your application blank to: 
Dealer Section, Remington Arms 
Co., Ine., Bridgeport, Conn. 
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This attractive array of 
dinnerware, mostly open 
stock, is enhanced by 
the use of glass shelv- 
ing. Crystalware is 
shown in the foreground. 


Doubled Dinnerware Stock 
Annually for Six Years 


D INNERWARE 


and glassware are constantly mov- 
ing lines in the Charles W. Wal- 
mer Hardware Co. store in Wil- 
kinsburg, Pa., a city of 30,000 
near Pittsburgh. With only one 
closed stock pattern and more 
than one dozen open stock pat- 
terns the company has doubled 
its previous stock, year by year, 
for six years. “With a big store 
we found there was a place for 
these lines in Wilkinsburg,” says 
Jack Walmer. “We can and do 
compete on glassware and dinner- 
ware with larger Pittsburgh 
stores. And we carry a broad line 
which we are ordering constant- 
ly.” 

Mr. Walmer states that this. 
together with fine glassware, 
makes a fine year ‘round line. 
These lines are carried for people 
with limited as well as those with 
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The Charles W. Walmer Hardware Co. 
of Wilkinsburg. Pa., competes with 
city stores with this non-priority line 


moderate incomes. Dinnerware 
sets run from as low as $3.45 to 
a high of $22.75. Stemware is 
sold at 55 cents and $1.00 per 
item and console sets at from 
$5.25 to $15.00. Other interest- 
ing items in this section are glass 
hurricane lamps selling at $18.00 
and $19.00 a pair, of which from 
25 to 30 are sold each year. 
Dinnerware sets are displayed 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 73 








in wall display units. These sets 
are separated from each other in 
a miniature booth arrangement 
on glass shelving. Crystal and 
glass items are shown near the 
dinnerware on flat tables. Al- 
though impulse sales are not un- 
usual in these lines, many people 
buying such merchandise in the 
store will go there especially to 
make such purchases. 

Closed stock dinnerware is of- 
fered in one pattern at $14.95 and 
$22.75 for 35 and 53-piece sets, 
respectively. The four numbers 
of open stock patterns in 35-piece 
sets range in price from $7.45 to 
$9.75, the 53-piece numbers from 
$11.45 to $15.90. 
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Why we are keeping this 
“salesman” on our payroll 


ry HIS little Tag is one of the best 
"| salesmen that we've ever had— 
or you've ever had. And he’s not sub- 
ject to the draft! So, we are going to 
keep him right on our payroll for 
the duration. 

In other words, even though ma- 
terials for production of many Cy- 
clone Hardware Products have gone 
to war, we are continuing to tell peo- 
ple about Cyclone quality by adver- 
tising month after month in some of 


America’s best-read magazines. 


Some day we will again be able to 
supply you with all of the Cyclone 
products that you need. And when 
that day comes, we want you to find 
that the U-S-S Cyclone Red ‘Tag is 
still well remembered by your cus- 
tomers as a symbol of quality. 

Then this tag will again make 
your selling job easier and quicker, 
just as it has in the past, by remind 
ing your customers that you handle 
quality goods which bear brand 


names they know and prefer. 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 


Waukegan, Illinois * Branches in principal cities 


United States Steel Export Company, New York 


UNITED STATES: STEEL 
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Home Made Newspaper Builds Good Will 
With Local Farmers 





Babcock Hardware Co. 
contacts over 2,000 
farmers with a novel 
mimeographed paper 
at a cost of slightly- 
ly over $40 a month. 


HE Babcock Hard- 
ware Co., of Oconomowoc, Wis.. 
recently hit upon a new and 
effective means of building up 
new trade and considerable good 
will. 

Publishing a monthly news- 
paper called “Babcock News.” 
this progressive concern is keep- 
ing an eye to the future when, 
after the war is over, business will 
once more get hack to normal. 
The “Babcock News” is a mimeo- 
graphed publication containing 
items of interest to local farmers 
and their families. It is being 
mailed to more than 2,000 farm- 
ers residing on the rural routes 
in the trading 
area. 

No mailing list is necessary for 
the paper is merely addressed to 
“Rural Route Boxholder” and the 
number of the route. Articles 
pertinent to farm problems, gen- 
eral household hints for the 
wives, recent governmental regu- 
lations pertaining to farmers of 
the section, a few well-chosen 
jokes and cartoons, suggestions 
for making present tools and 
equipment last longer, all inter- 
mingled with brief hints of adver- 
tising copy, make this little news- 
paper an interesting one for the 
farmer. Later, blanks for the 
readers’ names and addresses on 
contests and queries will be in- 
cluded, thereby bringing in new 
names for a regular mailing list 
for future use. 

The entire 


Oconomowoc 


thing, including 
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Published once a month by BABCOCK HARDWARE, 156 Ea. Tiseonsin 
Ave., Sconomowoc Wisconsin; and mailed free to all farmers in 
the Oconomowoc section 
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This New 


Little Farm Paper 
Mckes Its Bow? 


This is the first number of the 
BABCOCK FARY EWS - ® little paper 
we hope you will find very heipfs. and 
interesting, In it, each montn, we 
nope to have something of interest 
for each member of your family - 
latest rulings * regulations of the 
government as to equipment, tools, 
hardware, supplies,etc., whici: will 
be of use to "Dad", Handy “ints -for 
"Mother". A little laugh now and 
then. And bits of faro ners from 
here, there and everywoere. We are 
noy very big paper, but \e hope 
you'll get to look for us each morth! 








THL 3% TAX ON TRUCKING CHARGES 


The new 34% tax on trucking & reiiway 
charges does NOT apply to ferwrs who 
Raul their ow: stock or produce to 
market ( or who do so for their neigh- 
bors). Nor is it 94 ef the value of 
the load. Nor has it anything to do 
with the 5% Victory Tax. This 34% 
Transportation Tax applies only to 
comm rcial hauling & the reilrosads, 
When you ship either of those ways 
you will be charged by the railroad 
or commercial hauler with 3% of their 
bill. This will be adaed to your bill 
for deuling. There's nothing more 


to paylee 





HINTS 
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Before painting a room, rub lard or 
vaseline on al] door knobs and other 
such hardware. Then, any paint spilled 
on them car easily be wiped off with 
the erease. y 


To cook cabbage without having ar. 

odor tn the house, steam it in the 

top of" double boiler, Add ds cup of | ; 
milk amd 2 tablespoons of butter for K 
each 2 cups of shretded cabbage, d 
Sexson to taste. The food flavor of 
the cabbage stays in the milk, ano 
it is ready to serve. 


Ween taking a dish of food to a sick 
friend, write your name on a piece of 
adhesive tape and peste it om the 
bottom of the dishe This prevents 
confusion in getting back your own 
dishes. 


To shell popcorn use an old washboard 
and tub, Rub the cars down over the 
board. 


Pefore periing onions, pour 
boiling water over them and 
ello to stand atout 3 minutes. 
Then place in cold water for 
om minute. . . and there will 
be no more WEEPIiu. 





*I understand your wife is 
a@ finished singer.” 


"Ro, not yet. But the neighbors 
almost got her last night | " 
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| EVERY SAVINGS BOND WE BUY SHORTENS 


THE 


WAR 

















The first page of the ad. It's actual size is 15 by 81/2 inches. 


postage, will cost the Babcock con- 
cern slightly over $40 a month, 
but the results obtained from the 





idea will pay this initial cost 
The 


many, many times over. 
good-will will be considerable. . 
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HELP PROTECT AMERICA’S 
EDGED TOOLS 


Put these Carborundum Displays to Work! 










America’s stock of edged tools must be 
carefully conserved for the duration. And 
that means there is a greater need for 


fore. When you put these Carborundum 
displays to work, you’re not only build- 
ing sales—you’re meeting a wartime 
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sharpening stones today than ever be- need as well. 


ay 





«<— 2. FARMERS’ FAVORITE. This color- 
ful, attractive display box helps sell 
famous “‘57”’ File to farmers. Furnished 
with each 14 dozen files. Known every- 
where as the file that does 101 jobs and 
costs only $1. Sharpens edged farm 
tools in a jiffy. 


3. HERE’S a counter salesman» 
that will catch the eye of every 
farmer or gardener who enters 
your store. No. 722 display 
comes at no extra cost with 
assortment of popular Scythe 
Stones and famed ‘‘57”’ File. It 
does a selling job all by itself! 


CARBORUNDUM 


BRAN 
PRODUCTS 









1. YOURS FREE FOR 
THE ASKING! This 
Carborundum Master- 
Display No. 988 is an 
ideal all-season “ back- 
drop” for window dis- 
plays of Carborundum 
Brand Abrasive Products. 
Allows you to show rela- 
ted products (tools, cut- 
lery, etc.) in an attractive 
way. 31” wide by 2114” 
high. Order now! There 
is no charge. 


- CARB NDUM 
meres 





G Better Edge: Lucker © 


FAST CUTTING:-: TIME SAVING 











































THE CARBOR 


Sales Offices and Warehouses in New York, C inci Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum and Aloxite are registered trade-marks of and indicate manufacture by The Carborundum Company) 
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ABRASIVE 
— 





T. OFF 


UNDUM COMPANY, NIAGARA FALLS, N. Y. 
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New Amendments to the Soldiers 





and Sailors’ Civil Relief Act 


By J. GORDON DAKINS* 


Educational Director, 
National Retail Credit 
Association 





M, N Y_ important 


amendments to the Soldiers’ and 
Sailors’ Civil Relief Act of 1940 
appear in the Soldiers’ and Sailors’ 
Civil Relief Amendments Act of 
1942 which became effective on Oc- 
tober 6, 1942, and is known as 
Public Law 732, 77th Congress. The 
act, as revised, contains far-reach- 
ing benefits for members of the 
armed forces and enlarges upon the 
provisions to suspend enforcement 
of certain civil liabilities of per- 
sons serving in the army and navy. 
The revised version also extends 
new benefits to American citizens 
serving in the armed forces of our 
allies. 


New Law Applies to Debts 
Incurred Before Induction 


A number of the provisions of the 
1940 act originally extended only 
to obligations incurred prior to the 
date of its enactment, October 17, 
1940. Under the new amendments, 
however, these provisions now 
apply to obligations entered into 
at any time prior to induction into 
the armed services. In substance, 
the new law permits the postpone- 
ment of all debt payments by men 
in the armed forces until military 
service ends, unless by court action 


*Reprinted from Credit World by 
special permission. 
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Remember This ! 


When granting instalment credit 
to persons of military age, it is well 
to secure the signature of a re- 
sponsible guarantor — some one 
other than a dependent. Have the 
guarantor sign a waiver of his 
rights to the benefits of the act. 
Make sure that this waiver is on a 
document separate from the instal- 
ment note or agreement. Then, if the 
purchaser goes into military service 
and is unable to pay, you will be 
able to collect from the guarantor 
through court action. However, the 
goods cannot be repossessed ex- 
cept upon court order or through a 
mutual agreement in writing be- 
tween the purchaser and seller 
made after the service man’s period 
of military service begins. 


x * 


it is found that the service man is 
able to pay his obligations. 

The act does not relieve service 
men from paying their accounts, but 
it does provide that all such cases 
must be referred to a court of com- 
petent jurisdiction and gives dis- 
cretion to the court to decide to 
what extent the protection of the 
soldier’s or sailor’s interests shall 
apply as provided. 

Changes which are of interest to 
retailers and financial institutions 
follow: 

Guarantors—Subsections (1) and 
(2) of section 103 extend the same 


benefits that are granted to service 
men to sureties, guarantors and the 
like and, as in the original act, 
permit stays of proceedings as to 
such persons. Retail credit execu- 
tives will be gratified to know, how- 
ever, that the NRCA campaign for 
amendment of section 103 to per- 
mit the waiver of these benefits has 
been successful. 

Section 103 has been amended by 
adding two new subsections. Sub- 
section (4) permits guarantors, ac- 
commodation makers and the like, 
or others primarily or secondarily 
liable, to waive their rights as to 
the benefits of the act. It is pro- 
vided, however, that after October 
6, 1942, no waiver will be valid 
unless it is executed as an instru- 
ment separate from the obligation 
or liability in respect of which it 
applies. Moreover, a waiver so 
executed becomes ineffectual after 
the beginning of the period of mili- 
tary service if executed by an indi- 
vidual who subsequent to the exe- 
cution of such waiver becomes a 
person in military service, or if 
executed by a dependent of such 
individual, unless executed by such 
individual or dependent during the 
period specified in section 106. 

Section 106 extends the relief 
and benefits of Articles I, II and 
III to persons ordered to report for 
induction and to members of the 
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WHAT TO SELL IN 1943? 


fe thone minh ... JUST ASK 


and easy as if 
you were coatless. 


7p_| RED HEAD 


Right now we are knocking on wood . . . because if un- 


foreseen restrictions do not prevent, there will be another 
came, scene splendid RED HEAD line for your 1943 business . . . and 
jonger an regu- ei 
lar trousers:  Y surprisingly complete, too. 
heights). "Comfortable as pa. Ga al No . . . we can’t supply rods and reels for the fisherman. 
— ee But there will be fishing and you will find a nice market 
bottom. for canvas creels by Red Head. Better fishing togs will 
also continue as profit-makers. There will be hunting, too, 
: for which Red Head, as usual, will present the best that 
Ng ng ag lllage oe available materials permit in clothing, gun cases, gun cov- 
ONLY where RUBBER is needed ers, etc. 
: —that’s the fa- - ° . 
mous Red Head While some of the merchandise that formerly comprised 
Ma my MDa your stock is today unobtainable, there are many timely and 
in zouaves, breech- profitable fill-in items that you can get. For example, 


i money belts and furlough bags, in great demand by service 
tured in “Fishun- men, are ready in a variety of numbers. War plants are 
: arming their guards with revolvers and pistols; you can 
get considerable business with Red Head holsters to fit these 
guns. 
“Fishuntex” . . . Red Head’s fine light weight fabric that’s 
Zelan durable water-repellent, Sanforized, fast colored .. . 
will be available in clothing for fishing and hunting. May 
ce now be had with “bone-dry” treatment, too. Also avail- 
WATERPROOFING able will be the famous “GUNOROD” Coat for both sports 
COMPOUND ... “Skeetrap” Coat of “Fishuntex” . . . and for the usual 
bic ieee eek Gena heavy duck hunting clothing, something new, different, but 
Now in Handy Display Cartons good, with caps to match, of course. New light weight togs 
Backed by Red Head. Made to give satisfaction . . . for hunting, too . . . and moderately priced. That fine 
pond ng 4 Mg Barty: ends toe Seppested “Wooluxe” Red Head Mackinaw will also be back, as well 
~ A ana advertising. Have your stock and display as shirtings of ““Wooluxe.”’ 
oe Gun cases? Yes, sir, as long as leather is available. Wool- 
skin gun covers are back, too, together with a fine, complete 
_—— _ line of canvas’ covers . . . shell and 
/ RED HEAD cartridge belts . . . holsters . . . yes, you'll 
) HRA ‘€ get plenty from Red Head to sell in 
= 


Py 


1943. 


Send for Free Catalog 


RED HEAD BRAND CO. 


4311 W. Belmont Chicago, Ill. 











There are probably more Pure wool yarns 
that assure 

: gun cases ond covers, Red wahestt ix te 
: Head made, in use today face of chilling 

e than those of all other —, ae 

makes combined. Dollar for dollar, yor ll ‘aoe 
Red Head value is unchallanged. A catching red 
complete selection of covers and cases 2nd black 
fi i ey ar checks. Coat, 
to fit and do justice to any gun... cap and breech- 
as well as any pocketbook .. . is es are all avail- 


available. able. 


FEBRUARY 4, 1943 




















Enlisted Reserve Corps ordered to 
report for active duty during the 
period intervening between the date 
of receipt of such order and the 
date of reporting. The relief author- 
ized by this section is in addition 
and supplemental to the relief and 
benefits granted all persons upon 
entrance into active service. 


Provision for Repossessions 


Repossession by Mutual Agree- 
ment—Section 107 preserves the 
right of repossession or the termi- 
nation of a contract by mutual 
agreement. It covers both conditional 
sale agreements and chattel mort- 
gages. The agreement must be in 
writing and it must be executed 
during or after the period of mili- 
tary service of the person concern- 
ed, or during the period specified 
in section 106 (which is the period 
when the debtor is about to enter 
military service). 

Notifying Service Men of Their 
Rights—Under Section 105, the Sec- 
retary of War and the Secretary of 
the Navy are required to see that 
all service men are informed of the 
benefits accorded by the act. 


Interest—Section 206 prohibits 
interest at a rate in excess of 6 
per cent per annum upon obliga- 
tions of persons in military service. 
which obligations were incurred 
prior to entry therein, unless, in the 
opinion of the court, upon applica- 
tion by the obligee, the ability of 
the service man to pay interest upon 
such obligation at a rate in excess 
of 6 per cent is not materially 
affected by reason of such service. 

As used in this section, the term 
“interest” includes service charges, 
renewal charges, fees or other 
charges (except bona fide insur- 
ance) in respect of such obligation. 
Incidentally, it was through the 
work of the NRCA in association 
with other interested organizations 
that bona fide insurance was elim- 
inated as a part of the term “in- 
terest.” 


Limitation of Actions — Section 
205 provides that the time for bring- 
ing any action does not run during 
the period of military service; and 
that any part of such period which 
occurs after October 6, 1942, shall 
not be included in computing any 
period provided by law for the re- 
demption of real property sold or 
forfeited to enforce any obligation, 
tax, or assessment. 

Instalment Contracts—The origi- 
nal act prohibited peaceable repos- 
session only in connection with in- 
stalment contracts entered into 
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prior to October 17, 1940. This 
provision has now been lifted out of 
the act, and, as amended, the act 
provides that any instalment con- 
tract entered into before the buyer 
begins his period of military ser- 
vice is covered by section 301. 

In such cases, section 301 pro- 
vides that no seller may exercise 
any right to terminate the contract 
or repossess the goods for nonpay- 
ment of an instalment, except by 
action in a court of competent juris- 
diction. However, the goods may 
be voluntarily given up, provided 
there is a written agreement exe- 
cuted during or after the period of 
military service, as set forth in sec- 
tion 107. 

If an action is brought in court, 
the court may order repayment of 
prior instalments by the seller to 
the debtor as a condition of termi- 
nating the contract or resuming pos- 
session of the goods, or may order 
a stay of proceedings, unless the 
ability of the defendant to comply 
with the terms of the contract is 
not materially affected by his army 
service. 

Repossession without court order 
will make the offender liable to a 
fine of $1,000 or a year in jail, or 
both. 


Chattel Mortgages—Section 302, 
as amended, provides that where 
an obligation which originated prior 
to a person’s period of military 
service is secured by a chattel mort- 
gage, no foreclosure or seizure of 
the property is valid if made after 
October 6, 1942, except by order 
of the court or pursuant to an agree- 
ment as provided in section 107. 

Any person who disregards this 
section is liable to a fine of $1,000 
or a year in jail, or both. 

Foreclosure ahd Repossession 
Proceedings—The new section 303 
provides that where a_ proceeding 
to foreclose a mortgage upon, or to 
resume possession of, personal 
property has been stayed by the 
court, the court may, unless in its 
opinion an undue hardship would 
result to the dependents of the ser- 
vice men, appoint three disinter- 
ested parties to appraise the prop- 
erty. As a result of such appraisal, 
the court may order such sum, if 
any. as may be just, to be paid to 
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the service man or his dependent 
as a condition to foreclosure or re- 
possession. 

Old section 303 has been re- 
pealed. In the original act, section 
303 was the section which provided 
that no stay of proceedings could 
be granted in a proceeding to re- 
sume possession of a motor vehicle, 
tractor or accessories of either, un- 
less the court found that 50 per 
cent or more of the purchase price 
had been paid. This original pro- 
vision requiring stays of proceed- 
ings only in connection with motor 
vehicles where 50 per cent or more 
of the purchase price has been paid 
has been eliminated entirely. 

Enforcement of Storage Liens— 
Section 305, subsection (2) pro- 
hibits the enforcement of storage 
liens as against service men except 
through court procedure. In such 
court action, the court may stay the 
proceedings or make such other dis- 
position as may be equitable. 

Enforcement of such liens other 
than through court action makes the 
offender liable to a fine of $1,000 or 
a year in jail, or both. 

Dependents—Under section 306, 
the dependents of a service man are 
entitled to the same benefits as are 
accorded to service men under Ar- 
ticle [II unless, in the opinion of 
the court, the ability of the de- 
pendent to comply with the terms 
of the obligation has not been ma- 
terially affected by the military 
service of the person upon whom 
he or she is dependent. 

This means that where goods are 
sold on the instalment plan to a 
dependent of a service man prior 
to his induction, repossession for 
nonpayment can*be made only on 
court order. The same applies to 
the enforcement of storage liens 
against dependents of service men. 

Additional Relief—A new article 
has been added—Article VII—- 
under which a person, during his 
period of military service or within 
six months thereafter, may apply to 
the courts for relief as to obliga- 
tions or liabilities incurred prior to 
his period of military service. 

Under section 700, subsection 
(b), the court may grant an order 
staying enforcement to enable the 
debtor to pay the obligation in in- 
stalments over a period of time not 
greater than the period of military 
service starting at the close of such 
service or from the date of the ap- 
plication if made after such service. 
This offers a method for the orderly 
settlement of civil liabilities after 
the term of military service has ex- 
pired. 
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SAFE WAYS IN WAR PRODUCTION 





NEW WORKER—Every new employee in a Bethlehem Plant wears this 
button. It helps to fix his attention on safety. It signals to more 
experienced employees that he is new to the plant, and they keep 
an eye on him, and do not hesitate to offer friendly guidance in case 
he forgets instructions and unknowingly breaks any safety regulation. 





| ndustrial accidents, bad enough because~of~the 
human distress they cause, are also a grievous drag 
on production. Every day that injury lays up a 
worker means lowered output of the materials our 
armed forces are asking for. 

Safety engineers know they must be more than 
ever on guard as pressure for production intensifies 
and men work against time. When war came, Beth- 
lehem Steel Company expanded its accident-preven- 
tion program to meet the new conditions. Special 
efforts were addressed to the new employee to make 
him safety-conscious from the moment he walked 
into the plant. And by posters, group meetings and 
individual instruction, the safe way of doing his 
job was ground into the subconscious of new Beth- 
lehem employee and veteran alike. 

Significant are the results of a current study, 
showing that of all disabling accidents to Bethlehem 
employees less than one-third occur in the course of 
their work. Even with employment rolls upped by 
the tens of thousands and plant operations at top 
speed to meet the demands of the war program, the 
Bethlehem employee is safest, best protected against 
injury, during the hours he spends on the job. 





AUTOMATIC HAND GUARD— This man is 
operating a trimming press. If he should 
absent-mindedly let his hands move too 
near the danger zone, the two cables will 
automatically whisk them back to safety, 
before the ram cf the press descends. 





Bethlehem Steel Company is actively 
supporting the National Safety Coun- 
cilin its campaign against accidents in 
war production, through the War Pro- 
duction Fund to Conserve Manpower. 
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100% HEAT-INSULATED — Asbestos-covered 
hood, chrome-leather full-length apron, 
chrome-leather gloves, chrome-leather full- 
length sleeves and asbestos guard on torch 
handle give this worker complete pro- 
tection against heat and flying sparks. 


EYES DOUBLY GUARDED — Even though this 
grinder is equipped with a heavy glass 
shield, the eyes of the man who is operat- 
ing it are given further protection against 
sparks or flying bits of abrasive by the 
cup goggles that he is | wearing. 


SEAL FOR ACID FUMES—To prevent fumes es- 
caping from this acid-etching tank, air is 
blown in at the right, as the arrows indicate, 
and across the surface of the acid and sucked 
out at the left, providing an effective seal. 
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The Dean’s Page 


HERE are no priorities or ad 
TL vances on postage stamps-——so 

far! The one cent postal card 
is still the greatest bargain in the 
United States. It carries a message 
at the lowest cost in the world—it 
is cheaper than telephoning. 

One of my greatest pleasures these 
days is in receiving letters and 
postals from all kinds of people from 
all kinds of places. I thought you 
might be interested in some of my 
Christmas and New Year’s greetings. 
I received a greater number this 
year than ever before. Even deans 
like to be remembered. 

A long letter came from a former 
hardware man, now 81 years old, 
who is living on his farm near Pa- 
cific, Mo. He is still strong and ac- 
tive, cuts firewood and does other 
chores in managing his farm. Here 
are some extracts from his letter. 

“T get my ‘inspirations’ when do- 
ing something active. So between 
wheeling in some of the wood from 
the pile to the shed [ am writing 
this letter.” 

“Never lose sight of the fact that 
our concern is always with the im- 
mediate present—if you want to live 
long and cheerfully.” 

“I am not entirely in sympathy 
with this war, but it is going to 
bring about great things in this 
world. We can fly to Europe in 10 
hours. It is going to make the boys 
more familiar with the stars. It has 
even now unhorsed the big banker 
and we are now thinking of real 
wealth!” 


Learning to Live 


“At my advanced age I am be- 
ginning to learn how to live—we 
must first learn how to die. Cowards 
should die young and save them- 
selves the pain of life. Every day I 
commune with some great mind in 
my books. This keeps away hard- 
ening of the arteries.” 

“In India the cow is worshipped 
and the milk man is considered a 
god. I see you have a milk shortage 
in New York and coffee, yasoline, 
and food is rationed. We have two 
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fresh cows and I drink six glasses 
of rich Jersey milk a day.” 

“I am sorry for you. We have 
plenty of all we need—raise it our- 
selves here on the farm. It is only 
here on the land that a man can be 
a Jeffersonian Democrat. I can say 
and think what I damn please. In 
any other calling a man is bound 
and gagged!” 

This farmer friend of mine has 
never owned an automobile. He 
works his farm with horses and 
raises his own feed. He claims small 
farmers have gone broke paying for 
gasoline and running around in cars. 

Recently, I read of the hard time 
Kansas farmers were having. There 
was a picture of one Kansas farm. 
No signs of a garden near the home 
but two automobiles and an old mo- 
tor truck next the house but no signs 
of horses. 

An interesting report comes from 
the Census Bureau on migration of 
population in the United States dur- 
ing the last two years. Business men 
should get it and study it. Great 
changes are taking place, especially 
in our purely agricultural states. 
After the duration some of these 
movers will be rushing home to the 
old farm just as they did after the 
covered wagon days. 

The handsomest card I received 
was from F. E. Barkley, president 
of C. M. McClung & Co.. Knoxville, 


Tenn. It was in colors with the com- 
plete poem of “The Night Before 
Christmas” and the story of how this 
celebrated poem was written. The 
author was Dr. Clement Moore of 
Chelsea Village, New York—the 
time 1822. To his great surprise this 
poem made Dr. Moore famous. So it 
was also with Mr. Carroll who, just 
for fun, wrote “Alice in Wonder- 
land” and woke up to find himself 
famous. Many men who have done 
a lot of things are remembered for 
just one remark or saying usually 
only a few words. 

“Veni, Vidi, Vici” (I came, I saw, 
I conquered )—Julius Caesar. 

“Let us have peace”’—General 
Grant. 

“Damn the torpedoes—go ahead!” 
—Admiral Farragut. 

“You may fire when ready, Grid- 
ley”—Admiral Dewey. 

“Saw sub, sunk same.” 

“Praise the Lord and pass the 
ammunition.” 

“Don’t fire till you see the whites 
of their eyes.” 

“Mine own shall come to me.”— 
John Burroughs. 

“The rank is just the guinea’s 
stamp, a man’s a man for a’that” 
—Robert Burns. 

It seems to me that our Christ- 
mas and New Year cards could be 
much improved if they used some of 
these famous sayings of great men. 
They linger in the mind when the 
usual and commonplace verses are 
forgotten. But back to my mail. 


Greetings from Hawaii 


Here’s a picture postal card from 
tar away Hilo, Hawaii, from hard- 
ware man P. C. Beamer. Picture of 
P. C. and P. C. III—-71 years and 
two years. He writes: 

“Regards hardware we are go- 
ing out of business. Hell! They 
should be out here between devil 
and deep blue sea. Just received 

_ some merchandise bought last De- 
cember and paid for. Used to cost 
$20 ton via Panama Canal. This 
cost $70 freight—even then glad 

(Continued on page 63) 
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I can’t get you more 
Fuel, Madam... But I can 


show you how to get 


MORE HEAT! 


Here’s How CHIMNEY 
SWEEP Works 






























No wonder jobbers and dealers everywhere report record-break- 
ing sales of CHIMNEY SWEEP SOOT REMOVER! As the nation 
shivers in the icy grip of a prolonged cold spell — while the fuel shortage seems to grow 
worse and worse—CHIMNEY SWEEP is helping keep homes warmer. Result—a steady 
and ever-increasing demand for this amazing product. 

CHIMNEY SWEEP destroys heat-wasting soot and scale quickly, easily, and economically. 
It is so simple to apply that literally a child can use it. Experts declare that just a 3/16” 
coating of soot can cause a 69% fuel loss. By scientifically removing the cause of heat loss, 
CHIMNEY SWEEP SOOT REMOVER is proving one of the “hottest” selling items in years, 
taking up some of the slack brought about by priorities and product freezing. 

if you do not yet handle this fast-selling, quick-repeating “bonanza”, write, or ‘phone to- 
day. Get on this money-making bandwagon 
while it's rolling in “high”! 


COLD WAVE PRODUCES WARM PROFITS 


Are You Getting Your Share? 
Special introductory Economy Deal for new Dealers 


— starts you selling CHIMNEY SWEEP immediately, 
at a small cash investment. Here is what you get: 


1. 1 doz. trial size 12 oz. cans. Retail value $3.48 
2. 2 doz. Standard size 48 oz. cans, 


3. FREE Window Streamers, = — soa8 
Counter display cards and 


Cretan. YOUR PRICE ONLY ‘5 .69 


REORDERS FROM OPEN STOCK 


Special big 48 oz. can retails for $1.00 (enough for 
winter's supply for average home.) 48 oz. cans 
packed 1 doz. to carton. 
Popular 12 oz. can retails for 29¢ (enough for thor- 
ough trial.) 12 oz. cans packed 2 doz. to carton. 
CHIMNEY SWEEP is equally effective in coal, gas and 
oil furnaces — or on WOODBURNING FIREPLACES. 
(Also in bulk fibre containers for industrial use) 
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Boosts Local Conservation Club 
as Aid to Sporting Goods Sales 


4) 
HE sporting goods 


department in a_ small town 
hardware store can be boosted and 
made profitable by plugging “con- 
servation.” This has been the ex- 
perience of Leon and Andrew 
Buteyn who operate the Buteyn 
Hardware, Waupun, Wis. a 
town of 4500 population which 
is in the heart of an excellent re- 
sort, agricultural and fishing ter- 
ritory. 

The Buteyn brothers are very 
active members in the Waupun 
Conservation Club. This organi- 
zation does much fine work in 
this area, such as stocking rivers 
and lakes with fish, raising and 
distributing pheasants and similar 
activities. The club is tied up 
with the state organization. also 
promoting the same activities. 


Posts Membership Roll 


Each year Buteyn Hardware 
posts the membership roll of the 
Waupun Conservation Club in its 
main display window at the time 
when the membership drive is on. 
About 700 to 800 members are se- 
cured each year. The climax of 
the club’s activities each year is 
usually a large banquet attended 
by all members and featuring 
talks by prominent conservation- 
ists. 

In pre-war days, the Buteyn 
Hardware staged rifle exhibitions 
and invited sportsmen and conser- 
vationists to attend. Naturally. this 
also helped the store get more 
business. 

In addition, Buteyn Hardware 
stages an annual fishing contest 
which attracts many entrants. 
This contest covers pike, pickerel. 
trout, black bass and bullheads. 
with suitable awards such as rods. 
reels, tackle box, etc.. for the vari- 
ous classifications. About $15.00 
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Buteyn Hardware finds it 
a short cut to business 
with the local sportsmen 
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The company posts this membership roll of the Waupun Conservation 


Club every year. 


in awards is given away each year, 
according to Andrew Buteyn, who 
says that the contest is very much 
worth while. 

The local newspaper cooperates 
very well by publishing a weekly 
story on the sporting page detail- 
ing the Buteyn fishing contest and 
giving news of its progress each 
week. This publicity helps consid- 
erably in making the fishing con- 
test a success. 

Last fall, Andrew Buteyn put in 
a hunting display which attracted 
attention. He placed a water tank 
in the window, filled it with water 
and placed a couple of decoy 


The members like to see their names listed on it. 


ducks in it. Surrounding it were 
cornstalks to represent a duck 
blind. The water running in and 
out of the water tank moved the 
decoys and gave animation to the 
display. 

This window attracted the at- 
tention of many sportsmen. With 
both Buteyn brothers being sports- 
men and actively doing their 
share to promote such activities 
in and about Waupun, the store 
naturally has become a gathering 
place for sportsmen who wish to 
talk sports. And this has natu- 
rally resulted in the sale of more 
sporting goods. 
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NEW ITEMS for EXTRA 


VOLUME and EXTRA PROFIT! 


Here Are The Items Your Customers Want Toda y! 
Feature Them « Replace Lost Lines * Maintain Sales 


Join the Columbia Profit Parade Now! 
Stock and show this line of Consumer- 
Wanted Merchandise. From coast to 
coast, hardware stores are placing one 
repeat order after another — because 
Columbia Servicemen's Items and First 
Aid Kits and Cabinets represent ex- 
traordinary values. Materials and work- 
manship are outstanding. Comparable 
merchandise is usually priced much 
higher! Columbia goods Cost You Less 
and You Sell Them for Less . . . but 
you make Your Full Markup! Columbia 


Goods have Everything . . . 


Eye Ap- 


peal! Timeliness! Consumer Demand! 
Get busy and capture the profitable 
trade now going elsewhere! 


BUNDLES FOR 
CIVILIAN DEFENSE 
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An item that will crowd 
your store with happy 
buyers. Filled with na- 
tionally known first aid 
products. Bag comes in 
heavy khaki duck or in 
white navy drill. Very 
appealing! 


HANDY FIRST 
AID KITS 





A “must” 
home. Sturdy container 
can be refilled again 
and again. Filled with 
nationally known first 
aid products. Big demand. 


for every 


FOR THE MEN IN SERVICE 


FURLOUGH 
BAGS 





Non-squash construc- 
tion, reinforced and 
wood braced. Extra 
strong waterproof duck, 
khaki color. Metal 
buckles. Full size. 
Setting sales records! 


ALL-PURPOSE 
NECK WALLETS 





Ne. 600. An important new 
service item. Shape retain- 
ing, neat, lightweight. Bound 
edges, reinforced seams. 
Waterproof khaki duck. 
Enjoys huge demand! 


UTILITY 
KIT APRONS 





No. 001. Ten roomy pockets; 
over-all flap cover. Heavy 
waterproof duck. Extra long 
tapes permit tying in front. 
A big seller! 








Size 8!” x 10”. 


ALL-PURPOSE 
DUFFLE BAGS 


Water repellant, heavy 
drill or Zeeland fabric. 
Square 
or round bottoms. Re- 
inforced and custom 
finished. Every service- 
man needs one! 


MONEY 
BELTS 





-Available in ultra tanned, 


soft brown sheepskin or dut 
able waterproof fabrics. 
Metal buckles. Thoroughly 
reinforced. Finest quality. 
The demand is tremendous! 


SERVICE 
MENDING KIT 





Ne. 005. Heavy khaki duck, 
tape bound, with strong ty- 
ing cord. Contents include 
assorted colors of mending 
thread and yarn, safety pins, 
needles and buttons. Big 
demand for this! 





JUNIOR FIRST 
AID CABINET 





For home, office and 
auto. Filled with na- 
tionally known first aid 
products. Hes set soles 
soesntet 








FIRST AID 
WALL CABINET 


Beautifully packaged. 
Packed with nationally 
known first aid products. 
Priced right for volume 
sales! 
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ALL-PURPOSE 
TOILET KIT BAGS 





No. 014. A convenient 
carrier for shaving, toi- 
let, dental, shoe-shining 
and button-polishing 
articles. Vertical open- 
ing. Very durable khaki 
duck. In demand by all 
servicemen! 





ALL-PURPOSE 
UTILITY BAGS 





No. 004. Same as No. 014, 
except it has an horizontal 
opening. The material, 
craftsmanship and needle- 
work are of outstanding 
—_— 








SERVICE 
PULLMAN SLIPPERS 


Sy 


No. 015. Waterproof bag, 
slipper tops and felt soles 
covered with an imitation 
leather. Assorted colors. 
Durable, long-lasting, com- 
fortable. Appreciated by all 
servicemen! 





logger FIRST — 330 Stason Viliks. sreececanc 
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Early March— 
Wallpaper, 
Paint and 

Spring 
Cleaning 
Needs 


HARDWARE AGE 
Original Window 
Display IDEAS 
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WALLPAPER AND PAINT WINDOW 


MERCHANDISE: Various patterns of wallpaper on “T” supports, wall- 
paper rolls in bundles, gloss enamel, semi-gloss finishes, flat wall fin- 
ishes, floor paint, varnish, varnish stain, paint brush cleaner, paint and 
varnish brushes in various sizes, paste brush, wallpaper smoothing 
brush, seam roller, wheel knife, putty knife. 


BACKGROUND: Side panels covered with wallpaper remnants. Center 
panel buff with black cutout letters. 











SPRING 
CLEANING 










































SPRING CLEANING NEEDS WINDOW 


MERCHANDISE: Brooms, mops, carpet sweeper if available, pail and 
mop wringer, paint, paint brushes, wax, waxing cloths and dust cloths, 
dust pan, scrub brushes, dust brushes, whisk brooms, stepladders. 


BACKGROUND: All panels of buff corrugated board or wallboard. Cut- 
out letters of dark green corrugated board. 
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REPRODUCED 
FROM LABEL 
ON TOXITE CAN 





REGISTERED U, S, PATENT OFFICE 


Something to Sell When 
the Going Is Tough! 


Nationally advertised—Widely distributed—Satisfied customers in all parts 
of the country as a result of years of successful use in homes and on farms. 





RED MITES 


BED BUGS ic 

Kills household and farm pests such as red mites, bed bugs, roaches, 
ALSO BLUE BUG, FLEAS, ants and similar insects. Also outstanding as a disinfectant for poultry 
TICKS, CATTLE LICE, TER- aes ‘ ‘ ‘ 
MITES, ANTS, ROACHES houses, farm buildings and the like. A good year round selling item. 
AND SIMILAR PESTS ASK YOUR JOBBER OR WRITE 
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EFFECTIVE FEB. 1, OPA has 
announced that eligibility rules for pur- 
chase of bicycles will be relaxed in 
eastern areas of the United States where 
reduced gasoline rations have curtailed 
the use of motor cars. In those areas 
the strict limitation of eligibility to per- 
sons in selected job classifications has 
been abandoned. Instead, anyone gain- 
fully employed or doing volunteer 
work essential to the war program or 
public welfare will be able to qualify 
for a certificate to buy a bicycle by 
showing need for one in his work or in 
going to or from his work. 

A further liberalization, which ap- 
plies the counry over, makes bicycles 
available to pupils who need them to 
get to and from school. Moreover, a 
former provision under which bicycles 
were denied to motor vehicle owners 
who could use their cars in lieu of a 
bicycle has been revoked. 


xk * 


APPLICATIONS FOR  AU- 
THORITY to acquire a bicycle must 
be filed with the local War Price and 
Rationing Board which passes on the 
eligibility of applicants. In order to 
qualify for a rationing certificate, an 
eligible must show need for a bicycle 
at least four days a week. 

OPA regulations provide that, “unless 
other circumstances require a contrary 
conclusion, an applicant shall be deemed 
to have established his need for a bi- 
cycle if he proves any of the following 
in connection with his business or oc- 
cupation”: 

1—He must travel quickly or often 
to deliver merchandise or messages or 
in doing other work and would be better 
able to do so by bicycle than by walk- 
ing or using public transportation fa- 
cilities; 

2—He has to walk a total of at least 
three miles in going to and returning 
from work or school, even when using 
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* * 


the most convenient public transporta- 
tion; 

3—He has to spend at least 12 hours, 
including walking and waiting time, in 
getting to and from his job or school, 
using public transportation and could 
cut this time by at least 30 min. with 
a bicycle; 

4—Available public transportation fa- 
cilities are overcrowded; and 

5—A bicycle is clearly needed be- 
cause of other circumstances. 

x kk ; 

PRODUCTION of low-cost postal- 
type scales commonly used for house- 
hold mailing purposes comes under 
the manufacturing ban on all types of 
household scales (except dietetic scales 
as defined in the order) WPB has ruled 
in an interpretation of Order L-190 
(Scales, balances and weights). 

The interpretation makes it clear that 
this type of scale is not included under 
the definition of “mailing and _ parcel 
post scales,” production of which is 
allowed on a restricted basis by the 
order. Household mailing scales include 
those with a retail list price of $5 or 
less and equipped with postal charts 
suitable for use in the home. The effect 
of the ruling is to make it clear that 
production of this type of scale is pro- 
hibited and that present stocks can be 
sold without a rating. 

x * * 

TO REMOVE a possible misunder- 
standing of limitation orders regulating 
the production of water heaters, espe- 
cially when the units are connected to 
laundry stoves or other heating appli- 
ances, the WPB has issued an interpre- 
tation (No. 1) of Order L-185. Any 
heating appliances, including laundry 
stoves or laundry heaters, which have 
permanently built-in coils for water 


heating, or which have water jackets 
as integral parts of the appliances, are 


water heaters, as defined in L-185 and 


are subject to the restrictions of that 
order. 

Such devices as water backs, water 
fronts, reservoirs and coils, which per- 
form a water-heating function when 
connected to cooking stoves or “domes- 
tic cooking appliances” as defined in 
L-23-c (and which are detachable or re- 
placeable), are also water heaters as 
defined in L-185 and subject to the 
restrictions. Stoves or cooking appli- 
ances to which the water heating de- 
vices are connected are subject to the 
restrictions of L-23-c, although the 
water heating units are controlled by 
L-185. 

x * * 


FORMING A LONG PARADE, 
representatives of national retail, whole- 
sale and service trade associations, 
alarmed over both the squeeze war has 
put on small business and its post-war 
chance of survival, are telling their 
troubles to the Senate Committee on 
Small Business. The committee is head- 
ed by Senator James E. Murray of 
Montana. 

In a recent report to the Senate the 
committee said that its past activities 
and its future plans revolve around the 
following “basic principles”: 

Small business must be more effec- 
tively used in war production; used 
more effectively in meeting essential 
civilian needs; requires assistance in 
adjusting to certain war conditions: 
needs better access to capital. More- 
over, it was pointed out that if small 
business is to make its maximum con- 
tribution to American life, the Federal 


Government must improve its approach 


to small business problems. 
xk 


THESE SMALL BUSINESS 
PROBLEMS revolved largely around 
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WILL NOT CRACK - DOES NOT STIFFEN 
CANVAS - SUN RESISTANT - RETARDS ROT 
AND MILDEW - WATER REPELLENT - EASY 
TO APPLY - TEN ATTRACTIVE COLORS — 
ALSO BLACK, WHITE AND CLEAR 











FOR BEACH UMBRELLAS FOR STORE AWNINGS FOR CANVAS SHOES 


NOTE: Setfast Canvas Paints and Setfast Overcoating are available for immediate 
delivery. For complete details, color samples and prices — mail the coupon today! 
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ARIDYE CORPORATION , FAIR LAWN,N. J 
a A SUBSIDIARY OF INTERCHEMICAL CORPORATION 
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FOR LEGGINGS FOR GRASS OR FIBER RUGS FOR CAR TOPS 




















Here are a couple of brand new, grand NEw 
SOURCES OF INCREASED SALES AND PRoOFiITs for 
you! * The first is SETFAST CANVAS PAINT — the re- 
markable new kind of paint that reconditions and 
renews old, faded, hard-to-replace CANVAS products 
. . . Awnings, Beach Umbrellas, Boat Sails, Auto 
Tops. and similar articles. The second is SETFAST 
OVERCOATING, which makes it possible to use SETFAST 
CANVAS PAINT on Canvas-Covered Furniture and 
Wearables, as well — because it “seals” the color 
on! * Cash in on Setfast’s NATIONAL ADVERTISING 
which is telling your customers — via full color pages 
and black and white advertisements in leading, large 
magazines. Immediate Delivery, but order early — 
railroads and trucking companies are overloaded. 


Order from your jobber! 
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AripyE Corp., Dept. E-23 Fair Lawn, N. J. 


| 
CANVAS: 
. details about Setfast Canvas Paint and Setfast 
p A | NT i Overcoating. 
L Name 
i 
5 


I Sn prdiae dima die hdrbca bad Gd eit Ake 


Send me prices, color samples and complete 
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HERE’S WHERE YOUR 
FOOD STRAINERS WENT! 


Into products of war! Into imple- 
ments essential to Uncle Sam! So 
when you miss your usual shipments 
of Androck kitchenware, housewares 
and hardware . . . please remember 
that Washburn workers are enlisted 


100% in war work! Washburn is aill- 


out on the most important job of all! 


oN! 
y is w 
victor 


PP ANotner 
ANDROCK 





KITCHENWARE, HOUSEWARES, HARDWARE 


THE WASHBURN COMPANY 


WORCESTER, MASSACHUSETTS © ROCKFORD, ILLINOIS 


ASSOCIATED COMPANY, MICHIGAN WIRE GOODS $0., NILES, MICH, 


62 


LE eee 


| 





distribution in the testimony of retail 
and wholesale representatives. To the 
committee’s action was attributed credit 
for WPB’s announcement that a study 
of the progress that has been made to 
date in simplification and standardiza- 
tion in the field of distribution will be 
made to the board’s Office of Civilian 
Supply. While the studies are in line 
with carrying out the request of Eco- 
nomic Czar James F. Byrnes, the pro- 
gram has been accelerated, it is claimed, 
by reason of the Senate committee’s 
pressure to aid small business as quickly 
as possible. 

In charge of the study in the field of 
distribution is Irwin D. Wolf, Pitts- 
burgh merchant and a consultant to 
Joseph L. Weiner, OCS Director. Mr. 
Weiner has been engaged for several 
weeks in a similar study of the progress 
of simplification and standardization of 
civilian goods. Mr. Wolf will work with 
Dr. Donald R. Longman, newly appoint- 
ed chief of the Retail and Wholesale 
Section of OCS. 


xe 
EXPLAINING THE REASON 


for the second study, Mr. Weiner said 
that progressive restrictions upon raw 
material for the manufacture of civilian 
products and the heavy drains of war 
production upon manpower are creat- 
ing an increasingly serious problem for 
approximately 2,000,000 retailers and 
wholesalers in this country. 

“Completion of this survey,” Mr. 
Weiner said, “will give us a full pic- 
ture of the extent of simplification to 
date and will provide the basis for a 
constructive program of action to 
maximize production of civilian goods 
and assure an efficient minimum distri- 
bution system.” 


x kk 


MANUFACTURERS’ INVEN- 
TORIES of pails, buckets and wash 
tubs were frozen Jan. 15 by WPB in 
amending Order L-30-a. Certain excep- 
tions are provided to permit continued 
sale and supply to gévernment war 
agencies and essential industries. Since 
no release for civilian consumption is 
provided, these articles will not be 
available to the general public when 
dealers’ stocks are exhausted. 

Exceptions to the ban on wholesale 
transactions include: preferred orders; 
sales to Rubber Reserve, United States 
Commercial Corp. and Defense Sup- 
plies Corp.; and orders of war indus- 
tries which certify that the pails, buckets 
or wash tubs will be used for certain 
specified purposes. These purposes, 
stated in the amended order, are: as 
receptacles for oily rags or oily paper 
(non-galvanized only) ; for mixing gun- 
powders in munition plants; in the 
preparation or manufacture of rubber, 
agar or other chemicals or drugs; for 
holding cement or rivets on construc- 
tion or other projects (non-galvanized 
only) ; for maintenance or operation of 
railroads or other means of public 
transportation; and for settling emery 
in optical plants. In addition, sales may 


be made with specific authorization of 
WPB granted on Form PD-556. The 
application must state that use is for 
industrial purposes where pails, buckets 
and tubs made from substitute mate- 
rials cannot be used. 

The amended order also allows fur- 
ther exceptions to the prohibited use of 
iron and steel in the manufacture of 
specified articles. No change is made 
in the restrictions on use of these 
metals in products for household use. 
Permitted use of iron and steel is ex- 
panded to include one-to-five gallon 
cans designed for storage of oil, gaso- 
line and kerosene, but only for fulfill- 
ment of preferred orders or orders from 
railroads or other common carriers for 
use in their operations; or if they are 
of the safety type. 


x*k 
MAXIMUM PRICES for grape 


picking pans, used mainly in the Pacific 
Coast fruit growing section, are estab- 
lished by the cost-plus formula provided 
for certain seasonal goods, OPA has 
announced. Such pans, also known as 
tomato picking pans and canners’ dish 
pans, have been placed under Maxi- 
mum Price Regulation No. 210 (Retail 
and Wholesale Prices for Fall and 
Winter Seasonal Commodities) by 
Amendment No. 8, effective Jan. 25. 
Under this regulation, wholesale or re- 
tail sellers usually determine their ceil- 
ings by taking the “average cost” of the 
article being priced, or the “current 
cost,” whichever is lower, and adding 
to it the “initial percentage mark-up” 
taken during the last six months of 
1941. 
x kk 


CERTAIN PROVISIONS of 
Schedule E of Order L-103, which stand- 
ardizes glass paint jars, are relaxed 
under the schedule as amended by 
WPB. In effect, the amendment per- 
mits the continued use of non-standard 
jars to relieve hardships on paint and 
glass manufacturers. The amendment 
provides the following: 

1—-Paint manufacturers may use non- 
standard containers produced prior to 
Feb. 1, and in their hands on or before 
March 1. Under the schedule as orig- 
inally issued Dec. 7, they could use non- 
standard containers only if they were 
produced prior to Jan. 1. 

2—After March 13, jars of one-quart 
or less capacity with an opening larger 
than 63 mm may be used only for 
packaging certain heavy-bodied paints, 
regardless of the date on which they 
were manufactured. 

The heavy-bodied paints not subject 
to the restrictions are paints which re- 
quire the addition of more than one 
pint of thinners (whether oil, varnish, 
spirits or waters) per gallon to make 
the paint ready for use and colors in 
oil and japan and tinting colors in paste 


form. 
xk kk 


REPRESENTATIVES of the Elec- 


trical Insulating Varnish Industry have 
(Continued on page 100) 
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The Dean’s Page 


(Continued from page 54) 
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to get it. We used to advertise— 
The House That Has Things—No 
more! Still keep the door open. 
So you retired to a farm. You 
should have come to Hilo as you | 
promised. Still have fine climate 


Keel action at x | 


“Movies” are up front, too, for periods of relaxation. 
Keeping these “Reels” rolling, is one of our assign- 
ments — for the projectors are operated with lighting 
=e 2 equipment powered by Briggs & Stratton gasoline 
and great fishing and Hawaiian | motors. This is but one of scores of “special” ap- 
music—Aloha!” lications, in addition to many major ways by which 
Then comes a letter from Leslie riggs & Stratton motors are serving our armed forces. 





Davis of S. Hoffnung & Co., Limited, ge 


of Sydney, Australia. They have 
stores in London, Sydney, Brisbane 
and Adelaide—Mr. Davis writes: 

“Under separate cover I am 
posting. you a reproduction of a 
pencil sketch by an Australian 
artist of your wonderful general 
and popular hero, Douglas Mac- 
Arthur. I thought you might like 
to receive this as it is really one 
of the best portraits that has been 
done of him up to date. 

“As you know we have many 
of your boys out here. They are 
a fine type and very popular with 
the Australians. They get on par- 
ticularly well with our Anzacs and 
we all appreciate the wonderful 
gesture made by your country in 
sending troops and material to 
Australia.” 

Later the picture of the General 
came and we are very proud to 
frame it and hang it on our walls 
not only to remind us of a great 
soldier but also of a good friend 
and fellow worker in Australia. 

There are many others but my 
space is used up. We are reminded 
of how small, the world has grown 
and how dependent we are for our 
happiness on each other. 





OPA Price Regulations 
on Services 


(Continued from page 39) 


to the same kinds and classes of 
customers. 

The following ways of finding 
your service ceiling price must be 
used in the order listed. Use No. 
2, only if No. 1 will not work, use 
No. 3, if neither No. 1 or 2 will 
work, etc. If a dealer cannot price 
a service by any method described 
on pages 38 and 39, then his price 
ceiling is one determined by him- 
self and reported to the district or 
State OPA Office on Form 265. 3, 
explaining how he arrived at that 
price. His price would in such a 
case be subject to disapproval at 


any time by OPA. 


FEBRUARY 4, 1943 





0 WNERS of 4 cycle air-cooled 
Briggs & Stratton motors are for- 
tunate. They are not only assured of 
dependable power during the present 
emergency, bat they know that these 
sturdy gasoline motors embody built- 
in features and quality that insure 
constant delivery of capacity power 
year after year. Now, when all 
equipment is being operated “around 
the clock”, it is most important to 
keep your Briggs & Stratton motor 
in tip-top condition. It will pay in ex- 
tra performance and even longer life. 

* 
A book containing Operating Instructions, 
Adjustment and Repair Information is 


available on request. hen writing, be sure 
to mention the model letter of your motor. 


BRIGGS & STRATTON CORP, 
MILWAUKEE, WIS., U.S. A. 


FOR VICTORY 
Buy VU. S. War Bo 


nds 








News of Retailers, Jobbers, 
and . Manufacturers and 
Salesmen 
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Sullivan Appointed Manager of Sales 
For Westinghouse Lamp Division 


Bernard H. Sullivan, manager | Lamp Co. in May, 1922, as office 
of sales for the Westinghouse | manager of the southwestern 
Electric & Mfg. Co., Lamp Di- | district with headquarters in St. 
vision, Bloomfield, N. J., has | Louis. He was transferred to the 

New York office as assistant 
manager of lamp sales in 1928 
|and returned to St. Louis as 
manager of the southwestern dis- | 
| trict in 1931. In 1938, he .was 
appointed manager of the mid. | 
dle western district with head- | 
quarters in Chicago. He was | 
transferred to Bloomfield as gen- | 
eral sales manager of the lamp | 
division, July 1, 1940. 

Mr. Stuart, who was manager 
of the West Plant of the Cana- | 
dian Westinghouse Co., Hamil. | 
ton, Ont., from 1930 until Janu- | 
ary of this year, became mana- | 
ger of manufacturing at  the| 
lamp division last July, after six | 
months as manager of parts man- 
ufacturing. He first joined West- | 
inghouse in 1918 as an assistant 
foreman at Bloomfield and was 
transferred to the Canadian com- 
pany in 1920 as foreman. He was 
made superintendent of the plant 
| the following year. 








BERNARD H. SULLIVAN 


been assigned responsibility for 
ail commercial activities involv- 
ing lamps and special products, 
and Ralph C. Stuart has been 
appointed manager of manufac- 
turing and engineering for the 
division. The announcement by 
George H. Bucher, president of CONSERVATION DIV. 
the company, follows the recent | Appointment of Howard Coon- 
death of David S. Youngholm, | ley, New York City, as director 
vice-president in charge of the 
lamp division. 

Mr. Sullivan will continue to 
have charge of the illuminating 
engineering and commercial en- 
gineering departments, as_ well 
as sales, advertising and division 
d‘strict offices. In addition, he 
will supervise activities of the 
Special Products _ Commercial tiem Dison. whisk bas nen 
Department and will report tO! been divided into two divisions. | 
B. W. Clark, Westinghouse vic€-| The new Conservation Division 
president at headquarters in will consist of the three technical 
Pittsburgh. branches included in the former 

Under the new plan, Mr./| Conservation Division. 

Stuart, who has been manager| The branches are Conservation 
of manufacturing, also will head | and Substitution. Simplification, 
engineering activities and will | and Specifications, which,  to- 
report to Mr. Bucher. Both of- gether with four salvage 
ficials will continue to make their! branches. formed the original 
headquarters in Bloomfield, N. J.| Conservation Division. The four 

After serving in France with| salvage branches, as previously 
the U. S. light field artillery dur- | announced, are now the Salvage 
ing the first World War, Mr.| Division under Paul C. Cabot. 
Sullivan joined the Westinghouse | Deputy Director of the new Con- 


COONLEY DIRECTS WPB 





| of a new Conservation Division 
of the WPB was announced re- 
cently. 

Mr. Coonley, formerly board 
chairman of the Walworth Co., 
New York City, and a past presi- 
dent of the National Association 
of Manufacturers, has been a 
deputy director of the Conserva- 
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servation Division will be Harvey 
A. Anderson, Chicago, Ill, who 
also will continue as chief of the 
Conservation and Substitution 
Branch. Heading the Simplifica- 
tion Branch is Robert B. Shep- 
ard, Glen Ridge, N. J., while 
Laurence Warwick, Wayne, Pa., 
is chief of the Specifications 
Branch. They held the same po- 
sition previously in the old Con- 
servation Division. 


C. H. BARKER JOINS 
NAVAL SUPPLY CORPS 


Curtis H. Barker, Jr., ma- 
terials handling expert of the 





General Electric Company’s | 
Bridgeport Works has _ been 
granted a leave of absence to 
join the Navy Department, as | 
technical consultant in its Supply 
Corp:. With headquarters in 
Washington, Mr. Barker will be 
called upon to organize and co- 
ordinate a centralized material 
handling activity embracing five 
bureaus of the Navy. He will | 
also assist in modernizing 
materials handling methods 
wherever necessary to expedite 


| the movements of all materials. 
His new duties will take him to | 
| all Naval depots, yards, and air 


stations in the United States. 


| Stove 


McNERNEY ALSO HEADS 
SALES FOR BROWN-CAMP 


W. T. McNerney, vice-presi- 
dent and general manager, 
Brown-Camp Hardware Co., 
wholesale hardware distributors, 





W. T. McNERNEY 


Des Moines, lowa, has taken over 
the sales management of the 
company for the duration of the 
war. The position of sales man- 
ager had been held by Mr. Henry 
Clay, who resigned recently. 
Mr. McNerney wil! be assisted 
by G. B. Andrew, manager of the 
Department and Virgil 


| Wagner, who has been connected 


A. E. ALVERSON TO RETIRE 


A. E. Alverson, for many years 
an executive of the Greenlee Tool 
Co., Rockford, Ill, is retiring 
from all active duties and will 
shortly leave for an extended va- 
cation in Florida. 








A. E. ALVERSON 


with the sales department for 
many years. These two men will 
contact the trade at frequent in- 
tervals and Mr. Andrew will look 
after any territorial changes that 
may have to be made due to the 
loss of salesmen to the armed 


| forces. 


BOSTWICK, SALES MGR. 
OF WISS & SONS CO. 


B. E. Bostwick has been ap- 
pointed in charge of sales for J. 
Wiss & Sons Co., Newark, N. J., 
manufacturers of shears, scis:ors, 
and tinners’ snips. 

Mr. Bostwick has been with 
the Wiss organization for 16 
years, and for the past 9 years 
has served as assistant sales 
manager. 

Norman F. Wiss, vice-presi- 
dent and treasurer, announced 
that no changes in the policy of 
the company are anticipated. 
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Those present at the Bull’s Eye Flag presentation ceremony were: 
Left to right, Hobart D. Andreae, president of Syncro Levices, 


Inc., Lieut. Commander Harry 


Treasury Department, Wayne A. 





Kipke, representing the U. S| 
Andreae, treasurer, Lieut. (jg) | 


Maynard R. Andreae, and George E. Lewis, vice-president. 


Syncro Devices Honored By 
Treasury Department’s Award 


The United States Treasury 
Department recently awarded the 
prized Bull’s Eye Flag to Syncro 
Devices, Inc., Ferndale, Mich., 
for outstanding participation in 
the purchase of United States 
War Bonds under the Treasury 
payroll savings plan. 

Notables attending the cere- 
mony included Lieut. Comman- 
der Harry Kipke, former Mich- 
igan University football coach. 
Commander Kipke presented the 
flag on behalf of the Treasury 





Department to Hobart D. 


Andreae, president of Syncro 
Devices, Inc. Also present on 
furlough was Lieut. (jg) May- 


nard R. Andreae of the U.S.N.R., 
formerly vice-president in charge 
of Syncro sales. 





Syncro, formerly one of the | 
world’s largest manufacturers of | 
jig 
pletely converted 


saws, com- | 


to 


electrical was 


war work | 


months ago and has been manu- | 


facturing precision machine tool 
parts, special tools, fixtures, pro- 


duction parts, plug gauges, etc. 








ANDERSON REELECTED 
MEMA HEAD 


The board of directors of the 
Motor & Equipment Manufac- 
turers Association, New York 
City, held its annual meeting on 
Jan. 14 and reelected its 1942 
officers for 1943. John W. An- 
derson, The Anderson Co., Gary, 
Ind., is president; C. E. Hamil- 
Automotive Gear Works, 
Richmond, Ind., vice-president; 
G. W. Thompson, Noblitt-Sparks | 
Industries, Columbus, Ind., secre- | 
tary and C. P. Brewster, K-D | 
Mfg. Co., Lancaster, Pa. trea- | 
surer. 

Also reelected for 1943 are the | 


ton, 
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| chinery Co., North Chicago, Ill. 


members of the executive 
mittee: Mr. Anderson, Mr. Ham.- | 
ilton, Mr. Brewster, J. M. Spang- 


ler, National Carbon Co., New 
York City and F. G. Wacker, 
| Automotive Maintenance Ma- | 


The finance committee: Mr. An- 
derson, Mr. Hamilton and Mr. | 
Spangler. 


THREE NEW AFFILIATES | 
FOR HENDY IRON WORKS | 


The Joshua Hendy Iron Works, 
machinery manufacturers, Sunny- 
vale, Cal., recently announced 
the acquisition of the Pomona | 





com- | 


Pump Co., Pomona, Cal., and 


St. Louis, Mo.; its subsidiary, 
Westco Pump Co., and _ the 
Crocker-Wheeler Electric Mfg. 


Co., Ampere, N. J. The parent 
company and its new affiliates 
are manufacturing marine en- 





gines, motors, pumps and other 
equipment and ship fittings for | 
the war effort. 


COTTER JOINS TRU-TEST | 
AS MERCHANDISE MGR. 


John Cotter recently joined the 
Tru-Test Marketing & Merchan- 
dising Organization, Chicago, Ill., 
as general merchandise manager 
for hardware, housewares, stoves 
and major appliances. For the 
past nine years he was associated 
with Kelley-How-Thomson Co., 
wholesale hardware distributors, 
in Duluth, Minn. 

His practical background dates | 
back to 1917 when he started as | 
a sales clerk in a small St. Paul | 
hardware store. In 1923 he be- 
came associated with one of the 
largest department stores in St. 
Paul and after working in several 
departments became a department 
manager. He began traveling as 
a wholesale hardware salesman 





and later acquired an interest in 
a retail hardware store. He was| 
made buyer of housewares and | 
stoves for Kelly-How-Thomson in | 


— 





JOHN COTTER 


1931 and was promoted to the 
position of general merchandise 
manager in 1937. 

Mr. Cotter will be actively in- 
terested in developing available 
merchandise and in planning for 





the post-war period. 


HICKS, ILCO, LOCKWOOD 
SOUTHERN SALES MGR. 
Robert N. Hicks has been ap- 

pointed southern sales manager 

of Independent Lock Co. and 





ROBERT N. HICKS 


Lockwood Hardware Mfg. Co., 
both of Fitchburg, Mass. 

Mr. Hicks has been well 
known in the southern hardware 
field for over 25 years. He was 
associated with the Russell & 
Erwin Mfg. New Britain, 
Conn., for 20 years and more 
recently was a manufacturers’ 
agent, with headquarters’ in 
Jacksonville, Fla. His new nine- 
state territory will include: South 
Carolina, Tennessee, Georgia, 
Florida, Mississipp:, Alabama, 
Louisiana, Arkansas and Texas. 
His headquarters are at present 
in Jacksonville, Fla., and mail 
will reach him at P. O. Box 685. 


t.. 


SAN DIEGO HDWE. CO. 
HAS 50TH ANNIVERSARY 
* The San Diego Hardware Co., 
840-50 Fifth Ave., San 
Cal., recently celebrated its 50th 


Diego, 


anniversary under the same 
family management as when it 
was first started. 

The business was started by 


Fred Gazlay, now deceased, and 
is now being operated by his son, 
Wadham Gazlay. Fred Gazlay 
was a former president of the 
Southern California Retail Hard- 
ware Association, while his son, 
Wadham, was on the board of di- 
rectors for many years. The store 
finished last year with a record 
for the largest sales in its his- 
tory. 
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Neely Powers Reelected Pres. 
of Bicycle Institute 


The Bicycle Institute of Amer- 
ica (formerly The 
Trades of America) held its an- 


Inc. Cycle 








NEELY POWERS 


wal business meeting and lunch- 
eon at the Commodore Hotel, 
New York City, on Jan, 21, 1943. 
This organization is the parent 
association of the Bicycle Manu- 
facturers Association; The Cycle 
Accessories Manufac- 
The Cycle 

andthe 
Association. 


Parts and 
turers Association; 

Jobbers Association; 
Merchant Members 

Each association held a business | 
the of 
their indu try problems and elec- | 
tion of officers and directors for 





meeting for discussion 


the coming year. 
A luncheon held in’ the | 
west ballroom of the Commodore | 


was 


and was attended by 175 persons. 
The treasurer of the association, 
F. A. Baker, was celebrating his 
50th anniversary in the bicycle 
industry, and Neely Powers, 
president, presented him with a 
watch as a token of appreciation 
of the Bicycle Institute for his 








| 
Three of the officers reelected by the board of directors of 


the Bicycle Institute of America, 
F. A. Baker Co., New York City, 


many years of service as trea- 
surer. 

Following this, a general meet- 
ing of all of the groups was con- 
ducted, and the cooperative spirit 
of all present, the unity of pur- 
pose, “our most important job 
is to win this war”—was well 
worthy of note. The industry en- 
dorsed the recent amendment to 
bicycle rationing announced by 
OPA to become effective Feb. 1, 
liberalizing the eligibility regula- 
tions for the purchase of bi- 
cycles, wherein anyone who ac- 
tually needs a bicycle for a prac- 
tical purpose is eligible for same. 
Further, applications for certifi- 
cate of purchase, which is a re- 
quirement, may be mailed to the 
ration board, saving applicants 


time and effort. Neely Powers 





announced that a letter and cop- | 
ies of this regulation would be | 


mailed to 21,000 bicycle outlets 
throughout the country immedi- 
ately. Dealers now have an op- 
portunity to do a patriotic duty 
by assisting everyone who has 
a need for a bicycle to get one 
without delay. There are almost 
400,000 bicycles in stock through- 
out the country at this time. Per- 
sons who have a need for bicycle 
should with their ra- 
tioning boards by applying now. 
Otherwise they are apt to criti- 
cize the board for delay later on 
when ration boards are over-busy 


cooperate 


due to issuing ration book No. 
2 for food, our mo t important 
implement. 

A meeting of the board of di- 
rectors of the Bicycle Institute of 
America was held following the 
general meeting, and an election 
of officers for the year ahead was 
held. Neely Powers, president, 


Inc. are: Fred A. Baker, The 


treasurer; Miss Cecile Meehan, 


New York City, executive secretary and Harry Kranz, The Cleve- 
land Welding Co., Cleveland, Ohio, secretary. 
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the Colson Corp., Elyria, Ohio, 
was re-elected president of the 
Institute. Other officers re-elected 
are: First vice-president, Wm. 
Stoeffhaa-, general manager, 
Arnold, Schwinn & Co., Chicago, 
Ill.; second vice-president, N. R. 
Clarke, president, Westfield Mfg. 
Co., Westfield, Mass.; secretary, 
Harry W. Kranz, Cleveland 
Welding Co., Cleveland, Ohio; 
treasurer, F. A. Baker, president, 
F. A. Baker Co., New York City; 
executive secretary, Cecile Mee- 
han, Bicycle Institute Office, New 
York City. The re-election of 
these officers was in appreciation 
of their untiring efforts despite 
the fact that they are busy in 
their own organizations engaged 
in the fulfillment of war con- 
tracts, they are cooperating with 
the government agencies in be- 
half of the industry. 


NATHANIEL G. SYMONDS 
SUCCEEDS WHITE ON WPB 
Nathaniel G. Symonds has 


heen appointed chief of the In- 
dustrial and Hardware Supplies 





NATHANIEL G. SYMONDS 
Branth of the Wholesale and 
Retail Trade Division, WPB, as 
successor to Linford C. White, 
who recently resigned. 

Mr. Symonds was _ formerly 
vice-president in charge of sales 
of the Westinghouse Electric and 
Mfg. Co., from which position he 
retired three years ago. He has 
had considerable experience on 
the War Production Board, hav- 
ing served as special assistant to 
J. S. Knowlson and also to Philip 
Reed and recently as chief of the 
Orders and Regulations Branch. 


HARDWARE SQUARE CLUB 
MEETING, FEB. 16 


At the February meeting of 
the Hardware Square Club to be 
held Tuesday, Feb. 16, in Room 
710, Masonic Temple, 23d St. 
and 6th Ave., New York City, 
Hon. John MacCrate, Justice of 











MAJ. WALTER M. HOWLETT 


now serving in London, Enz- 
land, with the U. S. Army. In 
recent years he was general 
manager of Patterson Bros., 
New York City, prior to that 
assistant manager of Marshall- 
Wells Co., Duluth, Minn., and 
before that associated with sev- 
eral chain store organizations. 








the Supreme Court, State of New 
York, will be the guest speaker. 
The club will also have as its 
guests the members of the Hard- 
ware Boosters, Hardware Trade 
Association, Brooklyn Hardware, 
North Jersey Hardware & Supply 
and Manhattan & Bronx Hard- 
ware Associations. This will be 
an open meeting and all mem- 
bers of the hardware trade are 
invited to attend. 


BEAVER PIPE TOOLS 
ELECTS OFFICERS 


At a meeting of the board of 
directurs held Jan. 15, a number 
of changes were made in the list 
of top operating officials of 
Beaver Pipe Tools, Inc., Warren. 
Ohio, manufacturers of machines 
and hand tools for cutting pipes, 
bolts, conduit, etc. 

W. A. Neracher, founder of 
the company 43 years ago and 
president during this entire peri- 
od, was elected to a_newly- 
created position as chairman of 
the board. W. A. Phillis, form- 
erly vice-president, becomes pres- 
ident and general manager; 
M. W. Bechtel, executive vice- 
president and treasurer and 
C. W. Shafer, vice-president, 
manufacturing. E. R. Barkley 
was named vice-president, sales. 


| and R. C. Mellinger, vice-presi- 


dent, accounting. 

The entire output of the com- 
pany during the past two years 
has gone to the Army, Navy. 
Marine Commission, Lend-Lease 
and government contractors for 
war work. 
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Officers of the Hardware Trade Association of New York, 
at the January 19 meeting held at the Railroad Machinery 
Club, 30 Church St., New York City. Left to right are W. E. 
Hansen, Hansen & Yorke Co., Inc., vice president; Merle L 
Langel, Osborn Mfg. Co., president; E. T. B. Penman, Neal & 
Brinker Co., vice president; E. S. Norvell, E. C. Atkins & Co., 
secretary-treasurer and Fred Scholl, Long Island Hardware 
Co., chairman of the board. More than 40 members and 
guests attended the meeting at which past president Fred 
Scholl was presented with a war bond as a token of apprecia- 
tion for his services as former head of the group. W. T. Spier, 
The Lufkin Rule Co., Inc., was appointed chairman of the 
membership committee, J. B. Perkins, J. H. Williams & Co., 
chairman of the golf committee and A. C. Flamman, Mellen, 
Flamman & Simpson, was named chairman of the entertain- 





ment committee. 


HIGGINBOTHAM-PEARL.- 
STONE BUYS McLENDON 
STOCK 


Higginbotham-Pearlstone Hard- 
wholesale hardware 
distributors, Dallas, Tex., re- 
cently bought the entire stock of 
hardware of McLendon Hard- 
ware Co., Waco, Tex., and has 
moved the stock to its warehouse 
Higginbotham-Pearl- 
hardware 


ware Co., 


in Dallas. 
also bought all 
transit to Mce- 


stone 
merchandise in 
Lendon and is taking over all 
merchandise the company had on 
order, having the factories ship 
it to Dallas. In addition to the 
Higginbotham-Pearlstone 
purchased the entire stock of 
merchandise of National Hard- 
ware & Stove Co., Paris, Tex., in 
April of last year and several 
months later bought the stock of 
Ed S. Hughes Co., Abilene, Tex., 
both of which 
Dallas. 


above, 





were moved to 


PHILA. PAINTMEN HEAR 
TALK ON CONDITIONS 
IN GERMANY, JAPAN 


Roger W. Burman, manager, 
National Cash Register Co. in 
Philadelphia, Pa., George Priest, 
priorities consultant of the Na- 
tional Paint, Varnish & Lacquer 
Association, and Myron Caffrey, 
chief OPA investigator for Penn- | 
sylvania, spoke at the January | 
dinner meeting of the Philadel- 
phia Paint, Varnish & Lacquer | 
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| Plan 


Association on January 13 at the 
Warwick Hotel. 

Huston B. Almond, vice-presi- 
dent, McCloskey Varnish Co., 
and president of the Philadel- 
phia Association, presided. The 
dinner was attended by 97 mem- 
bers and guests. 

Mr. Burman was sales mana- 
ger for his company in Berlin 
from 1929 to 1933, in Tokyo 
from 1934 to 1941, and in Hawaii 
at the time of the Japanese at- 
tack on December 7th, 1942. He 
described the feverish prepara- 
tions for war that the Germans 
were making as early as 1933. 
They were building military rail- 
roads and highways, innumerable 
air fields, and training the chil- 
dren for the part they were to 
play in the present war. When 
he went Japan in 1934 he 
found that Japan was doing a 
tremendous export business. Us- 
ing practically “slave” labor, the 
huge profits of their export trade 
instead of being used to lift the 
standard of living went for the 
purpose of gasoline, iron, rubber, 
etc., to be stored away for the 
“orand conquest.” 

Mr. Caffrey pointed out how 
little our life and pleasure hav~ 
been restricted, compared to the 
Germans and Japanese. He ex 
plained the new pleasure driving 
ban and answered questions from 
the floor. 

Mr. Priest outlined the de- 
velopment of Allocations and 
P.R.P. and then explained in de- 
tail the new Controlled Materials 
which becomes effective 
April Ist, 1943. 








LHENEY 


NAIL HOLDING HAMMERS 


TIME 
SAVERS 


Help our 
President 
Buy War Bonds 
and Stamps— 
every day 


i holding ham- 
time. You can 

' > 50 per cent fas- 
Hess fatigue with 
: siding hammer. 
y by our fight- 


HENRY CHENEY HAMMER CORP. (Me, A 
N.Y 
Sales Office: 302 Broadway, N. Y. City 


Factory: Little Falls 


THERE IS A CHENEY HAMMER 


FOR EVERY PURP 
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By H. E. CARLOSS, Sales Manager 
THE DEMING CO., SALEM, OHIO 


Your business and ours are so closely allied that 
we can say truthfully —"Your Problems are Ours.” 


Everything within the limits of existing restric- 
tions is being done to cooperate. The Deming 
Pump Protection Plan is an example of our efforts 
to help YOU keep faith with YOUR customers. 


Many years before anyone had any idea this 
country would engage in a global war, The 
Deming Company manufactured a line of indus- 
trial pumps. Continuous developments broadened 
this line widely. When war broke, we were called 
upon to produce industrial pumps of numerous 
types for the Army, Navy and war production 
industries. 


Many Deming Distributors are now engaged 
largely in “war business.” Here again, we are 
striving “tooth and nail” to cooperate with 
Deming Distributors. 


In striving to meet the many complex problems 
created by wartime conditions, we may have over- 
looked some practical and possible way of helping 
YOU. If so, we will appreciate any suggestions. 
That, in brief, is the reason for this message. 


THE DEMING COMPANY - SALEM, OHIO 


Note: The Deming Pump Protection Plan (referred to in 
the above message) has proved successful for many Deming 
Distributors and Dealers. If you are not familiar with 
this plan, write us and we will send complete details. 
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The company’s softball team which won the Industrial League 
| Championship: (left to right) top row, S. Rinehart, G. Vastine, 
E. McLaughlin, W. Bedingfield, middle row, T. Brown, C. Lam- 
| mert, H. Hake, R. Moore, W. Corcoran, bottom row, W Voss, 


teams of the Cincinnati Tool 
Co., Norwood, Cincinnati, Ohio, 
during 1942. Particularly inter- 
esting is the fact that this was 
the first time that the company 
had entered teams in competi- 
tion. 

The first venture of the com- 
pany was a basketball team. It 
was entered in the Norwood In- 
dustrial League, sponsored by 
the Y.M.C.A. and composed of 
strong teams from large indus- 
trial plants in that area. They 
won the league championship. 
The team then entered the 





Greater Cincincinnati Y.M.C.A. 
Golden Ball Tournament and 


| swept through to another cham- 


pionship. The final game was a 





W. Conway, C. Kempner, K. Jarvis, H. Pohl. 


Cincinnati Tool Co. Teams Win 
Three Championships Daring 1942 


Three championships in local | hectic 32 to 31 victory over a 
sports competition were won by | team 


reresenting the Wright 
Aeronautical Corp. Much of the 
credit for the success of the 
team was due to Coach Bernie 
Weiss, superintendent of produc- 
tion and a former basketball star 
in his own right. 

In the spring a softball team 
was organized and entered in a 
similar industrial league. Again 
the Cincinnati Tool Co. boys 
were victorious, winning another 
trophy and finishing the season 
with a sensational streak of 14 
straight wins. A remarkable fea- 
ture of this success was the fact 
that the team suddenly lost four 
of its key players to the armed 
force: when the season was only 
at the half-way mark. Reinforce- 





The victorious basketball team: (left to right) top row, A. 
Wessendarp, M. McFarland, R. Moore, B. Weiss—coach, R. 
Bedingfield, bottom row, C. Smith, T. Brown, C. Lambert and 





W. Bedingfield. 
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ments were sent in and the team 
continued on its winning way. | 


At about the same time the 
golf team was keeping up the 
good work. Led by Charlie Troy, 


a welder, and Joe Reynolds, a | 


salesman, it won championship 
in a league which boasted some 


of the best golfers in Greater | 


Cincinnati. 

A bowling team now has been 
entered in an industrial bowling 
league and the company is hop- 
ing that it will be successful in 
winning the first trophy for 1943 
and that the three championships 
won in 1942 will be retained this 





year. 








Three of the trophies won by 
the the Cincinnati Tool Com- 











pany’s teams during 1942. | 











in San Francisco and Los 

Angeles, Cal.. Portland, Ore.. | 
and Salt Lake City, Utah; Wal- | 
ter Nye Co., Chicago, Ill.; F. M. 
Warburton & Assoc., Cleveland. 
Ohio; Don Rose, Detroit. Mich.; 
Ed T. Locke, Cincinnati, Ohio: 
A. E. Currie, Philadelphia, Pa.; 
| E. J. Camos, St. Louis, Mo.; 
Owen Webb, Boston, Mas:.: Nat 


TEXTILE MILLS APPOINTS , Co., 
NEW TEXAS SALES 
REPRESENTATIVE 

Textile Mills Corp., Chicago, 
Ill., manufacturers of ironing 
board pads and covers, has an- 
nounced the recent appointment 
of Geo. F. Anderson Co., Dallas, 
Tex., as sales representative for 
its south central territory. Geo. Mecden, Mow Yak Cv; & C 
F. Anderson Co. will service! < $ é 

rag . | Stockdale Co., Atlanta, Ga.; and 
Texas, Louisiana, Alabama. Mis- | , ; ; 
Marae : is. | Renville, Minneapolis, 
sissippi and Kansas. wae 
s — a, 

At the same time, Textile | 
Mills confirms the following as | 
representatives for their mer- 
chandise: Bert J. Clark Co., Kan- 
sas City, Mo.; the E. R. Palmtag 








HWDE. SALESMENS ASSN. 
ELECTS GREEN PRES. 


The annual dinner dance and 
‘installation of officers for the 
year of 1943 in the Hardware 
Salesmens Association of St. 
| Louis, Mo., was held at the Clar- 
idge Hotel Marine Room on Sat- 
urday evening, Jan. 16. 
| William H. Green, Westing- 
| house Electric & Mfg. Co., was 
| elected president of the associa- 
ltion. The following officers also 
were installed for one year: first 
| vice-president, Art Spitzfaden, 
| Witte Hardware Co.; second vice- 
| president, William R. Wright- 
| man, Shapleigh Hardware Co.; 
secretary, Roy Eckles. Corneli 
| Seed Co.; treasurer, Ernest J. 
| Friemel, Tiemann Hardware & 
Supply Co.; Sergeant at Arms, 
Jack Vetter, Kusel Electric Sup- 
ply Co. 

R. P. Benjamin, National Lead 
Co., the retiring president, was 


























DAVE H. BERGER 


presented with a beautiful chess 
| game as a memento from the 
| membership. William Mackle, 


cently promoted to major Union Electric & Power Co., was 
Major Berger was at one time | toastmaster and the guest speaker 
treasurer of Masback Hard-| was J. Bush of the Federal Bu- 
ware Co., New York City, later | reau of Investigation. The club 
was associated with Supplee- | was honored by the presence of 
Biddle Hardware Co., | Mr. and Mrs. I. F. Hanneke of 
yond peg sag oar ge Some the Hanneke Hardware & Paint 
rec ) ae é ‘ 
politan trade sales for Breinig Co., who have six sons in the 


Bros., Inc., Hoboken, N. J. 


who has been serving in Hawaii 
as a captain in Army, was re- 





armed forces at this time. 
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The strength, the vision and 
the power of the eagle stems 
from the industry and patriot- 
ism of the people. This is 
your war and our war, Every 
one of us. Let us now conduct 
our businesses and our lives 
so that they contribute the 
greatest possible aid to Vic- 


RIFFIN 


anujacturing Company 


ERIE, PENNSYLVANIA 





—_—_——_ 


AGENTS: 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 
SAN FRANCISCO: 703 Market St. 

















TUCKER DUCK AND RUBBER COMPANY 


| 


TUCKER | 


helps conserve steel 





by using 


HARDWOOD 


in all Peerless 
Lawn Chairs, Cots, 
Assembly and Camp Chairs, 
Children’s Furniture 





is favorably 
known; it is always in demand because 
it gives excellent service: and is at- 


Peerless folding furniture 


tractively priced. 


During the war it will be our policy to 
give the best service possible; however, 
the needs of our fighting forces must 
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be met. 
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Peerless lawn chairs ore made with strong hardwood frames, 


No. 90 


and covered with colorful canvas. Twenty styles for the home, 
lawn and porch. 


CAMP COTS 


Our reputation for 
good, durable cots 
is well known. Large 
quantity production 
allows us to produce 
a strong useful cot 
at an attractive 
price. 





Remember us for cots and folding furniture. 
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| Ace Hardware Corp. Convention 


Held in Chicago, January 18-20 


Plans and issues pertaining to 
operation during the war period 
were discussed at length at the 
annual convention of the Ace 
Hardware Corporation, Chicago, 
Ill., which was held at the Hotel 
Sherman, Chicago, Jan. 18-20, 
1943. Attendance was excellent, 
despite the below zero weather, 
and representatives from 116 
stores were on hand when Presi- 
dent Richard Hesse delivered the 
welcoming address at 8 o’clock 
on Monday morning. 

The opening meeting contin- 
ued until noon when a dealers’ 
luncheon was held in the Louis 
XVI Room. During the after- 
noon the representatives attended 
the exhibition which was held in 
the Exhibition Hall. Business 
meetings were also held on Tues- 





day and Wednesday mornings, 
the afternons being spent in at- 
tending the exhibits. 

On Wednesday evening, atten- 
tion was turned to diversion and 
entertainment. Over 500 dealers, 
their families, exhibitors and 
friends were in attendance. 

Ace Stores pledged themselves 
to support the successful prose- 
cution of the war in every way 
possible and have and are buy- 
ing War Bonds to the limit of 
their They expressed 
themselves as being willing to 
make any sacrifice to win the 
war and, after this has been 
done, to contribute fully to bring 
about a normal and quick return 
of consistent and _ productive 
civilian activities. 


ability. 








MARLIN GUN CONTEST 
OFFERS $1,000 IN AWARDS 


The Marlin Firearms Co., New 
Haven, Conn., is celebrating its 
seventy-third anniversary with 
the announcement of a contest 
in which cash awards of $1,000 
are offered. Wanted are ideas 
and suggestions for post-war 
Marlin guns. This contest is an 
appeal to hunters, target fans, 
inventors and hobbyists to get 
their ideas down on paper and 
have an opportunity to cash in 
on them. Hardware dealers, as 
well as their customers, may 
compete in this contest. A sim- 
ple but useful improvement, a 
new type of gun for a special 
purpose, a better mechanism, any 
practical suggestion for making 
a better sporting gun may win. 
Marlin wants such ideas, and 
will pay for the seventeen best 
in the opinion of the judges. 
There is no limit to the number 
of ideas any contestant may pre- 
sent, and he has until July 1, 
1943, to submit them. 

The Marlin Contest is ex- 
pected to increase interest in 
sporting firearms, and Marlin 
guns in particular, at a time 
when they are not for sale. It 
will provide gun dealers with 
many contacts with potential 
buyers, which can be turned 
into sales after the war is won. 
Dealers are offered free reprints 
of the Marlin ads, giving details 
and the simple contest rules. 
Free Marlin catalogs are also 
available, on request from the 
Contest Director, The Marlin 
Firearms Co., 17 East 42nd St., 
New York City. 





COURTNEY’S ADVENTURES 
TOLD IN NEW BOOK 


The autobiography of Charles 
Courtney, expert locksmith, has 
been published under the title of 
“Unlocking Adventure”, a 335- 
page book written in collabora- 
tion with Tom Johnson. From 
being the owner of a modest 
locksmith shop in upper New 
York City, Mr. Courtney rapidly 
grew to be known as an expert 
in opening locks and safes whose 
keys or combinations were lost 





CHARLES COURTNEY 


or unavailable. The book fol- 
lows his journeyings which took 
him to many countries and in- 
volved him in a multitude of ad- 
ventures ranging all the way 
from the saving of lives to the 
recovery of sunken treasures. 
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OBITUARIES 








SMITH PARISH 


Smith Parish, president and 
treasurer of Smith Parish, Inc., 
Portville, N. Y., passed away re- 
cently in the Olean General Hos- 





SMITH PARISH 


pital, after a short illness. He 
had been actively engaged in the 
hardware business for the past 
half century. 

Mr. Parish entered the busi- 
ness in 1892 and had been owner 
and manager of his store from 
that date until the time of his 
death. He had never been iden- 
tified with any other business. 
Starting with a hardware store 
and tin shop, he hired his first 
employee in 1893 and about two 
vears later expanded into the 
plumbing and materials business. 
He continued expanding his 
store, adding furniture and floor 
coverings in 1912 and electric 
appliances in 1920. In 1932 the 
business was incorporated with 
his son, Robert, as vice-president 
and another son, David, as secre- 
tary. 

Besides being active in the af- 
fairs of his community, Mr. Par- 
ish held one of the oldest mem- 
berships in the New York State 
Retail Hardware Association and 
was a member of the HARDWARE 
Ace Fifty Year Club. 

He is survived by his widow, 
three sons, Robert B., David W., 
and Earl T.. and one daughter. 


FRANK C. KENYON 


Frank C. Kenyon, 74, a former 
retail hardware dealer of Phila- 
delphia, Pa., died recently in that 
city. Mr. Kenyon, who conducted 
his business at 19th St. and Co- 
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| Club for 


| Virgil C. 





lumbia Ave., had retired some 
time ago, after many years in the 
hardware field. Surviving are his 
widow, Mrs. Ella Kenyon, and 
two sons. 


JAMES H. BARCH 
James H. Barch, 78, president 


| and founder of the City Hard- 
| ware & Supply Co., retail hard- 


Ohio, | 


ware dealers, Cleveland, 
died recently at Polyclinic Hos- 
pital in that city. 


Mr. Barch had been in the 





hardware business for 60 years | 


| and had been active in the Uni- 


Circle of the Kiwanis 
many years. 

survived by two sons, 
and James Barch, both 


associated with him in the busi- 


versity 


He is 


ness. and a daughter. 


DILLARD L. CHAMBERS 


Dillard L. Chambers, 61, retail | 


hardware dealer of 
Mont., passed away recently at 
Rochester, Minn., following a 
heart attack. 


Billings, | 


Mr. Chambers had been owner | 
and president of the Chambers | 


Hardware Co. for the past 


27 | 


years but due to the additional | 
heavy duties brought on by the | 


war had closed his hardware 
store last August. 
associated with the hardware 
business for 40 years and was 
very 
fraternal organizations. 


He had been | 


active in civil affairs and | 


Surviving is his widow, Mrs. | 


Ida M. Chambers. 


RECOMMENDED PRACTICE 
FOR INSECTICIDE 
PACKAGES 


Printed copies of Simplified 
Practice Recommendation R41- 
42, Agricultural Insecticide and 
Fungicide Packages, are now 
available according to an an- 
nouncement of the Division of 
Simplified Practice, National Bu- 
reau of Standards. 

The original recommendation, 
promulgated in 1926, established 


|a simplified schedule of package 


sizes for certain chemicals. The 
first revision, which became effec- 
tive in 1938, embodied changes 
in package sizes, and amplified 
the schedule to include standard 
packaging for basic lead arsen- 
ate. In November, 1939, the 


manufacturers submitted a sec- 





LAST CHANCE 


The factory of the Holt Mfg. Co. has been converted 
100% to war efforts, but we still have a few new 
machines of the models illustrated below that we can 
sell without priorities. 


IF ORDERED IMMEDIATELY 


HOLT FLOOR MACHINES 
BIG PROFITS FROM RENTALS 


Fastest, Cleanest-Operating 
Sander Made 


This new Holt Sander will please the most 
fastidious home owner and contractor 
alike. It is built for fast, hard and con- 
tinuous rental service and features the new 
exclusive demountable drum cushion, with 
over-size vacuum, all moving parts equip- 
ped with grease-sealed ball bearings. 





Senior Whirlwind 
8 Sander 


A Master of One Hundred Jobs 


The HORIZONTAL construction eliminates 
the old headaches caused by failure of 
motor and various troubles that owners of 
the UPRIGHT MODEL have experienced. 
These imperfections are absolutely solved 
by the new HORIZONTAL construction. 
Unquestionably trouble free and foolproof. 





Horizontal Rotary 
Edger EZA 77 


Absolutely Silent Drive 


This polishing machine guarantees you re- 
peat rentals. It is built for trouble-free ser- 
vice and will satisfy the contractor as well 
as the home owner. It will scrub and sand 
as well as polish. Sixty pounds in weight 
gives you an idea of its efficiency. 





Model SCHA-12 


HOLT FLOOR MACHINES 


The Greatest Name in Sanding Machines 
Thousands in Use 


WITH REVOLUTIONARY NEW 


PATENTED INSTANT CHANGE 
SPONGE RUBBER DRUM COVER 














Exclusive Eliminates 
Patented Old Methods 
Instant Of Costly 
Change Labor 
Sponge and 

Rubber Waiting 
Drum For 

Cover Repairs 








(One of the 158 HOLT Patents and Claims) 
Parts Available At All Times 
Change Over Your Old Machine—Write For Details 


Western Eastern Office 
rues ‘Bia 
on teat e. MANUFACTURING CO 298 Dell ave., 
Oakland, Calif. Newark, N. J. 

U.S.A. U.S. A. 















GREENLEE 





a 


Line today . . 
that stay sold. 


mm EE 
Auger Bits—The Greenlee Line 


includes auger bits with all types 
of twists and heads to meet every 
need from cabinet work to electri- 
cal construction. All are made of 
high-grade selected steel with an 
accurately pitched screw. ample 
twist, with smooth, fast-boring 
cutting edges, and polished to a 
fine finish. 


— | 


Expansive Bits — Greenlee Ex- 
pansive Bits are made with a wide, 
open throat that assures positive 
chip clearance and smooth, unin- 
terrupted boring. The popular set 
fast bit shown here is easy to 
adjust, locks securely, and has a 
keen cutting edge. A plain type 
and a screw adjusting type are 
also available. 








~ 


Built To Stay Sharp Longer and 
To Stand Up Under Long, Hard Use 


Today, the professional woodworker and home craftman demand tools 
that hold their cutting edges and that will withstand the wear of 
every-day use and provide years of service. You can be sure that 
even the most particular customer will be satisfied with the quality 
and dependable long life of Greenlee Tools . . . tools made by experi- 
enced, skilled craftsman from the highest grade materials, properly 
heat-treated and carefully finished. (heck into the complete Greenlee 
tough, sturdy tools that are easy to sell and tools 


a eo 


Chisels — There are Greenlee 
Chisels for all work from carpentry 
to cabinet making and from pole 
framing to tree surgery. These 
include the popular types of socket 
tools, the tang butt and firmer 
chisels, and the socket framing 
chisels. Greenlee Chisels are made 
with a uniform toughness that will 
hold a fine cutting edge through 
long hard use. 


Push Drills —Greenlee Auto- 
matic Push Drills are made with 
two styles of handles, either the 
hardwood or the transparent 
handle. The handles of both tools 
serve as magazines for eight drill 
points. The working parts of these 
tools are fully enclosed and are 
sturdily constructed to provide 
years of service. 


MANY OTHER TOOLS... other tools in the complete line of Greenlee 
Tools for the Woodworker, Electrician, and Plumber include spiral 
screw drivers, turning tools, gouges, draw knives, and a complete 
selection of boring tools. These tools can mean extra sales for you. 
Call on your jobber for details or write to us. 


Send For Free Copy of Greenlee Catalog 33 


GREENLEE TOOL CO. 


\ 1802 HERBERT AVE. e ROCKFORD, 


ond revision, further enlarging 
the scope of the recommenda- 
tion to include packages for 


nicotine sulphate. This second 


revision was made effective Aug. 
1, 1940. 

The current recommendation 
(third revision) which was ap- 
proved by a large majority of 


| the manufacturers as well as a 
| representative group of distrib- 


utors and users of agricultural 
insecticides and fungicides, is 
effective from Nov. 1, 1942. 
Copies of R41-42 may be ob- 
tained from the Superintendent 


of Documents, Government Print- 


ing Office, Washington, D. C., 


| for 5 cents each. 


TEXAS WHOLESALERS 
MEET IN DALLAS 

The Texas Wholesale Hard- 
ware Association held its semi- 
annual meeting, held regularly 
each winter in conjunction with 
the annual convention of the 
Texas Hardware & Implement 
Association, at the Baker Hotel, 
Dallas, Tex., on the evening of 
Jan. 18. N. F. Van Hoogenhuyze, 
Wm. Van Hoogenhuyze Hard- 
ware Co., San Antonio, president 
of the association, presided and 
discussion was on several sub- 
jects of current interest to the 
wholesalers. It was decided to 
have a special meeting in Mem- 
phis in April, probably on Mon- 
day, the 12th, at the time of the 
annual joint convention of the 
Southern Hardware Jobbers and 
American Hardware Manufactur- 
ers. 





Previous to the meeting, the 
wholesalers were guests of the 
Texas Hardware Boosters Club 
at a cocktail hour and _ buffet 
supper, also at the Baker Hotel. 
The customary stag dinner was 
omitted this year and was re- 
placed by the buffet supper, with 
no entertainment or frills. 


WICKWIRE SPENCER 
MAKES NEW PROPELLER 
The Wickwire Spencer Stee! 

Co., New York City, recently an 
nounced the Wickwire automatic 
propeller, which requires no ac- 
tion by the pilot at all in adjust 
ing the pitch. The pitch adjusts 
itself instantaneously. 

The simple type of blades fixed 
into a rotating hub was, for many 
years, the only type of ptopeller. 
It was di-covereed that the pitch 
of the blades, or the angle of the 
“bite” the blades make into the 
air, had a great deal to do with 
the performance of the plane, its 
stcepness of climb and its speed 
in level flight. With this fixed 
pitch propeller, the pitch itself 
had to be a compromise. Later 
the variable pitch propeller with 
electrical, hydraulic and other 
powcr equipment to be adjusted 
by the pilot, was introduced. 

Now with this new automatic 
propeller announced by Wick- 
wire Spencer, there will be lower 
original cost of equipment, a 
shrinking of the take-off dis- 
tances necessary, faster climb 
and higher airplane speed at any 
throttle setting. 
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OFrricrtaAs 
FATHER’S DAY 
WAR STAMP BOU- 
TONNIERE: The 
Treasury Department 
has just approved the 
boutonniere issued by 
the National Father's 
Day Committee, it 
was announced to- 
day. This lapel piece 
is to be distributed 
and worn during Fa- 
ther Month, May 20 
to June 20 (Father's 
Day), to publicize 
the Billion Dollar 
Father War Bond 
Drive of that month. 
The official red rose 
and blue ribbon of 
Father's Day on a 
background of war 
savings stamps in 
Cellophane make up 





the design. The distributors for stores have been designated 


by the Treasury Department. 


There are two sizes; one 


with nine 10 cent stamps, $1.00; one with four 10 cent 
stamps, 50 cents. Inquiries may be sent to National Father's 


Day Committee, 9 East 41st Street, New York, N. Y. 
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SUBJECT SOME BUILDING ITEMS, 
CONSUMER GOODS TO MPR-188 


Amendment No. 4 transfers many more commodi- 
ties under control of MPR-188, including house- 
wares, items, toys, heavy tools, hand tools, etc. 


Many more commodities have | 
been transferred from other price 
measures and brought under con- 
trol of Maximum Price Regula- 
tion No. 188, which established 
manufacturers’ maximum prices 
for hundreds of consumer dur- 
able and building materials OPA 
announced Jan. 13. Manufactur- 
ers of the items listed in this 
action Amendment No. 4 to 
MPR No. 188 will be covered by 
provisions of the latter measure 
as of Jan. 18, 1943. Existing 
ceiling prices on items now 
brought under the Regulation 
for the first time will not be 
altered. The principal signifi- 
cance of the change is to afford 
a more convenient method for 
manufacturers to price new ar- 
ticles. Some articles were trans- 
ferred from the control of the 
General Maximum Price Regula- 
tion and some of the others were 
brought over from Regulation 
No. 136 (Machinery, Parts and 
Machinery Services). 

This transfer does not affect 
manufacturers’ prices for articles 
which already have been “finally” 
priced under the provisions of 
the General Maximum Price 
Regulation or Regulation 136. 
Maximum Prices established by 
these regulations are to be con- 
tinued in effect, but the provi- 
sions of Regulation 188 are to be 
applied to all new items and 
articles which have been tenta- 
tively priced and not yet deliv- 
ered prior to the effective date 
of this action. 

Some items were withdrawn 
from control of Regulation 188, 
by the amendment. Enameled 
iron and steel sheets are now 
under Regulation 6 and refriger- 
ation controls under Regulation 
136. Four methods of pricing 
new articles are provided for 
manufacturers and must be ap- 
plied in the order given. Thus 
if No. 1 does not apply No. 2 





may be used, etc. 
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The four methods briefly sum- 
marized are: 

1. Maximum price of new ar- 
ticle exhibiting only minor 
changes from one already priced 
under any maximum price regu- 
lation of OPA, and_ which 
changes do not reduce cost of 
materials or prevent its rendering 
fairly equivalent serviceability, 
shall be the same as that of ar- 
ticle so priced. 

2. Maximum price for an ar- 
ticle substantially changed from 
one already priced under any 
maximum price of OPA solely 
because of shortages of mate- 
rials or parts used in original 
article, shall be the price of 
original article adjusted for in- 
crease or decrease in unit direct 
cost resulting from change. Unit 
direct cost shall be computed ac- 
cording to procedures outlined 
under Section 157 of the Regula- 
tion. 

3. Maximum price of new ar- 
ticle shall be that determined by 
the “comparable-article” formula 
provided in the Regulation. 

4. The maximum price of new 
article which cannot be prioed 
by any of three foregoing meth- 
ods shall be as specifically au- 
thorized by OPA after proper 
application by manufacturer. 

Included in the list of articles 
covered by the regulation are 
some building materials; build- 
ers’ hardware (except as covered 
by revised price schedule No. 
40); marine locks and hinges; 
listed ornamental iron and sheet 
metal work; boilers, burners, 
furnaces, heating equipment, etc., 
as listed; stokers; listed plumb- 
ing fixtures and _ specialties; 
listed tanks, etc.; listed refriger- 
ation and air conditioning spe- 
cialties; oil paints and varnishes; 
interior and exterior ready mixed 
paints of all types—paste, semi- 
paste paints, putty fillers, oil var- 
nish and spirit stains, paint and 
varnish remover, colors in oil, 





white lead in oil, zinc white in 
oil, marine paints and artists’ 
colors; aqueous (water) paints; 
paint and varnish brushes and 
applicators; calking, waterproof- 
ing and pipe compounds; listed 
roofing products; listed types of 
insulation; floor coverings except 
terry cloth bath mats and wool 
floor covering subject to Revised 
Price Schedule No. 57; li-ted 
tools; heating appliances; mis- 
cellaneous housewares; listed ma- 





rine items; glassware; miscella- 
neous plated ware clocks and | 
watches, excepting those covered | 








by MPR No. 136, as amended; 


barometers and _ thermometers; 


sporting goods except clothing 


| and shoes; toys and games; 
wheel goods; bicycles (except 
those for which maximum prices 
are established by agreement 


with OPA); fir-t-aid kits; exer- 
cise machines and devices; rope 
and cordage including grommets 
made from rope (except those 
manufactured from cotton and 
synthetic fibers), rope halters, 
wrapping twines (except 
ton); ammunition for 

game; fiber auto seat coverings, 
hand bells, butcher saws, dry cell 
batteries, fire extinguishers, port- 
able battery lights including’ 
flashlights, hand lanterns, etc., 
manually operated tire pumps, 
pocket knives, spittoons and cus- 
pidors, razors, razor blades, 
Christmas tree ornaments, arti- 
ficial Christmas trees, radio and 
phonograph equipment (except 
domestic electrical phonographs) . 


small 


Remove Quota Restrictions on Certain 
Types of Steel Fire Extinguishers 


Quota restrictions on the manu- 
facture of certain types of fire 
extinguishers made of steel were 
removed under the terms of Gen- 
eral Limitation Order L-39 as 
amended Jan. 22 by the Director 
General for Operations. At the 
same time the amended order im- 


poses stricter contro] on some 


products covered by the original |, 


L-39, and imposes new controls 
on certain products where no 
controls were formerly exercised. 

Among the important things 
done by the amended order are 
the following: 

It permits the manufacture of 
stirrup pumps which contain no 
critical materials and conform to 
specifications accepted by the 
Office of Civilian Defense. 

It prohibits the use of copper 
in the manufacture of foam and 
back-pack extinguisher. 

It imposes control on the sale 
or transfer of brass fire hose 
couplings of all sizes in the pos- 
session of any manufacturer or 
distributor on April 27, 1942. 

It prohibits the delivery of fire 
sprinkler systems and signal and 
alarm equipment except on orders 
deemed essential by the War 





Production Board. It stops the 


manufacture of thermostatically 
controlled sprinkler systems. The 
manufacture of delivery of 
smoke, fire or intrusion detectors 
employing photo-electric _ prin- 
ciples is prohibited except on 
military orders for use on ships. 








WPB Field Offices May 
Grant Up to AA-2X on 
Emergency Repair Work 


As stated on Page 65 of 
the Jan. 21, 1943 issue of 
HARDWARE AGE the 12 
regional Directors of WPB 
and the 110 district offices 
have been granted in- 
creased authority for ap- 
proval of individual emer- 
gency preference ratings. 
It was incorrectly stated 
that the 110 district offices 
may “for the first time 
grant ratings for emer- 
gency repair, up to and 
including AA-2.” The dis- 
trict offices may “gram 
ratings for emergency re- 
pair, up to and including 
AA-2X.” 
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BOMMER 


SPRING HINGES 
HAVE GONE TO WAR 





SHips 


© Hie many of our products are 
still available, the main effort of our 
company is devoted to the manufac- 
ture of items for the armed forces— 
for bombers and boats, for army 
cantonments and navy bases and for 
the manufacture of ammunition. 


We will give you the best service 


TRADE MARK 


BOMMER 


under War Production 
Board Order L-236. 


BOMMER 
SPRING HINGE CO. 


BROOKLYN, N. Y. 
Established 1876 
Chicago Sales Office 
No. 180 N. Wacker Drive 





Double Action 
Standard Type No. 29 
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Wickard Gives War Food, 
Fiber Crops Priority 
On Fertilizers 


An order giving essential war 
food and fiber crops first priority 
on the Nation’s limited supply of 
chemical fertilizers was issued 
Jan. 19 by Secretary of Agricul- 
ture Claude R. Wickard under 
his authority as War Food Ad- 
ministrator. 

Effective Jan. 18, 1943, this 
(Food Production Order 
No. 5—Chemical Fertilizer) su- 
persedes the War Production 
Board Order No. M-231, origi- 
nally issued Sept. 12, 1942, and 
amended on Dec. 4, 1942. It will 
be administered by the Director 
of Food Production M. Clifford 
Townsend. 

Outstanding changes in the 
new order are the designation of 
crops deemed essential to the 
war effort as group “A” crops 


order 


| and the requirement that de- 
liveries of chemical fertilizers for 


use on these crops be given pref- 
erence over deliveries for other 
crop. The purpose of these pro- 
visions is to concentrate use of 
chemical nitrogen allowed for 
fertilizer on the production of 
foods, feed and fiber most 
needed in the war effort. 

Two other important changes 
are the establishment of methods 
by which fertilizer requirements 
of farmers are to be determined, 
and 4 requirement that fertilizer 
manufacturers, dealers and 
agents obtain written statements 
from their customers before mak- 
ing deliveries. Prohibitions on 
the use of chemical fertilizers 
contained in the War Production 
Board order are continued in 
effect, with a few exceptions. The 
grade substitution program insti- 
tuted by WPB, with the objec- 
tive of reducing consumption of 
chemical nitrogen in mixed fer- 
tilizers by approximately 20 per 
cent, also is retained in the new 
order, but with some _ revision. 
Manufacturers are required to 
produce the approved 1942-43 
grades in the same proportion as 
the 1940-41 grades. The grades 
approved for each state repre- 
sent the formulas which, in the 
opinion of agricultural authori- 
ties for that state, will supply 





minimum plant food require- 
ments. 

Producers of group “A” crops 
are permitted by the order to ob- 
tain the necessary tonnage of 
approved grades of fertilizer re- 
quired to attain 1943 production 
goals. The order does not permit 
them to obtain or use supplies in 
excess of their requirements. 

Producers of group “B” crops 
may use chemical nitrogen ferti- 
lizer provided that, during the 
1940-41 or 1941-42 seasons, they 
used such fertilizer on group 
“B” crops or that it was used on 
these crops on the farms they are 
now operating. 

The group “A” crops, are: 
Field crops—castor beans; cot- 
ton varieties normally stapling 
1% in. or longer, fiber and seed 
flax, guayulee, fiber and seed 
hemp, hybrid corn for seed pro- 
duction only, peanuts and soy- 


benas; Vegetable crops—dried 
beans, snap and lima _ beans, 
beets, cabbage, carrots, kale, 


onions, all peas, peppers, Irish 
and sweet potatoes, spinach, 
sweet corn, tomatoes, and vege- 
table seeds; other crops—tung, 
and the following dried fruits: 
prunes, figs, raisins, apricots and 
peaches for drying. Group “B” 
crops are defined as all crops ex- 
cept those in group “A” and 
those on which the use of ferti- 
lizer containing chemical nitro- 
gen is prohibited by the order. 
For group “A” crops, except- 
ing soybeans, peanuts and cotton, 
farmers may obtain fertilizer con- 
taining chemical nitrogen up to 
quantities recommended by the 
State Agricultural Experiment 
Station. On cotton, the quantity 
a farmer may obtain is based 
either on his past rate of appli- 
cation or the rate customarily 
used in his area. For soybeans 
and peanuts, the basis is the 
farmer’s customary rate of appli- 
cation, or the recommendation of 
the State Experiment Station. 
The quantity of fertilizer farm- 
ers may obtain for group “B” 
crops is based on the rate of ap- 
plication used on the farm dur- 
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seasons. 

The order requires a farmer to 
provide his dealer with a written 
statement showing his customary 
use of fertilizer in 1940-41 or 
1941-42, and his requirements for 
1943. Manufacturers are ex- 
pected to supply the necessary 
forms to their local dealers. 

The new order contains other 
changes, as follows: It prohibits 
the use or delivery for use of 
chemical nitrogen fertilizer on 
melon or cucumber crops, except 
where growth for seed produc- 
tion, or in the case of cucumbers 
where grown for proces:ing. 


Prior to April 1, 1943, not more | 
than 50 per cent of a farmer’s | 
requirements of mixed fertilizer | 


containing chemical nitrogen can 
be used or delivered for use on 
field corn in the 10 North Cen- 
tral States of Illinois, Indiana, 
Iowa, Michigan, Minnesota, Mis- 
souri, Nebraska, Ohio, South 
Dakota and Wisconsin. 

Prior to May 1, 1943, not more 
than 75 per cent of a farmer’s 
requirements of chemical nitro- 
gen as straight material can be 
delivered or used on field corn 
or cotton of varieties which nor- 
mally staple less than one and 
one-eighth in. 

In accepting orders for, or 
making deliveries of chemical 
nitrogen as straight material, fer- 
tilizer distributors are required 
to deliver chemical nitrogen for 
home mixing, provided the 


ing either the 1940-41 or 1941-42 





amount delivered does not ex- 
ceed the amount which the cus- 
tomer would be eligible to pur- 
chase in mixed fertilizer. 

A person who is permitted to 
obtain chemical fertilizer for 
uses other than on his Victory 
Garden is permitted to use it 
also on his garden. Among con- 


servation measures instituted by 


War Production Board which are 
continued without change in this 
order are: 

1. Farmers are required to use 
grades of fertilizer which are ap- 
proved for the State. 

2. No chemical nitrogen fertil- 
izer can be used on golf courses, 
lawns, _ roadsides, 
parks or in the non-commercial 
planting of trees, shrubs or flow- 
ers. Fertilizerg for use on mili- 
tary and naval airfields are 
exempt. 

3. No mixed fertilizer contain- 
ing chemical nitrogen can be 
used on spring-sown smal] grains 
to be harvested for grain. 

4. Victory Garden fertilizer 
must be of grade 3-8-7 and may 
be put up in 5, 10, 25, 50 or 100 
lb. packages. A Victory Garden 
is one planted primarily for the 
non-commercial production of 
vegetables and small fruits. 

5. The only restrictions on the 
manufacture, sale or of 
mixed fertilizers containing or- 
ganic nitrogen are that they 
must contain at least three units 
of nitrogen and 14 units of total 
plant food. 


cemeteries, 


use 








Some Farm Machinery 
In Factory Stocks 
To Be Released 


The United States Department 
of Agriculture on Jan. 19 pro- 
vided for releasing some of the 
farm machinery which has been 
frozen in manufacturer’s factory 
stocks since Oct. 31. The action 
is based on supplements to Farm 
Machinery Rationing Order C. 
Stocks in the possession of deal- 
ers, distributors, wholesalers and 
mail order houses were released 
on Nov. 28 and Jan. 1. 

This action releases 80 per 
cent of farm milk coolers of the 
immersion and tubular or sur- 
face type factured under War 
Production Order L-170, as well 
as all farm milk coolers of the 
same types in manufacturers’ 
stocks on Oct. 31, 1942. The re- 
lease permits regular transfers 
through trade channels, but re- 
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quires rationing on sales to farm- 
ers. 
Also released are irrigation 
turbine and centrifugal pumps. 
As with milk coolers, irrigation 
pumps are rationed by county 
farm rationing committees. Manu- 
facturers are also permitted to 
release other machinery still 
frozen in their possession as soon 
as they receive distribution plans 
which are being sent to them 
from day to day by the Depart- 
ment. Manufacturers are required 
to “tag” each machine sold, for 
use only in a designated county. 

The Department has estab- 
lished a county farm rationing 
committee in each agricultural 
county. These committees are 
authorized to issue purchase cer- 
tificates to farmers after deter- 




































A WICK 
YOU CAN 
BUY 


and sell! 







CTORY 


WICK. 
FOR OIL-BURNING WICKLESS STOVES 


Victory Wick is not by any means a new product, but a tested and 
proven asbestos pqper wick that lights quickly and produces a good 
flame . . . and gives satisfactory service for a long time. It's the 
natural substitute for your reduced stocks of GLASWIK and 
FLAMEMASTER woven wicks (now limited because of military 
needs). 

Now conveniently packed in 5!/2 foot lengths; in 4 sizes to fit any 
standard stove, eliminating the necessity of tremendous stocks. 
































Don't risk the loss of sales because of the shortage of woven wicks... 
Order your supply of VICTORY WICKS now. It's the Wick you 
can BUY and SELL! 


VYitar FOR VICTORY 


You'll see less and less of these two famous 
trade-marks for the duration due to ever- 
increasing military needs—but we will con- 
tinue to fill your needs for both Glaswik 
Spun Glass Wicks and Flamemaster Asbestos 
Wicks as. fully 


FLAMEMASTER..::: 


ATTRACTIVE 3-COLOR PACKAGE 


5/2-foot rolls in each box 
ONLY FOUR SIZES TO STOCK 


to fit any standard stove 


ORDER TODAY 








as eonditions 














ATLAS ASBESTOS CO. 


Manufacturers of Glaswik and Flamemaster Wicks 


PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 
North Wales, Penna. 











, LAWND ALE 


4) CHALK LINE 


Connected balls 
Exclusive put-up 





EACH BALL TIED 
SEPARATELY 





MASOK LINES Only Famous Lawndale Chalk Line is avail- 
STAGING able in this exclusive put-up that enables 
HAND Ling dealers to supply any continuous lengths 
up to 600 feet, by stocking ONLY 50-foot 
balls. Also put up in 100-foot balls. 
Made of pure, white, high grade cotton 
EXTRA strong and smooth... Our original 
twisted construction preferred by most 
users ... Available in 15-18-21-24 plys. 


Write for Samples and Prices. . . We also 
invite inquiries on Special Constructions. 


GLEVELAND MILL & POWER CO. 


LAWNDALE, NORTH CAROLINA 
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Feel that hard steel, Adolph? Well, we have temporarily 
stopped selling Economasters (except on a high priority 
order) so that you could feel the warmth of that bayonet. 
But, after the war we will be back in the heater business 
building what, we believe, is the finest electric heater on 
the market. Meantime we're proud that Economaster 
materials have contributed to your present uncomfortable 
position 


oe 
ECONOMASTER —_ SOUR ECONOMASTER 


PRODUCTSCO.., Inc. 


A TENNESSEE VALLEY APPLIANCE 
ORGANIZATION 


117-119 Ninth Ave., North 
na WHEN PEACE COMES AND 
enna, Toms LOW COST POWER IS 


Piant at Shelbyville, Tenn. AVAILABLE TO ALL. 


76 








mining which applicants  will| mittees of their various quotas. 


make best use of the machinery Fred S. Wallace, Special War 
in obtaining war food and fiber| Board Assi<tant, urges farmers 
production. needing spring machinery to dis- 
Each county is given a quota| cuss their needs with their com- 
specifying the number of ra-| mittees. He says: “With less new 
tioned machines which are ex-| farm machinery than usual, in a 
pected to be available for sale in| year when the demand will be 
1943. Preliminary county quotas | greater than ever, the rationing 
have been set for most of the| job is one of deciding which of 
approximately 75 types of farm| several aplicants can use the 
machinery to be rationed. State | equipment to the greatest advan- 
U.S.D.A. War Boards have ad-| tage in producing for the Na- 
vised county farm rationing com- | tion’s huge production goals.” 











NEMA Refrigerator 


Section Urges Speedier 
Salvage of Old Parts 


Hardware dealers, all over the| ing in effect, “Help Yourself! 
country, are striving to keep| Help Uncle Sam! Salvage old 
electrical refrigerators and other | appliance parts promptly, so that 
appliances, in their communities} we can rebuild them into new 
in proper working order and to| repair parts.” It is the definite 
promptly replace worn parts.| feeling of manufacturers that the 
Some dealers report that man-| repair parts situation will com 
power is the big problem, others| tinue to be critical. However 
that the difficulty lies in obtain-| close cooperation with manufae- 
ing the necessary parts. And| turers, on the part of dealers, by 
there are many who find hotii| returning defective parts will eut 
conditions causing “bottlenecks” | down the delay in satisfying eus- 
in their repair services. tomer needs. 


Because the War Production Many dealers have already felt 
Board found it necessary to limit | the pinch of lack of service per- 
the amount of critical materials| sonnel. Some are attempting to 
available for repair parts the| relieve the situation by training 
Household Refrigerator Section,| women and older men. At the 
National Electrical Manufac-| same time this situation was de- 
turers’ Association, 155 E. 44th| veloping, manufacturers found 
St., New York City, is conduct-| themselves limited by WPB 
ing a new drive urging dealers to| orders on the amount of repair 
speed up salvage of old refriger-| parts they could build. At pres- 
ator and other electrical appli-| ent each manufacturer requests 
ance parts as a means of easing | permission of WPB every 90 days 
the materials situation. Some|to build what he considers an 
manufacturers refuse to ship new | adequate stock for the next three 
parts unless a dealer has shipped | months. Once the WPB approval 
to them old parts of the same| is obtained, however, the manu- 
type. Others only require that | facturer still has to get materials 
certain parts be shipped directly | and get his factory in motion to 
to them. As to the larger worn| build the approved quantity. 
parts, the retail dealer turns them | And this is where the return of 
over to authorized scrap dealers,| worn parts enters the picture. 
or collection agencies, and sends} NEMA is preparing an ex- 
the manufacturer evidence of| planatory folder to be given by 
that fact before replacements | retail dealer servicemen to con- 
are shipped. sumers in cases of unavoidable 

Manufacturers affiliated with| service delays. Folders will be 
the Household Refrigeration Sec-| supplied by manufacturers to 
tion, NEMA, are inserting in| their servicing dealers. They 
their regular business publication | will explain briefly the shortage 











advertisements statements say-|of materials, the difficulty of 


HARDWARE AGE 











supp! 
short 
The 

tome! 
coun! 
plian 


86 





A 
of bi 
ruary 
by tl 
tratic 
noun 
pers¢ 
auth 
chine 

Th 
bicyc 
Janu 
reser 
any 
veloy 
been 
Janu 
Most 
assig 
wher 
have 
biles 

In 
cuts 
eligi! 
anyo 
doin; 
to t 
welf. 
by s 
work 
work 
in a 
been 
auth 
shov 
betw 
quot 
follo 
Stat 


Alal 
Ariz 
Ark: 
Cali 
Cole 
Con 
Dela 
Flor 
Geo: 
Idak 


20 


the 
nila 
issu 
18 
Ope 


FE 





sv Fo @&® S&S @ Ge *- 


= ¢€ 


, Se ll 


cw FF FF @ 











shortage of service manpower. 
The folder will ask the cus- 
tomer’s indulgence should he en- 
counter delays in getting his ap- 
pliances serviced. While pre- 


supplying new parts, and the| 





pared by the association’s Re- 
frigeration Section the folder 
will speak in terms of all types 
of electrical appliances and will 
contain space for the dealer’s 
imprint. 








86,700 New Bicycles 
Set as February Quota 


A slight increase in the quota 
of bicycles for rationing in Feb- 
ruary, which was allotted recently 
by the Office of Price Adminis- 
tration, reflects recently an- 
nounced additions to the list of 
persons eligible for certificates 
authorizing purchase of the ma- 
chines. 

The February quota of 86,700 
bicycles compares with 85,000 for 
January. In addition, the state 
reserves which are set up to meet 
any requirements that may de- 
velop in excess of quota have 
been increased from 25,500 in 
January to 32,900 in February. 
Most of this increase has been 
assigned to the 17 eastern states 
where cuts in gasoline rations 
have curbed the use of automo- 
biles. 

In areas where the gasoline 
cuts are in effect, the expanded 
eligibility makes it possible for 
anyone gainfully employed or 
doing volunteer work essential 
to the war program or public 
welfare to qualify for a bicycle 
by showing need for one in his 
work or in getting to and from 
work. Moreover, school pupils 
in all parts of the country have 
been made eligible and can get 
authority to buy bicycles by 
showing need for them in going 
between home and school. State 
quotas and reserves for February 
follow: 


State Quota Reserve 
Alabama 2,079 624 
Arizona 441 132 
Arkansas 874 262 
California 10,999 3,290 
Colorado 849 255 
Connecticut 1,575 788 
Delaware 375 188 
Florida 2,245 1,122 
Georgia 3,327 

Idaho 273 





State Quota Reserve 
Illinois 3,736 =-:1,121 
Indiana 2,191 657 
Iowa 963 289 
Kansas 1,134 340 
Kentucky 1,015 304 
Louisiana 1,407 422 
Maine 575 288 
Maryland 1,413 706 
Massachusetts 2,910 1,455 
Michigan 4,653 1,396 
Minnesota 799 240 
Mississippi 1,349 405 
Missouri 1,847 554 
Montana 228 68 
Nebraska 664 199 
Nevada 150 44 
New Hampshire 345 172 
New Jersey 2,490 1,245 
New Mexico . 304 91 
New York 6,450 3,225 
North Carolina 2,401 = 1,200 
North Dakota 147 44 
Ohio 3,742 1,123 
Oklahoma 1,281 384 
Oregon 839 252 
Pennsylvania 4,346 2,173 
Rhode Island 685 308 
South Carolina 1,742 871 
South Dakota .. 189 57 
Tennessee 1,796 539 
Texas 4,205 1,262 
Utah 639 192 
Vermont 144 72 
Virginia 2,606 1,303 
Washington 1,729 518 
West Virginia 635 318 
Wisconsin 1,508 452 
Wyoming 178 53 
Dist. of Columbia. 300 150 


Total 86,700 32,900 


February quotas for territories 
of the United States: Alaska, 
20; Panama Canal Zone, 150; 
Puerto Rico, 400; Virgin Islands, 
25. No quota was assigned to 


1,664 | Hawaii, which is under military 
83 | rule. 








20 Per Cent of Manila Cordage 


An error in the wording of 
the amended Order M-36 (ma- 
nila fiber and manila cordage), 
issued Jan. 4, was corrected Jan. 
18 by the Dictor General for 
Operations. 

As issued, the amended order 
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For Civilian Purposes 


provided that 60 per cent of a 
manufacturer’s permitted sales of 
manila cordage for the first quar- 
ter of 1943 could be for civilian 
purposes. This figure should have 
been 20 per cent, as the order 
now indicates. 
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“Keep in Touch With 
Your Sporting Goods Dealer” 


Uncle Sam’s soldiers, sailors and marines 
have first call on our facilities these days, 
but Ta-pat-co Outdoor Sports Equipment is 


STAY-A-FLOAT = heing kept before your customers so that 
when peace-time production is resumed, 
you will enjoy the same good demand you 

ure preserverns had for Ta-patsco before the war. 

_ The advertisement reproduced above is 
ane, one of a series that will appear in National 
—— . ° 

Outdoor and other magazines having more 
BOAT CUSHIONS 
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After victory is won, we want you to have first call 


from sportsmen for their favorite Ta-pat-co equipment. 
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AMERICAN PAD AND TEXTILE COMPANY, Greenfield, Ohio 
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February 4, 1943 


Paint cleaner—Patent Cereals 
Co., Geneva, N. Y., recently announced 
that prices on its Regular Dic-A-Doo 
Paint Cleaner, to dealers, has been re- 
duced from $2.25 a dozen to $2.00 per 
“Prepared Dic-A-Doo,” 
formerly packed in tin, but now packed 
in glass are unchanged. The new form 
of packaging was utilized despite, the 
company points out, increased freight 
rates caused by the use of glass. 

- 7 * 


doz. Prices on 


Farm equipment — tempo- 
rary pricing—FEffective Jan. 19, by 
amendment to price order 246, tempo- 
rary maximum prices may be estab- 
lished by manufacturers for farm equip- 
ment which has been altered since 
March 31, 1942, provided the new prices 
have OPA approval, and provided that 
the manufacturer's production exper’- 
ence is insufficient to serve as an 
accurate base in the establishment of 
permanent ceiling prices. 


. * * 
Less garden tools When 
spring comes, farmers and Victory 


gardeners will find in hardware stores 
a greatly reduced variety of rakes, 
forks and hoes. The gardening imple- 
ments they do find will be simplified in 
design and of only two, and sometimes 
three grades. 

WPB has ordered elimination of 
about 700 items among gardening imple- 
ments and industrial hand tools, to save 
between 800 and 1,000 tons of steel. 
After Apr. 8, manufacturers may use 
only suitable grades of carbon steel, 
(no alloy steel) for the permitted pat- 
terns and styles. A “grace” period of 
one month, to May 8, is allowed to finish 
tools which were put in process before 
the effective date 

* a * 

Fertilizer priority—The Sec- 
retary of Agriculture has issued an 
order giving to the several essential war 
food and fiber crops first priority on the 
country’s limited supply of chemical 
fertilizers, and listing these crops in 
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detail. Fertilizer manufacturers and 
dealers will be required to obtain writ- 
ten statements from their customers re- 
garding the intended use of fertilizers, 
before making deliveries. 

A universal garden fertilizer, for use 
in all states, to further the “Victory 
Garden” program for essential food re- 
quirements, has been announced jointly 
by the Department of Agriculture and 
the War Production Board. The new 
fertilizer combines the value and safety 
factors of organic nitrogen, the benefits 
of which extend well over the growing 
season, with a small amount of chemi- 
cal nitrogen to provide vegetable plant- 
ings with a quick start. 

” - * 
wash tubs frozen— 
inventories of pails, 


Pails, 
Manufacturers’ 
buckets and wash tubs have been frozen 
by War Production Board in amending 
Order L-30-A except for sale to govern- 
ment agencies and essential industr‘es. 
Since no release for civilian consump- 
tion is provided, these articles will not 
be available to the general public when 
dealers’ stocks are exhausted. 

Permitted use of iron and steel will 
include one to five-gallon cans designed 
for storage of oil, gasoline or kerosene, 
but only for preferred orders or orders 
for safety types, from railroads or other 
common carriers. 

+ *” a 

Milk can output raised 
Manufacture of simplified type milk 
cans in the year ending June 30, 1943, 
may be increased by 75 per cent under 
WPB amendment to order M-200. 

A new formula is announced, under 
which can maufacturers will be able to 
use iron and steel in sufficient quantity 
to ra‘se total production through June 
30, from approximately 850,000 cans 
to 1,500,000 cans. 


* * * 


Water heaters defined—To 
remove misunderstanding of limitation 
orders regulating production of water 
heaters, WPB has issued an interpreta- 








tion of Order L-185. 
pliances, including laundry stoves or 


Any heating ap- 


laundry heaters, which have perma- 
nently built-in coils for water heating, 
or which have water jackets as integral 
parts of the appliances, are water 
heaters, and are subject to their restric- 
tions. 

Such devices as water backs, water 
fronts, reservoirs, and coils, which per- 
form a water-heating function when 
connected to cooking stoves or domestic 
cooking appliances (and which are de- 
tachable or replaceable) are also classed 
and restricted as water heaters. 

. ” - 

Heating stoves and acces- 
sories—WPB has extended A-8 ratings, 
for many distributors (on PD-IX appli- 
cations), to ensure needed minimum 
supplies to finish out this winter sea- 
son. 

All orders receiving this assistance 
must be shipped during January or 
February, and supplies are allotted on 
the basis of location, with the colder 
states receiving preference. 

7 + * 

Revised pricing methods— 
OPA since Jan. 18 has given manufac- 
turers of many items a more convenient 
method for pricing new articles, trans- 
ferring these from other price measures, 
and placing them under maximum price 
regulation No. 188. Four methods of 
figuring maximum prices for new goods 
are provided under this familiar order. 

Included in the items transferred to 
the control of No. 188 were: 

1. Health equipment and supplies. 

2. Industrial and commercial X-ray 
equipment. 

3. Industrial safety equipment. 

4. Upholstery frames and partially 
assembled wood furniture and parts. 

5. A number of miscellaneous com- 
modities including seat pads, cotton bat- 
ting, instrument cases, photo engraving 
and copying supplies, also several ma- 
rine items. 

A few items were withdrawn from 
control of regulation No. 188 by the 
same action. They were bentonite, 
Fuller’s earth, Kaolin or China clay, 
slate granules and flour, enameled iron 
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and steel sheets and shapes, refrigera- 
tion controls, and unframed pictures. 
; * = * 


Radio batteries limited — 
Battery-run radios, particularly those 
used on farms, should be operated on 
the basis of obtaining only a single set 
of replacement batteries a year, the 
War Production Board warns. 

Pointing out that production of farm 
radio batteries has been cut, because 
of restrictions on zinc and other ma- 
terials, the Board 
radio owners to follow simple conserva- 


cautions _ battery 
tion rules for assuring maximum ser- 
vice from their present equipment. 

By amendment to WPB order L-71, 
battery quotas 
changed, but the flashlight type is cut 
an additional 28 per cent, holding such 
production to about 35 per cent of the 
1941 rate. Flashlight battery quotas 
have been changed from quarterly to 


radio remain un- 


monthly periods. 

Production rates for hearing aid bat- 
teries will be set, by requiring manu- 
facturers to file quarterly reports of 
proposed production with WPB for 
approval. 

* * bal 
Electric motors’ ratings 
Purchase orders for electric métors and 
generators may not be accepted by 
manufacturers or dealers except under 
ratings of AA-5 or higher, by recent 
WPB amendment to Order L-221. 


* * * 


Floor sanding machinery - 
Production of floor sanding, finishing 
and maintenance machines after March 
15 has been prohib‘ted by WPB order. 
Production of industrial vacuum 
cleaners also has been put under severe 
restrictions. Restrictions also on the 
sale, rental, and transfer of certain of 
the affected machines, were imposed, 
effective immediately. 

Manufacturers have been permitted 
to begin fabrication of parts until Jan. 
15, from materials already in hand, but 
industrial 


in the case of vacuum 


cleaners, fabrication of parts may be 
limited by production quotas. 

Production of repair parts in each 
calendar quarter of 1943 cannot exceed 
in manufacturing cost two per cent of 
each manufacturer’s dollar sales of 
machines during 1941. 


* * a 


Tin use further reduced 
Tin consumption will be cut another 
12,000 to 15,000 tons in 1943 by a new 
WPB order, No. M-43, probably reduc- 
ing tin use this year to about one-half 
the 1941 consumption. 

Principal additional savings will be 
gained by reducing the tin content of 
solder, for general uses, from the 30 
per cent formerly permitted, to 20 per 


cent. 




























content to 20 per cent may end the use- 

fulness of some of the popular core 
solders on the market. 
+ ” 7” 

Paper output curbed—WPB 

has further trimmed the industry by 


Further savings will come from the 
new order’s listing certain specific uses, 
the quantities, and the circumstances of 
use which are permitted, prohibiting all 
others. The use of new pig tin also 
will be permitted only where the use of 





secondary tin is not possible. ordering sweeping reductions in the 
output of major classes of paper. Two 
orders limit the amount of paper which 


book publishers may 


Much progress has been made in the 
production of low-tin-content solders, 
containing silver. Despite the higher 
melting point, and the more sluggish 
flow of such solders, they have been 
adapted reasonably well to many uses. Food, 

It is feared that the reduction of tin 


converters and 
use, and bring under control the use of 
paper in commercial printing. 

wearing apparel, gifts and 
other familiar products sold at retail 








Military Barracks “Draft” a Large 
Tonnage of Wire Mill 
Products 





Thousands of wire mill products 
are required for planes, tanks, 
guns, ships and soldiers—just a 
few of which are illustrated. 


‘es sone of many wartime 
reasons for continued fence 
shortage 


Housing America’s rapidly expand- 
ing fighting forces is a tremendous 
accomplishment. Building barracks 
demands prompt delivery of huge 
tonnages of nails, bolts, screws and 
miscellaneous hardware. Equipping 
them calls for many other wire mill 
products such as cots, coat hangers, 
mess kitchen utensils. 
















Wire, rods and billets are essential 
to planes, tanks, guns and ships, 
too. That’s why Keystone’s pro- 
duction is “drafted” into the 
“march to Victory” 











And just as soon as that march 
gains full stride — more steel may be 
spared for much needed farm fence. 



















Because of 
53 Years 
Satisfaction 
Fence Users will continue to 

“Look for the Top Wire Painted RED” 
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ment consists of two glass shelves; 
less steel door strike and bullet door catch, 


will be packaged in new types of paper- 
board boxes, and some merchandise will 
not be packaged at all, under provisions 
of still another order. 

Converters may use from 50 per cent 
to 110 per cent of their 1942 amounts 
to make listed articles, including en- 
velopes and paper towels, but are pro- 
hibited after Feb. 15 from using any 
paper to make other articles, such as 
albums, coasters and mats, doilies, 
poker chips, tray covers and mats, and 
venetian blinds. 

OPA has recently amended price 
regulation 266 to permit the addition, 
under certain circumstances, of the net 
increase in cost of casing materials and 
metal strapping for packing toilet tis- 
sue. 

This is to compensate manufacturers 
who cannot, under prevailing ceilings, 
meet higher costs of shipping toilet 
tissue in the new cartons required by 
army specifications. 


* - * 


Informal storm windows 
Hardware stores have in stock many 
accessories which may help out, during 
the cold season, in conserving heat in 
homes. Stores may well give publicity 
to some of the OPA suggestions for 


MIAMI ucod 


ballroom CABINETS 
Modern ad metal units 


MIAMI Wood Cabinets are —Miami Food Cabinets | 
lined units — unlike 
the _ old - fashioned | 
ggg illustrated be- 








moisture-proof 


sion of WPB), 


Write Dept. HA for complete details. 


MIAMI CABINET DIVISION 
THE PHILIP CAREY MFG. COMPANY 


Dependable Products Since 1873 
MIDDLETOWN, OHIO 
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modern, streamlined, beauti- 
ful. Their neatly framed 
mirrors, durable finish and 
compact, easily accessible 
cabinet space reflect good 
design and craftsmanship. 

The Miami Line consists of two dis- 
tinctive wood cabinet models; also 
wood-framed_ wall 
sizes. The cabinet body of 
the new models is made of 
kiln dried hardwood, with 
joints double locked, glued 
and tenoned; door-back of 
composition 
board; mirrors of double- 
strength quality; 
three coats baked-on, white 
enamel. A feature of the 
cabinet especially 
sized is the neat 
frame of steel (by permis- 
finished to 
Equip- 


mirrors in 


finish, 


empha- 
mirror 


match the cabinet. 
bar-type door stop; stain- 


“storm window substitutes,” in view of 
the shortages of milled lumber sash in 
many sections of the country. 

One “victory storm window,” con- 
sists of placing over the window a 
second pane of glass secured by strips 
of picture-frame type molding. An all- 
weather sealing tape is then run around 
the edge to prevent air infiltration. 

Other rules for saving heat—as sug- 
gested by OPA—are: 

1. If the living room opens off a 
hall, drapes (or a substitute for them) 
should be hung across the door. 

2. If there is a fireplace, it should 
be used after dinner when the family 
is tired, and probably least active. 

3. Window shades or drapes shouid 
be drawn at night—and on windy days. 

4. Some walls are cold. A_ wall 
hanging, or a blanket hung up, will 
keep this cold from penetrating. 

5. If outside doorways leak cold air, 
a small rug or mat placed against them 
will keep drafts off the floor. 

6. A layer of newspapers under rugs 

or a rug pad made for the purpose— 
will help keep floors warm. 

7. If windows are not weather- 
stripped, a fold of newspaper along the 
bottom of the window, on the sill, will 
help keep out drafts. 


















Rubber Health Sundries — 
Two new regulations establishing maxi- 
mum prices for rubber health sundries 
at all distribution levels were an- 
nounced Jan. 18 by OPA. Ceilings for 
the “victory line” of rubber health sun- 
dries are specified in detail, and manu- 
facturers are required to stamp the 
maximum retail price of each item on 
the article itself or on the container in 
which it is sold to the public. Victory 
sundries include hot water bottles, 
combination syringes, ice caps _ and 
bags, and invalid rings produced after 
Jan. 31, 1943, meeting minimum WPB 
standards. 

Manufacturers’ ceilings on rubber 
sundries not included in the Victory 
line are moved back to prices which 
were being asked a year ago. These 
include many articles vital to health 
such as baby nipples, ice bags, syringes, 
rubber tubing, rubber dental supplies, 
bulb goods, hospital and surgical sup- 
plies and hard rubber goods. 

Wholesale and retail prices represent 
the application of specific percentage 
mark-ups to the base price of the manu- 
facturer. These mark-ups and the 
method of application are set forth in 
detail in the Regulation. 

e 


* * Bg 


Manila cordage limited — By 
amended WPB order M-36 (manila 
fiber and manila cordage), issued Jan. 
4, only 20 per cent of a manufacturer’s 
permitted sales of manila cordage for 
the first quarter may be for civilian pur- 
poses. 

The permitted uses are closely re- 
stricted, and have been very “tight” for 
many months. 

* * * 


Paint lines in November — 
Sales of paint, varnish, lacquer and 
fillers amounted to $38,121,550 in No- 
vember, 1942 (reported by 680 manu- 
facturers representing about 90 per cent 
of the industry’s output), compared 
with $41,367,698 in November, 1941, ac- 
cording to data released by the Bureau 
of Census. The eleven months’ total in 
1942 was $492,604,211 as against $513,- 
690,393 in the corresponding period of 
1941, and $384,207,659 in 1940. 


* * * 


Bodied linseed oil — Paint 
manufacturers may substitute bodied 
linseed oil for some of the linseed oil 
used in ready mixed exterior oil paints 
without reducing the maximum prices, 
OPA has ruled in a Jan. 16 announce- 
ment. 

The new paints, in which no more 
than 50 per cent of the oil is replaced 
with bodied linseed, must meet OPA 
specifications designed to preserve the 
durability, hiding, working and brushing 
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properties of the old paint, and to keep 
or improve the quality and serviceability 
of the paint, in general. The amount of 
linseed oil available for manufacture 
of paints has been limited by the War 
Production Board, and the 
bodied oil will effect a considerable con- 
servation, without impairing the quality 
of the paint. 


use of 


* x * 


Shellac substitute—Due to the 
scarcity of imported raw shellac and 
the WPB limitations upon sales, trade 
attention is turning to possible substi- 
tutes. Several of these are on the mar- 
ket, and for some of them claims are 
made that they are even superior to 
shellac for interior uses, that they can 
be rubbed and sprayed, will thin with 
alcohol, are quick drying, have high 
gloss, are clear and transparent, and 
will not deteriorate in stock from age. 


« * * 


Changed plastics formula — 
A new method for determining manu- 
facturers’ maximum prices for thou- 
sands of new miscellaneous plastics 
parts, including 
many war and civilian articles, has been 
ordered by OPA in supplement No. 229 
under the general maximum price regu- 
lation. 
Plastics parts affected include those 


assemblies used in 


used in manufacture of personal and 
household accessories, notions, jewelry, 
lamps, smokers’ articles, sporting goods, 
etc. 
* « oo 

Spring goods moving out-— 
With the approach of the new season 
for many spring lines, the turn into 
1943 sees rather heavy tonnages being 
released from wholesalers’ stocks— 
mostly farm items received during re- 
cent weeks, and held briefly until 
merchant customers could accept de- 
livery. 

Even though these supplies are being 
spread thinly among each wholesaler’s 
regular trade, they are usually far in- 
sufficient to supply those customers’ 


Re: OPA Cons Down 


OUR article in Dec. 24 issue 
(see p. 66) entitled “O.P.A. 
Starts to Crack Down,” certainly hit 
the nail on the head. For example, 
we handle wallpaper, with over 100 
new patterns coming in, we’re at a 
loss to know how to price it. It 
makes our head swim. We've cut 
the article out and sent it to our 
Representative and if you can sup- 
ply two more of them. we’ll send 
one to each of our Senators. Keep 
up the good work. It’s good to know 
some one is with us. 
Jos. Fonprk 
Fondrk’s Hardware 
Leechburg, Pa. 
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minimum requirements. Then, too, with 
this final draining of the jobbers’ sea- 
sonable accumulations, the oncoming 
famine, for merchant and user alike, 
makes a further close approach. 
ok * ae 

Still things to buy — The 
stronger retailers seemingly still have 
goods to sell—perhaps they can stretch 
their supplies, and newly available sub- 
stitute lines, well into 1943. The Fed- 
eral Reserve says that department store 
sales were 1 per cent higher in the 
week ended Jan. 16 than in the com- 
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parable 1942 week, while volume for 
the latest four weeks ended the same 
date was 8 per cent higher. 
10,504 independent retailers in 23 cen- 


Sales of 


tral and eastern states increased 4 per 
cent in December over the same month 
of 1941, and 28 per cent over November. 

However, WPB spokesmen emphasize 
that America’s retail trade faces poor 
prospects this year, referring, as an 


illustration, to the decline in civilian 
consumption of steel products from 20,- 
000,000 tons in 1940 to around 6,000,000 
last year, and forecasting for 1943 an 





@ The entire manufacturing facilities here at Mid-States are, today, 
turned to the production of steel products essential to war. 
Some day that job will be done, and we can again serve our old 


customers as we did before. 


LIMITED FENCE AVAILABLE FOR NECESSARY REPAIRS 


In the meantime, as we are able to produce farm and poultry fence 
for civilian use, we will endeavor to take care of your needs, so that 
you can help at least some of your customers keep their fences in good 


repair for the duration. 


Our advertising appearing regularly in six favorite farm papers 
urges millions of readers to discuss fence repairing with their dealers. 


MID-STATES STEEL & WIRE COMPANY, CRAWFORDSVILLE, INDIANA 


@ Mid-States advertising now appearing in American Farm Youth— 
Capper’s Farmer—Prairie Farmer— Poultry Tribune (Central & Western 





Ed.)—Progressive Farmer (Ky.-Tenn.)—Successful Farming. 
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estimated 1,500,000 tons, or only 7% 
per cent of the 1940 total. Needed tin 
cans, and essential repairs for existing 
items, will account for most of the 7% 
per cent “trickle.” 

* na a 


Not much more trimming 

WPB warns that the impact of its 
restrictions on consumers’ goods have 
scarcely been felt because of high in- 
ventories, but these inventories are be- 
ing drained off rapidly, and the public 
must soon face the real shortages. How- 
ever, these will be the delayed effect of 
regulations whieh long have been accu- 
mulating. Actually, WPB Chairman 
Donald M. Nelson has said recently that 
very little more can be trimmed from 
the c'vilian economy which would save 
a substantial amount of materials for 
the war effort, and that some WPB 
officials believe it already has been 
trimmed too heavily. 


m e 3 


Pressure for steel continues 

The Iron Age warns that no early 
easing of the current tight supply situ- 
ation in steel is in prospect, although 
operations have been increased to prac- 
tically 100 per cent of capacity. “De- 
spite the easing of new business en- 
countered by a few steel companies, 


most were receiving incoming tormage 


heavier than their outgoing shipments. 
There is no overall excess of steel, nor 
is there likely to be for a long time 
ahead.” Although February is a short 
month, mills will be asked to roll as 
much steel as in January. This will 
mean heavier pressure on finishing 
mills and a severe test of their flexi- 
bility. 
a Me ot 

Record industrial activity 
Business activity rose to a new all-time 
high during the week ended January 16. 
The Moody index on Jan. 16 stood at 
192.5 per cent of the 1935-39 average, 
compared with 168.1 a year earlier. 

Electricity production for the week 
ended Jan. 16 continued to show wide 
year-to-year improvement. Output 
totaled 3,952,479,000 kilowatt hours, an 
increase of 14.5 per cent over the corre- 
spond'ng 1942 period. 

Freight loadings by railroads in the 
week ended Jan. 16 totaled 755,369 cars, 
an increase above the preceding week, 
but a seeming decrease of 6.9 per cent 
from the corresponding year-ago week. 

Actual loadings of war materials, 
included. Tonnages loaded are regularly 
however, can no longer be reported or 
heavier than a year ago. 

ue a na 
Builders’ hardware extended 
The effective date of Schedule I of 





MORSE 


NEW YORK STORE: 130 LAFAYETTE ST. ~~~ -- CHICAGO STORE: 570 WEST RANDOLPH ST. 





For high production and 
accuracy from machine oper- 
ators, sell high-grade cutting 
tools. Fighting tools — not 
fighting talk—produce results! 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS.; U. S. A. 





2 





Limitation Order L-236 covering the 
manufacture of builders’ finishing hard- 
ware has been advanced from Jan. 15 to 
March 1 in an amendment recently 
issued by the War Production Board. 
Some changes in the order issued 
Dec. 9 are being considered, and it is 
expected that these revisions will be 
completed by the new March Ist date. 


Construction—Contracts to a 
total of $8,255,051,000 were awarded in 
the 37 eastern states during the calendar 
year 1942, F. W. Dodge Corp., an- 
nounced Jan. 25. This was 37 per cent 
greater than the total for the preceding 
year, and nearly 25 per cent greater 
than the figure for the previous high- 
record year 1928. Building contracts, 
amounting to $5,714,458,000, increased 
34 per cent over their 1941 volume; 
heavy engineering contracts, amounting 
to $2,540,603,000, increased 46 per cent 
over the preceding year. Most spectacu- 
lar increase was in new factory con- 
struction, contracts for which amounted 
to $2,227,458,000 in 1942, compared 
with $1,181,523,000 in 1941; both year’s 
figures exceeded all previous records. 
Contracts for residential building, ex- 
clusive of barracks for the armed ser- 
vices and war workers, declined from 
$1,817,419,000 in 1941 to $1,149,481,000 
in 1942. On the other hand, contracts 
for the barracks type of housing accom- 
modations increased nearly five-fold 
over 194]. 


Price levels—Price levels, as 
analyzed by the National Industrial Con- 
ference Board, are moving upward at a 
somewhat faster pace. Pressure against 
controls and ceilings increases, and the 
Administration seems to be veering 
away from subsidies. 

The Wholesale Price Index for all 
commodities moved up a full point dur- 
ing December, the greatest advance in 
any month since the general maximum 
price regulation was effective in May, 
and almost as great as in the previous 
six months. Wholesale prices are 
nearly 35 per cent above the level of 
August, 1940, but are only slightly 
above the average of 1926—*Par,” or 
100 in the price index—and only 6 per 
cent above the average of the boom 
year of 1929, 

OPA controls have prevented such a 
sharp price advance as occurred in the 
first World War, but the inflationary 
trend is persistently at work. To reach 
the 1917 average, a further increase of 
16 per cent would be necessary; to 
reach 1918, an increase of 30 per cent: 
1919, an increase of 37 per cent; and 
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to match runaway 1920, an increase of 
53 per cent would be needed. 


x « * 


Bessemer for farm ma- 
chinery—On January 2lst, a 30 per 
cene (50,000 tons) increase in the allot- 
ment of steel, all Bessemer however, for 
first quarter production of farm ma- 
chinery, was authorized by the War 
Production Board. This 
Senate committee report 


followed a 
that, 
more machinery is available, there was 
“grave danger” that food 
goals could not be met. 

WPB’s action total 
steel allotment for farm machinery from 
137,000 tons to 187,000 tons. The pri- 
ority rating of AA-l was assigned for 
delivery of the steel thus made avail- 
able. 


unless 
production 


increased the 


Gratification of industry members is 
tempered by the knowledge that Bes- 
semer steel is much less suitable for this 
use than the carbon or alloy steels to 
which the industry’s patterns and pro- 
cesses have been geared for many years 
past. 


Some restrictions relaxed 
Several restrictions on the manufacture 
and distribution of farm machinery and 
equipment have been modified by WPB 
in amending Limitation Order L-170. 

Under this action, repair parts can 
be produced at a rate of 167 per cent 
of the 1940 production. Water pump 
cylinders now are defined as repair 
parts, permitting cylinders to come 
within the increased quota for ‘repair 
parts. 

Certain provisions in the original 
order are changed as they apply to silos 
so that the weight of critical materials 
necessary for their construction, rather 
than the number of units constructed, 
governs the quota. 

The quota percentage for silo con- 
struction is 12 to 16. 


“when made 


increased from 
Grain bins and corn cribs 
from material other than steel” are ex- 
cluded from control by the 


order. 


amended 
like 
shoes, muleshoes and horseshoe nails, 


Harness hardware, horse- 
now is excluded from the restrictions 
limiting these to use on farms. 

Milk pails and strainers are added 
to Schedule A, and are assigned 36 and 
75 per cent 


quotas, respectively for 


Class B and Class C manufacturers. 


Bolts and Nuts 


Boston, Mass. The following 
suggested itself to me by the be- 
havior of a Customer in a hardware 
store—“You come in like a_ bolt 
and talk as a nut.” 

—Dr. Artuur F. Kravsz. 
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Experience dictates the specification of American 
Screw Co. brand... because specific orders for Ameri- 
can Slotted Screws always bring these exclusive extra 
advantages: 

Closer inspection, piece by piece, to make sure there 
are 144 grade-A American Screws in every gross. 

Cane ane. maintained by control of material 
and methods that makes every American Screw a twin 
of every other American Screw. 

Prompt Service, backed by high-speed production 
facilities and special consideration to customer re- 
quirements. 

Advanced engineering and research service, ready to 
help on fastening problems and to develop special 
screws as needed. 

That's why more and more users are specifying 
American Screws (slotted or a head). And that’s 
why American is the No. 1 screw line for mill supply 
houses and hardware dealers . . . it’s the top product that 
earns a steady, honest profit. 


AMERICAN SCREW COMPANY 
PROVIDENCE, RHODE ISLAND 
Chicago: 589 E. Illinois St. 


Detroit: 4-258 General 
Motors Bldg. 


WOOD SCREWS - MACHINE SCREWS - SHEET METAL SCREWS - STOVE BOLTS 


(with Slotted Heads or Phillips Recessed Heads) 
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Vichek Tools are 
proving their worth 
under fire. They are 
rendering distin- 
guished service. They 





have “what it takes’"— 
the result of 48 years 
of tool craftsmanship. 


1H VLCHEK 1001 co. 


3001 E. 87th St., Cleveland, Ohio 
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Texas Convention 





TEXAS OFFICERS—Left to right: H. R. Turner..Nayasota. vice-president: J. D. 
House, Jr., Paris, president: George P. Prewitt. Taylor. retiring president. 


NAME & PLACE —Texas 
Hardware and Implement Associa- 
tion convention, Jan. 18-19, at the 


Adolphus Hotel, Dallas, Texas. 
NEW OFFICERS — President, 


J. D. House, Jr.. Paris, succeeding 
Geo. P. Prewitt, Taylor;  vice- 
president, H. R. Turner, Navasota. 
Directors: Lee Watson, Sr., Brown- 
wood; E. B. Reed, Dallas; Edwin 
T. Broad, Brady; Charles Flato, 
Kingsville; George Beard, San An- 
gelo; Frank Van Ness, Mission; 
James Hill, Alice; Claud Rogers, 
Frisco; Henry D. Rush, Marlin; 
George P. Prewitt, Taylor. 


ADDRESSES—A. B. Jolly, 
Dallas County Farm Agent, urged 
the hardware men to assist the 
farmers in getting more efficiency 
out of the units they now have by 
giving them better care. “Three 
additional eggs per hen per year 
will supply the added amount asked 
for by the Department of Agricul- 
ture,” said Mr. Jolly. “Ten pounds 
extra weight on the same number 
of hogs we marketed last year will 
meet the 15 per cent additional pork 
we need. The first thing that most 
farmers think of when asked to pro- 
duce more food is to add to their 
flocks and herds, increasing the 
number of units; while the increase 
could be made more certain by a 
more efficient use of the units they 
are now operating. 

Walter D. Dryer, Regional Attor- 
ney, WLB Regional Office, Dallas, 
explained the operation of the wage 
and salary stabilization orders. 

Julian Capers, WMC, asked the 
hardware men to urge the farmers 
to take full advantage of the 86 


U. S. employment offices maintained 
in Texas in obtaining their work- 
ers. The WMC, he said, has set 
up its organization on decentralized 
lines, with experienced men who 
know local needs handling the 
problem of each community.” 

Lieut. Col. A. J. Lewis, regional 
representative of the Selective Ser- 
vice, for Texas, Oklahoma and 
Louisiana, said, “The biggest prob- 
lem today is the agricultural prob- 
lem. There is no point in having a 
ten million man- army if we can- 
not feed it. Not only the ten mil- 
lion men in the armed forces, but 
also the folks back home and the 
lend-lease are to be fed. Agricul- 
ture has been hit harder than any 
other industry in the country. Every- 
body has recruited from the farm 
boys and the ranch boys and the 
agricultural people have had no one 
from which they could recruit.” 

S. Joiner Cole, ODT, Dallas, 
urged that truck operators take full 
advantage of joint information 
offices set up to aid insuring that 
all trucks make return trips loaded, 
and said that enforcement of ODT 
regulations will be more stringent, 
now that the task of getting certifi- 
cates of necessity into the hands of 
operators had been completed. 

Dudly H. Pace, former consult- 
ant WLB, Farm Machinery and 
Equipment Branch, now with John 
Deere Plow Co., Kansas City, Mo., 
said “Hardware dealers must fur- 
nish the equipment necessary to 
meet farm quotas in a gation at 
war, even with the limitations of the 
War Production Board.” 

Just what implements the farmer 

(Continued on page 93) 
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No Priority Replaces 
Needed rawhide 
- and 
lade of Ce lulose rubber 
Nitrate Plastic 
—No Metal. mallets. 
nnieiits UNBREAKABLE = | AMBER les 
xceeding VES e have broug 
Strong and st € MAR PROOF it out for the 
yet can be used Retail Hardware 
on the most Store to reach 
delicate mechanics. 
machinery. 
Patent Pending 
No. 160 Assortment consists of six matlets— 
2 each 34” diameter, 1” diameter and 1%” diameter 
with an attractive display card. 
Open stock on 3” to 1%” diameter curved head 
Open stock on 1%” to 2” diameter straight head 
Prompt Deliveries — Ask your jobber's salesman for catalog pages or write direct for 
pages and nearest jobber. 
* 
FULLER BROS., 207 West 25th St., New York City 
Sold only through regular hardware jobbers. 
N. Y. Representative: A. E. Fuller, 16 Hudson St., N. Y. City 



















FLOORS AND 
FLOOR COVERINGS 


‘Acme 


BALL BEARING 


CASTERS 


THESE casters PROTECT floors and floor cover- 
ings—no scratches on floor, rugs or carpets. 
‘‘@eme’’ Casters are ball bearing casters and move 















THESE CASTERS smoothly and easily in any direction and—they sell 
HAVE A BALL THAT as easily as they move. Let ‘“‘Aeme’’ step up your 
ROLLS ON BALLS caster sales and profits. Every customer is a logi- 






cal prospect for ‘“‘Aeme’’ Ball Bearing Casters. 


The manufacture of ‘“‘Acme’’ Casters will be discontinued for the duraties. 
We can only supply ‘‘Acme’’ Casters to customers with high priority ratings. 






THE SCHATZ MANUFACTURING CO. 
U.S. A. 


REPRESENTATIVES LOCATED AT 


Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 
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And Still Available tor Hardware Distribution 


Salt ’n Pepper 
Range Set 


Shaker tops have new “side flow” styl- 
ing and are embossed “S” and “P”. 


Tops and tray are of red Tenite plastic; 





containers are ribbed clear-glass, 7-oz. 
capacity. No. 459 set includes tray and 
is handy for stove and table; easy to 
carry. Shakers also are sold individually. 
Federal Tool Corp., 412 N. Leavitt St., 
Chicago, II. 


Ceramic Fireplace 
Grates 


By the end of this winter at least 
1,000,000 ceramic fireplace grates will 
have been made available for installa- 
tion in American homes, according to 
an announcement by the WPB Conser- 
vation Division. This division assisted 
in the design and production of the new 
product. The ceramic fireplace grates 
are slatted, box-like affairs, which come 
in several shapes and sizes, weigh from 
30 to 60 Ib., and have natural buff or 
glazed stipple finishes. Coal, wood or 
charcoal may be used in the grate and 
it has ample fuel capacity and consider- 
able strength for carrying heavy loads. 
All parts of the grate are replaceable. 
These grates are especially useful to 
households unable to take advantage of 
fireplaces already in rooms because of 
the shortage of metal fireplace grates. 
By burning coal in this grate, it is pos- 


86 


sible to make a very substantial saving 
in the amount of fuel normally used in 
the central heating plant and at the 
same time enjoy an equal degree of 
comfort, the WPB Conservation Divi- 
sion points out. Grates are being manu- 
factured by Ohio Valley Clay Co., Steu- 
benville, Ohio; Gem Clay Forming Co., 
Sebring, Ohio; Conco Building Prod- 





ucts, Inc., Mendota, IIll.; Gill Clay Pot 
Co., Muncie, Ind., and National Tile 
Co., Inc., Anderson, Ind. 


Pumps and Water 
Systems Manual 


The reference manual, recently pub- 
lished by The F. E. Myers & Bro. Co., 
Ashland, Ohio, entitled, “Pumps and 
Water Systems—Their Care and Main- 
tenance,” is now available for distribu- 
tion to pump owners. Over 23,000 copies 
of the manual have been mailed to 
dealers and distributors of Myers prod- 
ucts and the company is now ready to 
distribute copies to all dealers and own- 
ers who are interested in it. This handy 
manual was prepared for owner guid- 
ance in the care and maintenance of 
various types of pumps in general use— 
whether of Myers’ or other manufac- 
ture. It is hoped that this book will be 
of practical value to owners during the 
critical wartime period when new equip- 
ment is difficult to obtain and the unin- 
terrupted operation of present machinery 
is so essential. 


All-Wood Toy 
Machine Gun 


Made entirely of wood with doweled 
joints. Swivel-head tripod permits gun 
to be aimed in any direction—up or 





‘down—to the right or to the left. Over- 


all size, 24% in. long by 13% in. high. 
Finished in a choice of olive drab or 
red. Gun makes a clicking noise. Packed 
individually in two-color carton, com- 
pletely assembled except tripod which 
is shipped knocked-down. Dealer cost 
of one to five dozen is $11.60 per doz.; 
six to 12 doz. lots cost the dealer $10.60 
per dozen. X-L Products, 17th and Inger- 
soll Aves., Des Moines, Iowa. 


Plastic Screen 
Cloth 


Screen cloth is woven of Saran. 
Maker states that it is extremely dur- 
able and will not be affected by salt 
atmospheres or by smoke and industrial 
fumes. Manufacturer claims that this 
screen cloth will not support combus- 
tion; a lighted match will melt it but it 
will not burn. The tensile strength of 
the filament used in this screen runs as 
high as 40,000 lb. per sq. in. It is said 
to be highly resistant to most mechani- 
cal injuries with the exception of cut- 
ting and will neither rust or corrode. 
Once framed, it will not sag, bag or 
bulge, according to the maker. Daylight 
is admitted through the translucent 
screen material as well as through the 
mesh. Chicopee Sales Corp., 40 Worth 
St., New York City. 
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i i pear in 
. Ads like this ap 
i ae is making customers 
ter the war! 





}™ DOWN your ideas for improving any current model 
Marlin Gun. Follow the simple contest rules and send your 
entry in. If you wish, you may suggest new features, not at 
present in the line. A free catalog is yours for the asking, 
to review the features of Marlin Guns. 


PRIZES IN THE BIG MARLIN CONTEST 


First prize is $500.00 in cash; second prize $100.00; third 
prize $50.00; fourteen additional prizes of $25.00 cash 
each. Seventeen prizes in all! (Marlin suggests the pur- 
chase of U.S. Savings Bonds with the prize money.) 


JUDGING 


Three famous gun editors—Bob Nichols of Field & Stream, 
Jack O’Connor of Outdoor Life, Maj. Chas. Askins of Sports 
Afie!d—will select the winning entries. All ideas for which 
prizes are given become the property of The Marlin Fire- 
arms Company and none will be returned. Prizes awarded 
for the seventeen ideas which are most valuable and prac- 
tical, in the opinion of the judges. Duplicate prizes 
awarded in the event of a tie. WINNERS will be determined 
and prizes announced as soon as possible. 


CONTEST RULES 


The Marlin Gun Contest is open to all sportsmen and deal- 
ers in guns, with the exception of Marlin employees. Writ- 
ten suggestions must not exceed 300 words, the shorter the 
better. No limit to number of entries which may be sub- 
mitted. Write name and address clearly on each suggestion. 
Mail entries to Dept.E, The Marlin Firearms Co., 17 East 
42nd Street, New York City. 

Entries must he received on or before July 1, 1943. Win 
cash with your ideas! Enter the Marlin Contest today. 





Marlin’s Over & Under Shotgun, Marlin lever action rifles, in cali- 
in 12,16 and 20 gauges and .410 bers .22, .30-.30 and .32 special, 
bore, is hammerless, cocks on open- have the solid-top, case-hardene 


ing, bas sturdy one-piece frame. receiver, with safe side ejection. 


The Marlin Firearms plant is now 100% on war production 
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In these Taper-Ground 
Crosscuts, you have a 
complete line of 
Simonds-steel saws 
with which to cover 
all the demands of the 
huge farm and con- 
struction field. There 
are 5 patterns, in all 
required lengths, 
widths, gauges of 
taper, and types of 
teeth. Give your farm- 
er and contractor cus- 
tomers the crosscuts 
that stand up and cut 
... the Simonds Taper 
Ground Line. 


SIMONDS SAW 
AND STEEL CO. 


Boston:1350 Columbia Rd. 
Seattle: 520 First Ave. San 
Francisco: 228 First St. 
Chicago: 127 S. Green St. 
New York:"11 Park Place. 
Spokane: 31 West Trent 
Ave. Portland, Ore.: 311 
S. W. First Ave. 


Left: No. 202, medium 
wide, 5 gauges taper, per- 
forated lance tooth. Right: 
No. 200, medium wide, 5 
gauges thinner on back 
than on cutting edge, two 
cutting teeth to each raker. 


* Bought Your Bonds thisWeek * 
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The Famous 
Temprex Fire-Place 


GRATES 


No. 711 


Stronger than cast iron 





Retails $8.95 to $10.00 


Guaranteed stronger than cast 
iron. Size 20" x 14” x 6". Weight 
10 lbs. Delivery Prompt within 
one week. 1% 15 days, net 30. 
F.O.B. North Hackensack, N. J. 


Write for Name of Nearest Jobber. 


THEODORE 
AVERBACH, inc. 


8 W. 36th St.. New York City 











The favorite 
glass cutters 
for over 
73 years 


we ele ee 
IN 


IRVINGTON, N.J 


Makers of 
Rad Dewily 
Glaziers and 

Painters 

Tools 
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Victory Asbestos Wicks 


The Atlas Asbestos Co., North Wales, 
Pa., has introduced a new Victory Wick 
for oil-burning wickless stoves and 
heaters, to replace the rapidly dwindling 
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T/T O1L- BURNING WICKLESS ST 


and hard-to-get stocks of woven asbestos 
and woven glass wicks. This substitute 
wick is constructed from asbestos paper 
and is said to have passed severe per- 
formance tests and proved satisfactory. 
Previous to the introduction of the woven 
asbestos and woven glass wicks, the as- 
bestos paper wick was universally used. 
However, the manufacturer states that 
it has never before been offered in con- 
veniently packed 544-ft. lengths. Comes 
in four sizes, fitting any standard stove. 
Packed in red, white and blue boxes. 
Selling helps are also available. 


Gear and Wheel 
Pullers 


Armstrong-Bray & Co., 5364-78 North- 
west Highway, Chicago, Ill., recently 
announced the addition to its line of 
Steelgrip Rigid-arm’ gear and wheel 
pullers. These new pullers add to a line 
that will take care of a wide range of 
jobs, covering factory work, tank, tractor, 
truck and farm machinery maintenance, 
etc. The new Steelgrip Rigid-arm gear 
and wheel pullers are of the same con- 
struction as the rest of the line; the 
forged stgel arms, forcing screw, etc., are 





WHATS NEW 





heat-treated for great strength. Made in 
three sizes. Circulars are available de- 
scribing these tools. 


House-Hasson 
Hardware Catalog 


House-Hasson Hardware Co., 757-763 
Western Ave., Knoxville, Tenn., whole- 
sale distributors of shelf and heavy hard- 
ware, recently issued its general catalog 
No. 42. This 950-page catalog lists the 
hardware items carried by the company 
together with a description of the prod- 
ucts and prices. It is completely illus- 
trated and conveniently indexed. 





Decals for Home 
Decoration 


Line of decals for decoration of 
kitchen, bathroom, nursery walls and 
accessories. Numerous designs, planned 
for all color schemes and produced in 
all sizes. Can be applied in two minutes 
and only water is needed. The decal is 
dipped in warm water for 15 seconds, 





New : 
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then removed and set aside for about 
one minute. The design is slid off the 
backing paper face up, smoothed down 
and allowed to dry. The Meyercord 
Co., 5323 W. Lake St., Chicago, Tl. 





“Tigereye” Luminous 
Numbers 


Numerals are made of a heavy fabric 
and cellulose acetate sheet between 
which are luminous sulfides. The acetate 
is said to protect the materials against 
moisture in all ordinary applications. 
For additional protection against weath- 
ering in out-door exposure, the numbers 
can be coated with a clear lacquer. Ac- 
cording to the maker, these numerals 
attract and store daylight or artificial 
light and emit a green light in utter 
darkness. The lighting capacity is said 
to last indefinitely and will not deteri- 
orate in stock. Manufacturer claims that 
they are absolutely harmless. Can be 
used as house numbers, on hotel rooms, 
storage spaces, apartments, lockers, etc. 
Put up in a counter display carton of 
a double front, containing six dozen of 
the smaller size and six dozen of the 
larger size. The Ellwood Co., 709 S. 
Cicero Ave., Chicago, Ill. 
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Are you getting 


YOUR SHARE OF 
INDUSTRIAL 
SOLDERING IRON 
BUSINESS? 


One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 

Iilustrated here is No. 600-10 (100 


watts, % in. tip) from the line of 
DRAKE Industrial Soldering Irons. 







’ 











ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 





3656 LINCOLN AVE. CHICAGO, ILL. 








Ne More Damage from Condensation 
or Sweating Pipes, Tanks, Walls, 
Ceilings and Air Ducts 


A SURE CURE 


This sensational plastic cork coating pre- 
vents condensation drip from metal, con- 
crete, brick, wood, plaster or compositien 
surfaces. 

Permanently protects metal against rust 
and corrosion, thus prolonging life ef 
pipes, tanks, etc. Forms a moisture-proof, 
insulation type coating impervious to acid 
and alkali. 

Stucco-like finish requires no mainte- 
nance and can be painted any color. 

A gallon covers about 30 feet of 1” O.D. 
pipe. Comes in 1, 5 and 55 gallon drums. 

Nationally Advertised. Demand is grow- 
ing rapidly with good 
profits for dealers. 





Order from your Job- 

ber or write for Hand- 

book and focal Sales 
Helps. 


Immediate Shipment 
J. W. MORTELL CO. 


Technical Coatings Since 1895 
$08 Burch St. Kankakee, til. 
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Blackout Booklet 


“Keeping the Blackout Outside Your 
Home,” a 15-page booklet prepared by 
Miss Myrtle Fahsbender, Director of 
Residential Lighting, Westinghouse 
Lamp Division, has been reviewed and 
passed by the United States Office of 
Civilian Defense and is being distributed 
by Westinghouse to assist householders 
in blacking out shelter rooms. The pub- 
lication is a revision of an earlier book- 
let of the same title. It contains the 
latest blackout information and a num- 
ber of additional sections including 
“definitions of civilian defense terms; 
choosing the shelter room; how to make 
a blackout shade; new types of ven- 
tilators,” and others. Including more 
than a score of drawings and photo- 
graphs, the booklet goes into detail to 
explain how materials should be pre- 
pared and placed so as to meet blackout 
requirements and yet provide pleasant 
living conditions. Copies may be ob- 
tained, at a small charge, by writing 
to the Illuminating Engineering De- 
partment, Westinghouse Lamp Division. 
Bloomfield, N. J. 


Wallpaper Cleaners in 
New Wartime Package 


“Walvet” and “Cleveland” wallpaper 
cleaners are now being packed in card- 
board cartons which do not contain any 
essential war materials. A package, said 
to be equal in keeping qualities to the 
metal cans formerly used, has been de- 


* veloped by inserting one cardboard car- 


ton inside another with a plastic sealer 
between, the two of which form an air- 
tite seal. Manufacturer states that there 
has been some evidence already to indi- 
cate that the cleaner reaches the user 
in better condition for use than when 
packed in metal. Cleveland Cleaner & 
Paste Co., 7275 Neville Ave., Cleveland, 
Ohio. 


Retailers Manual of 
Taxes, Regulations 


The Institute of Distribution, Inc., 25 
W. 43rd St., New York City, recently 
published the 1943 edition of its “Re- 
tailers Manual of Taxes and Regula- 
tions.” The document summarizes every 
pertinent Federal law and every State 
statute affecting general merchants. It 
covers 872 municipal ordinances, more- 
over, that are of interest to retail mer- 
chants. The wide scope of the manual 
is illustrated by its table of contents 
presented overside. The book has 279 
loose-leaf pages and each section is 
printed on different colored paper stock 
for easy identification. Labels are pro- 
vided for any binder that may be pur- 
chased at stationers. 
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Sct STAR 
BLADES 
Now ( 


to . 
WAR PLANT 
WORKERS 





Sell STAR BLADES 
for War Plant WManitenance 


Reap the rewards of extra effort on STAR 
Unbreakable Special Flexible, the recom- 
mended blade for the maintenance and 
repair work in war plants, by mechanics, 
plumbers, electricians and others. Cuts 
like an “All Hard”, yet cannot break in 
a frame. Recognized by its all-over green 
metallic finish. 

Let our “know-how” booklet “Metal 
Cutting” help you to assist your cus- 
tomers in getting the most from their 
wartime blade purchases. Free to dealers 
on request. 


Buy 
U. S. WAR BONDS 


CLEMSON:BROS. 
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GARDENE = LAWN 
AND “is TOOLS 





TOOLS ESSENTIAL y bene 
TO HIGHEST FOOD Lb Mulches, 
PRODUCTION ° Weeds! 






Cultivator 


Because it's attractive. sturdy, does many jobs 
well, saves drudgery—this unit is a staple fast 
seller. Complete with attach- 
ments and leaf guards. Priced 
to move! 





HAND CULTIVATOR 


Asparagus (No. 55-N) 
Knife Practical, durable. Detach- 
A neater appear- able prongs. 4’ selected white 


ing tool, designed ash handle. Very popular 
for action! Supe- seller, ALSO COMPLETE 
rior to any on LINE OF WEEDERS. CUL- 
the market. TIVATORS, MULCHERS. 


—— a 


Ask Your Independent Jobber 


C. S. NORCROSS & SON 


BUSHNELL, ILLINOIS 
Lu QUALITY GARDEN TOOLS SINCE 1891 











* 


PROTECTING 
THE NATION'S 
HAND-POWER 

















Norcross Rotary | 





MOUNTAIN STATES OFFICERS—Left to right: John T. Bartlett, Boulder, Colo.. 

secretary-treasurer; H. B. Allsebrook, Fort Lupton, Colo., second vice-presi- 

dent: E. J. Shevily, Saratoga, Wyo., director: Paul F. Patterson, Denver, retir- 

ing president; W. M. Bellairs, Denver, president H.I.P. Club; Phil Shea, Wray. 
Colo., director. 


Mountain States Convention 


NAME & PLACE — Mountain 
States Hardware and Implement As- 
sociation, 41st annual convention 
Jan. 19-20, 1943, at the Cosmopolitan 
Hotel, Denver, Colo. 


NEW OFFICERS — President 
F. W. Kroeger, Farmers Supply Co., 
Durango, succeeding Paul F. Patter- 
son, Falby Paint & Hardware Co., 
Denver; vice-presidents, F. W. Un- 
fug, Walsenburg, and H. B. Allse- 
brook, Fort Lupton; secretary-trea- 
surer, John T. Bartlett, Boulder. 
Directors: A. O. Adamson, Alamosa; 
Phil Shea, Wray; H. F. Collett, 
Rifle. All officers and directors are 
from Colorado. 


RESOLUTIONS —Favored re- 
lief in respect to questionnaires and 
forms; a central office to which busi- 
ness men could send any type of 
inquiry and from whence it could be 
routed to the proper office; the De- 
partment of Agriculture consulting 
experts on Western and _ irrigated 
agriculture before issuing quotas, 
limitations, ete. 


ADDRESSES —V. L. Board, 
chief deputy regional director, 
WPB., spoke on “Civilian Goods in 
1943.” His remarks which most in- 
terested the hardware and implement 
dealers were those relating directly 
to merchandise which could be ex- 
pected to be in supply. He mention- 
ed chinaware, floor coverings, wood 
furniture, glassware, motor oil and 
lubricants, luggage, nursery goods, 
paper goods, pottery, roofing, school 
supplies, wallpaper, seeds and gar- 


den supplies, “Many others not 
made of metal will be relatively 
plentiful in 1943,” he remarked. 
“Many of the items formerly made 
of metal are now being made from 
wood, and plastics, and supplies of 
these will probably increase. There 
is still a fair supply of used goods 
for those who do not consider it 
beneath their dignity to develop a 
used goods department. 

“It is the announced policy of the 
WPB to increase the production and 
distribution of items for repair pur- 
poses, in order that the existing 
civilian plan be well maintained. 
‘Many of the current orders of the 
WPB call for an increase in the 
average manufacture of repair parts. 
There are still some supplies and 
idle inventories of materials in the 
hands of manufacturers and others. 
WPB has a record of these inven- 
tories, and has been carrying on a 
redistribution through its regional 
and district offices. There is now a 
study being made of redistribution 
of these inventories through regular 
distributors and channels of trade.” 

Based on late information of the 
National Retail Farm Equipment As- 
sociation, Fred L. Taylor, of Lyons, 
Kan., expressed the opinion that 
1943 production of new machinery 
would be far above the 16 per cent 
to 20 per cent ratio which was first 
announced. He expressed the belief 
that total production might be 40 
per cent to 50 per cent. Explaining 
instructions which have gone to im- 
plement manufacturers in relation 
to repair parts, he declared, “The 
revision of Order L-170 in this re- 
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. \. Here’s a RED HOT Hot Weather item that replaces ““HARD- 
\\ \ ’TO-GET” merchandise—an item you CAN Get and SELL 
| ALL SUMMER—AT A PROFIT. Everybody in your com- 

munity who will plant a Victory Garden—every buyer of flower 
seeds and bulbs, rose bushes and other ornamentals is a logical 
customer for this—the only — Vitamizer on the market, 
because it assures more productive Victory Gardens and more 
luxuriant lawns. 


VITAMIST 


THE NEW VITAMIN CARTRIDGE 


VITAMIZES AS YOU SPRINKLE . . . NO EXTRA ATTACHMENTS 
NO SPECIAL NOZZLES TO BUY 
FITS ANY GARDEN HOSE... NO FUSS... NO MESS... NO BOTHER 
ONE VITAMIST CARTRIDGE VITAMIZES 1,500 SQUARE FEET 


NATIONAL ADVERTISING Will Create A Big Consumer Demand 
Better Homes and Gardens, House Beautiful, American Home, House and Garden, 
Flower Grower and other magazines, also metropolitan Sunday newspapers will 
carry the VITAMIST story to millions of readers. Here’s Your Opportunity to tie in 
with and Cash in on this “Sure to Sell’” EXTRA PROFIT MAKER this summer. 
VITAMIST [S DISTRIBUTED THROUGH 

HIBBARD, SPENCER BARTLETT &CO., Chicago PEDEN IRON & STEEL CO., Houston 

VAN CAMP HARDWARE CO., Indianapolis COEUR d’ALENEHDWE. & FDRY.CO., Wallace, I. 
VONNEGUT HARDWARE CO., Indianapolis REILLY BROS. & RAUB, Lancaster, Pa. 

REHM HARDWARE CO., Chicago and other jobbers. 

JOHN H. GRAHAM & CO., 105 Duane St., New York National Direct Factory Representatives 

If your Jobber cannot supply you, write to John H. Graham & Co. or 


BURGESS SEED & PLANT CO., H. A. 431, Galesburg, Michigan 















Now! 


FOR LUXURIANT 
Lawns -~ Gardens 


THIS NEW 











“vital 
as you SPRINKLE” 
SPECIAL ATTACHMENTS 
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VITAMIST is Packed 
30 Cartridges to a Box 
RETAILS FOR $1.00 


Attractive Counter Display 
FREE With 6 Boxes 






















i oducts are B-1j jes You! 


“MATCH PATCH” Complete 
Vulcanizing Outfits 


Up front in battle zones, behind 
the lines in service of supply. 
troop transport or training, the 
punishing travel of America’s war 
vehicles has given “MATCH PATCH” a new 

test of service and new opportunities to “MATCH PAT c H “ VALVE 
prove its value. This unique, quick, easy. 

permanent “MATCH PATCH” Tube Repair S T E M V U L C A N I Z E R s 
has met every war demand with outstanding wh th d 
success... making hosts of new friends for a8 ew: » me 
you when “Johnny comes marching home” ane too, oe rl 
again! On the home front, too, “MATCH ing 4 a i = 
PATCH” Tube Repairs are more vital than nm - cae Qa 
ever before. Speaker will continue to serve a pend am@ 50F 
your needs as efficiently as possible under t on — ——— 
war conditions. torist trade. 


SPEAKER NAIL HOLE 











up holes in tire casings on 
all fronts, too...adding more 


SPEAKER MOLDED TIRE 
CASING REPAIRS 


are also reinforcing the 
vital battle tires on ve- 
hicles in the armed forc- 
es...making casings 
serve longer, to hasten 
Victory! Some of these 
famous Casing Repairs are still avail- 
able for hard-pressed motorists at home. 


Speak To Your Jobber 
about SPEAKER 


. . and Cultivate Farmer Users! 

The SPEAKER LINE of Automotive 
Products includes many superior items 
that will make friends for you wherever 
used. Keep your motoring public famil- 
iar with SPEAKER Products ...speak to 
your Jobber for all the help he can offer 
in obtaining supplies and merchandis- 
ing them now and in the future. Complete 
catalog on request! 

FARMERS, particularly, need Speaker 
Products now. fo keep their cars and 
trucks rolling. Farmers deserve prior- 
ities...cooperate with them...their trans- 
portation needs are vitall 


Remember... THE SPEAKER LINE 
SPEAKS WELL FOR YOU. 





PATCHES cre pivosing . W. . W. Speake Corp. mitwaukee, wis. 


mileage to every precious 
casing...and making new 
friends galore for the future] 
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roducts for FAST RETAIL TURNOVER 
Speak to Your Jobber about SPEAKER or Write for Literature 











*HERE IT IS! 


A real 5-power plus telescope-plane spotter, that will 
pile up terrific sales for every hardware dealer from 
now on! Grownups, as well as children, go for this 
telescope in a big way because everybody gets a 
thrill from identifying the many planes flying over- 
head today. Helpful for air raid wardens .. . Great 
for sport events 


Da-Brite Power Telescope 


is big, powerful, sturdy Real 5-power plus that 
brings things up ‘‘big as life’. Finely ground and 
polished lenses contained in simulated leather cover- 
ing Comfortable eye-plece and quality black lens 


1 mount. Complete with sturdy carrying case. 8 
i long—ertends 16”. 


| a ==. We Are 
thar ms 


1817 reieee hg the exclusive 


Oe 
W795 manufacturers 





and designed this 
telescope as a ready 
seller to every age 
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: 
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group, at a price 
everyone can afford. 
Only our large 
manufacturing vol- 
ume makes possi- 
ble the low retail 
price of 79¢ each, 
less 40% discount 
to dealers. Come 
packed 1 dozen in 
handsome display 
carton, 


Hardware Jobbers, Write! 


We are interested in appointing a limited number ef 
good wholesalers in strategic centers for this fast 
moving, profitable, much in demand item. Write or 


wire immediately for our proposition 





The MOSTOW Co. 


540 N. La Salle St., Chicago, Il. 
(Corner of Ohio) 
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“RED END” RULES 





PYOU . . . AN OUT- 
YOUR CUSTOMERS 


SAGINAW, MICHIGAN . New York City 


TAPES . RULES . PRECISION TOOLS 
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spect assures dealers and farmers 
that there will be no shortage of 
repair parts in 1943, or that if there 

a shortage, it will be wholly the 
manufacturer’s fault.” 

Government speakers, besides Mr. 
Board, on the Tuesday afternoon 
program, were N. C. Werner, WPB, 
on priorities; Willard H. Conklin, 
and E. G. Stover, OPA regional spe- 
cialists, and Asa J. Merrill, ODT. 
A question panel, for which T. M. 
Harding, Canon City, Colo., served 
as moderator, assisted by Mark R. 
Schmidt, Grand Junction, Colo., 
Clarence R. Clark, Denver, Colo., 
and John B. Valentine, Boulder, 
Colo., developed many _ concrete 
queries and replies. 

J. Ray Lowell, Colorado Springs, 
reported as chairman for the legis- 
lative and regulations committee 
Wednesday morning. G. A. Sabin, 
publicity manager of the Colorado 
Fuel & Iron Corporation, explained 
a cooperative plan for the continu- 
ous, month-to-month, exchange of in- 
formation on new items. Leo Crow- 
ley, executive secretary of the Colo- 
rado scrap set-up, discussed the pro- 
gram, testifying to the key place in 
it of implement dealers. 

Bon D. Grussing, advertising and 
sales promotion manager, Minne- 
apolis-Moline Power Implement Co., 
Minneapolis, Minn., predicted good 
years ahead for the retail implement 
trade. Curtis C. Hicks, acting chair- 
man, Working Committee on County 
Farm Machinery Quotas, discussed 
the rationing program. The ques- 
tion panel was presided over, ef- 
fectively, by S. I. Fredregill, Sterling 
dealer. 

G. B. McKee, vice-president and 
treasurer, Salt Lake Hardware Co., 
made the final address of the con- 
vention. Asserting that, in the past, 
hardware dealers had been much too 
conservative, he reviewed the situa- 
tion in new lines; referred to the 
great opportunity to get the store 
financial structure in sound shape; 
declared that great changes were 
coming with peace—the retail trade 
must prepare for them. Title of his 
address was “United We Stand.” He 
expressed full confidence that whole- 
saler and retailer, working together, 
could solve all problems. 
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PRIORITIES 


and 


WAR-TIME ORDERS 
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The biggest job 


American farmers 
ever faced now 
| opens the way fo 
EASIER, LARGER 
SALES of 


oU RAY 


“us cu 


SEED DISINFECTANTS 


A TREATMENT FOR EVERY MAJOR CROP 












ORDER I Now! VE ee ot nor | 
se bogt. © 


pore ad mats H-23, today! 





















BAYER-SEMESAN COMPANY 


INCORPORATED 


NEMOURS BLDG., WILMINGTON, DEL 





DETACHABLE BLADE 


K NIVES.. for HOBBYISTS 
& EVERY ART & 
CRAFT! 


No other item you've ever handled 

returns you so much sound, steady 

profit, or your customer such com- 

Dlete satisfaction . . . and that’s why con- 

healt pros make your profits swell. Here’s 
ealthy prosperity just waiting to be asked 
° RAB IT! ? 


Address inquiries to Alfred Field & Ce., 
om ly in Hardware Field, 93 Guanes 
reet, N. 







Get our deai for 
this beautiful 
silent salesman. 





Let Sharp-Edged Advertising Help 


A national “big push’’ in publications reaching the 
very people who buy from you. . ~ strong, 
compelling ‘‘Dealer Helps” and this handsome 
time-proved display cabinet containing ample stock 
. . . these together make X-acto Knives with 8 in- 
terchangeable blade types PROFITABLE. Get all 
the facts today. 
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Texas Convention 
(Continued from page 84) 


can buy in 1943 were explained by 
I. H. Lloyd, member of the United 
States Department of Agriculture 
War Board in Texas. “Farmers in 
1943 will not be able to get all the 
farm equipment that they want or 
need. Quotas will be only a frac- 
tional part of what has been sold in 
the past,” said Mr. Lloyd. 

M. F. Thurmon, in charge of 
training work, rural repair work 
on farm machinery, told of the 
progress made in these training 
schools over the state and suggested 
that hardware men get in behind 
the movement. 

Glen B. Tharp, price specialist of 
Regional O. P. A., Dallas, said, 
“The government is not interested 
in the individual in so far as pro- 
tecting his business. Interest from 
a government standpoint is one 
thing only, you are the backbone 
of an industry selling supplies to 
producers of food.” 














Paul M. Mulliken, executive sec- 





retary, N. R. F. E. A., St. Louis, Many a merchant has noticed that Weld- 
Mo., said, “Must we - sacrifice wood Waterproof Glue is moving off his 
28,000 farm implement dealers and shelves at a record pace. 
44,000 retail hardware dealers? Are Carpenters, cabinet makers, mechanics and 
we expendable too? Yes, if we can home craftsmen are fast appreciating the 
odie ta : , good qualities which led the U. S. Army, 
ye — = — = — U. S. Navy and Civil Aeronautics Authority 
ning the war. We don’t iike regi- to give this glue their unqualified approval. 
FAMOUS nena and we don’t like regu- Convenient to handle and display . . . attrac- 
NAMES IN lation because that is not how tively packaged in display cartons of 10¢, 
America was built. but now it is 25¢ and 50¢ cans. Also available in 1 Ib. 


NETTING... 


necessary and there is more to come. (85¢), 5 Ib. and 10 Ib. cans. 
All that we can do is look ahead Order Weldwood Glue and attractive, atten- 
tion-arresting counter display (free) through 


and determine to carry on until this your jablies. Ast sow’... capety Haneed by 








5. HEXLOK thi 4 ded.” , 
The Perfect ing 1s ended. Uncle Sam’s war needs. 
Hexagon-Mesh . - wo. 
Netting with For full information mail coupon below. 
Lock-twist 
Weave bac 
Weldwood Glue has everything: 
1. Tremendous Strength = 
— 


2. Waterproof, Bacteria- : —_—~ 





STRAITLOK 
e Original 
ight-Line 
oultry Nettin 
c n Like 
m Fence 


and Rot-Proof. —— ; 
3. Quick and Easy to use. . as ot) 


No heating. Nowaiting. Plastic’ Resin 
4. Economical. 


5. Applied Cold, quick 
setting. 
6. Stain-Free. 


“‘Makes the glue line the SAFETY line” 


WELDWAUD 


AVY) Wet -)-Yole) meg MUD 3 


UNITED STATES PLYWOOD CORPORATION 
Weldwood Glue Dept., 103 Park Ave., N.Y.,N. Y. 


Please send literature, prices, discounts, samples 
and information on WELDWooD Glue dealer plan: 





WATERPROOF GLUE 




















5. 41N1 

The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 
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remember | 


Doo-KLIP 
Lawn Tools? 


For the duration all our facilities are 
being used to help defeat our nation’s 
enemies. Doo-Klip dependability is 
being built into equipment for our 
fighters on land, sea and air. It is 
serving on all fighting fronts. 
When Victory is won, Doo-Klip de- 
pendability and service will reappear 
on the home front in a lawn tool 
line which we feel will serve 


you well. 
i ', ALLIANCE MFG. CO. 


| 


New “Wartime” Red Arrow 


ALLIANCE, OHIO 


REMEMBER 


Doo-KLIP! 








Now Available 


You can take good care of your home 
garden customers with the new “‘wartime” 
Red Arrow Spray—made entirely from | 
non-restricted materials. Label gives direc- 
tions, lists insects it kills. Packed only in | 
l-oz., 4-0z., and pint sizes. No increase 
over 1942 prices. Advertised during garden 
season in 12 big national magazines. Order 
Red Arrow from your jobber now. 


THE McCORMICK SALES CO. 


McCormick Building, Baltimore, Md. 


RED ARROW 


GARDEN SPRAY 












KENTUCKY OFFICERS—Left to right, front row: Cecil Skidmore, Elizabeth- 
| town, first vice-president; K. O. Cayce, Hopkinsville, 
| Jensen, Covington, second vice-president. 
W. C. Hancock, Russellville; Edward Allsmiller, Winchester. 


Kentucky Convention 


NAME & PLACE — Kentucky 
Hardware and Implement Associa- 
tion 43rd annual convention, Jan. 19- 
20. 1943, at the Kentucky Hotel, 
Louisville, Ky. 


NEW OFFICERS — President. 


K. O. Cayce, Hopkinsville. who has 


| been acting president since the death 


of William Engle of Hazard last Au- 
gust; first vice-president. Cecil Skid- 
more. Elizabethtown; 
president. Edward Jensen, Coving- 
ton. Directors: E. T. Walker, Glen- 
dale: W. C. Hancock, Russellville: 
Edward Allsmiller. Winchester. J. 
M. Stone, Louisville. is secretary. 


second vice- 


ADDRESSES — Acting Presi- 
dent Cayce keynoted the chief pur- 
pose of the gathering as one to take 
stock and find out just where hard- 
ware business fitted into the all-out 
effort to preserve the American way 
of life. 

R. Risk Arnold. Falmouth, dealer 


| in a small town serving large rural 


population, gave quite a list of his 
own “new lines added.” He said 
that “we can all stay in business if 
we sell variety merchandise.” 

This brings new customers, large- 
ly women, while the men are at war 
or war work, he said. Keep old hard- 
ware lines when you can get them 
but do not hesitate to fill in missing 
lines with anything your store can 
sell, such as low priced luggage, 
kitchen cabinets, needles. wall pa- 
per, furniture, china, glassware. Try 
to add lines not in @ompetition in 
your town if possible—but add them. 

Veach C. Read, Cynthiana, former 





president; Edward 
Rear row: E. T. Walker, Glendale; 


NRHA president, outlined methods 
of cutting expenses. Transportation 
costs were being reduced by ODT, 
he said, but personal appeal to land- 
lords was a good method of getting 
rents reduced. Waste could be elim- 
inated and even turned into cash. 
Advertising expense can be cut but 
must not be eliminated entirely if 
customers are to be kept in line for 
after the war business. 

Dave King of Hopkinsville said on 
“Solving the Help Problem” that this 
rests largely with the younger gen- 
eration now with the armed forces 
or in war work. Their absence from 
stores is reducing expense for help 
but creating other problems for the 
small business man who needs their 
service. Employ more women, search 
for salesmanship and ideas among 
the older men and plenty of help 
can be had from them, he said. 

Carl A. Miller. Kendallville, Ind., 
NRHA _ director, described the 
“Hardware Dealers Place in the 
Community” as one of considerable 
promise even in war times. We can 
really do 50 per cent less business 
and still make a profit, he said, and 
urged giving more attention to ne- 
glected services such as repair of 
machinery, helping painters with 
their estimates and promoting vic- 
tory gardens. 

R. M. Souder, secretary of the Indi- 
ana Implement Dealers Association, 
speaking on “Farm Machinery Ra- 
tioning,” said the main requirements 
for purchase of machinery under ra- 
tioning rules are inability to- repair 
old machinery or rent from an 
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HI-LO 
Picnic Stoves 
ZIPPER TOP 

Rubbish Burners 


MULTI-LINE 
Clothes Dryers 


These popular items of 
peace-time America will be 
back in your store when Vic- 
tory's won . . . improved, of 
course, with new features 
that will make them more 
sales appealing than ever be- 
fore. 


UNION 
STEEL 


PRODUCTS 
COMPANY 


Albion ¢ Michigan 








Here’s a Quick Way 
To Find Who Makes 


A Certain Product When 
Only the Trade-Name Is 


Known to You— 


Look for that Trade-name in the General Direc- 
tory Section of the: “Who Makes It?” Number 
of HARDWARE AGE. You'll find it listed 
alphabetically under the product heading of the 
item in question. Alongside the Trade-name 
you'll find the name of the manufacturer who 
makes it. In this same list appears the firm 


name and address arranged alphabetically. 
Keep this Merchandize Directory Issue right at 
your finger tips where it will solve your buying 


problems in a jiffy. 


HARDWARE AGE 
100 East 42nd Street, New York City 
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THE COMPLETE 
TAPE LINE 
for 


MAINTENANCE 
- AND REPAIR... 


~o 




















Sold Only Through 
Recognized Independent 
Wholesalers 








dam- 

ible to replace 
wth mechanical equip- 
customers how f° 
ith Panther and 


When it’s im 
aged electrical or 
your 







First to be Wrapped and Sealed in Cellophane 
Perfect Adhesiveness and Tensile Strength 

Strong Durab‘e Core 

Colorful Attractive Boxes 

A Company in the Insulation Business Since 1878 
HAZARD INSULATED WIRE WORKS 
DIVISION OF THE OKONITE COMPANY 


Works: Wilkes-Barre, Pennsylvania 
Offices in Principal Cities 


» HAZARD 


FRICTION AND RUBBER TAPES 
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Feature Punilan 
DRIER-OUTER 












Closet Size 
To Retail at 69c 





Basement Size 
To Retail at $2 





To save property of your cus- 
tomers from destructive ravages 
caused by DAMPNESS. 

Best Sellers—you should stock 
Puritan 
Roach Killer 
Puritan 
Pine Disinfectant 
AND a full line of house- 
hold needs 


PURITAN SALES COMPANY 
209 PETERS STREET 
ATLANTA, GA. 


























YOUR Jobber 
CAN Supply You 


with 


PAINE 
ANCHORS 


ON LOW 
PRIORITY > 


Fig. 910 Fig. 900 


LEAD EXPANSION TYPE 


Thousands of these PAINE Anchors are be- 
ing used in War Construction, War Plant 
Conversion and Remodeling. 

Contact Electrical, Plumbing, Carpenter 
and Sheet Metal Contractors. Also the 
Maintenance Departments of Industrial 
plants in your city and fill in sales gaps 
made by hard-to-get items with these 
widely demanded PAINE Products. 

Ask your Jobber and Write for Catalog 
THE PAINE oes 2963 Carroll Ave. Se cteeen i. 
Offices in Principal Citi 


‘PAINE: 
snd wancine DEVICES 











owner; showing chance of crop pro- 
duction losses; ability to put the 
machine to be purchased into com- 
munity use. The limitation on mark- 
up on turned in machinery to 5 per 
cent, he thought the only serious 
objection to present regulations and 
this will be raised as the result of 
general complaint. Otherwise the 
price control set-up seems fair. 
One of the main events of the 
convention was a round table discus- 
sion between members and war au- 


thorities. Mr. Barnes for the WPB. 
A. R. McGee and L. A. Dean for the 
OPA and Mr. Crawford for ODT 
were subjected to a running fire of 
questions relating to 200 price regu- 
lations and 600 war board regula- 
tions with their innumerable amend- 
ments, until time to adjourn, when a 
“week more of this sort of thing” 
had to be left with the secretary and 
all agreed the war authorities had 
been prompt, frank and unhesitat- 
ing with their answers and solutions. 





Panhandle Convention 


NAME & PLACE —Panhandle 
Hardware and Implement Associa- 
tion, 34th annual convention, Jan. 
21-22, 1943, at Amarillo, Tex. 


NEW OFFICERS — President, 
George Buchenau, Tulia, succeeding 
S. P. Rosson, Hereford, Tex.; vice- 
president, L. C. Harp, Matador. 
Tex.; secretary-treasurer, Clarence 
L. Thompson, Canyon, Tex. Direc- 
tors: Grady Thompson, Hobbs, N. 
M.; Paul Wilmot, Roswell, N. M.: 
Ernest Lee, Wheeler, Tex.; A. S. 
Meinecke, Lubbock, Tex.; S. C. Har- 
rison, Memphis, Tex.; Sam Hergert, 
Perryton, Tex. 


RESOLUTIONS — Favored a 
pay-as-you-go plan for war financ- 
ing. Opposed federalization of So- 
cial Security Administration. Op- 
posed centralizing of business save 
as a temporary war measure. 


ADDRESSES - 


Following a 


custom of many years, invocation 
was pronounced by Dr. R. Thomsen, 
pastor of Central Presbyterian 
Church, Amarillo, Tex. 

Glen B. Tharp, Farm Machinery 


Price Specialist of OPA, Dallas, 
Tex., first speaker on the wartime 
conference program, spoke on 
“Maximum Price Regulation No. 
133 and Amendments.” Mr. Tharp 
stressed the fact that the govern- 
ment needs the hardware and imple- 
ment dealer to stay in business be- 
cause he best can reach the farmer, 
keep him informed of government 
rulings and show him the meaning 
of the rulings and help him work 
out his solution. 

S. M. Lyman, general attorney of 
the John Deere Plow Company, Kan- 
sas City, Mo., discussed “Carrying 
on Under L-170” and declared the 
limitation order was a severe test 
for farm machinery dealers, who 
someway, somehow, must keep up 
the farmer morale and keep him pro- 
ducing food and fiber for feeding the 
soldiers and civilians for victory. 

Paul M. Mulliken, executive sec- 
retary, National Retail Farm Equip- 
ment Association, St. Louis, Mo., 
heartened the confercence when he 
spoke on the subject, “The Associa- 
tion Will Carry On.” Because the 
hardware and implement business 





PANHANDLE OFFICERS—Left to right. front row: Rev. R. Thomsen, Amarillo, 

Tex.; S. C. Harrison, Memphis, Tex., director: George Buchenau, Tulia, presi- 

dent; A. S. Meinecke, Lubbock, Tex., director: E. R. Yates, Lamesa, Tex. Rear 

row: Sam Hergert. Perryton, Tex., director; Glen B. Tharp, Dallas, Tex., OPA: 

M. L. Purvines, Panhandle, Tex.; W. H. Spaulding, Clovis, N. M.; Clarence 
Thompson, Canyon, Tex., secretary-treasurer. 
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A NEW PRODUCT AND ITS CONSUMERS 


There is ample evidence that ‘‘Staleymone”’ will help 


farmers meet the challenge for more food per acre in 1943. 
You will find “‘Staley- ‘‘Staleymone’’ is a powder made to adhere to dry seed, 


Anyone who hasa farm, 
a nursery, a greenhouse, 


mone” a new source of for planting purposes. It strengthens root systems, thus a conservatory, a gar- 


profits if you stock itand 
follow our merchandis- 


developing plants that are sturdier and that can with- den, or a window box, 


ing suggestions. Our Stand greater climatic hardships. When ‘‘Staleymone’’ 2" profitably use “Sta- 


government, through was compared with other growth stimulative materials, it 
the Department of Agri- ranked highest in results, lowest in cost. 


culture, is urging in- 
creased production of 


leymone.’’ Institutions 
which have vegetable 
gardens and extensive 
lawns are also good 
prospects. Write us for 


a ‘aml HOME full information and 
; ee OWNERS prices. We are now per- 
¥ fecting a dealer organ- 











ization. 


A. E. STALEY MANUFACTURING COMPANY, DECATUR, ILLINOIS 








TO MERCHANTS 
who want to make 
more money 





@ There's a tried and proven way to build up 
volume, win new customers, boost your busi- 
ness and make more money. It’s the remodel- 
ing of your store with a new Pittco Store Front. 


Write us today for our free book of facts— 
and plan to remodel your store with a Pittco 
Front when building restrictions are lifted. 
Pittsburgh Plate Glass Company, 2214-3 
Grant Building, Pittsburgh, Pa. 


PITTSBURGH PLATE GLASS COMPANY 
"PITTSBURGH stand for Quality Glass and Ohi 





PITTCO xa 
¢ 


Bue frida 
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Hecp Piuc Prorit Ceaxs 


THE 
Sl DRYE saeiery 


WA TERPROOFING — 


Add fast-selling =| 
DRYE to the list of f 
our profitmakers. 
MMEDIATE _ DE- 
LIVERIES. Meets ~- 
many needs in >| 
home and industry 
for quick, durable water-/ 
prooting. DRYE is the 
handy, money-saving way 
to stop leaks, seal cracks 
in masonry, cement and 
iron. Protects walls, plas- 
ter and equipment from 
seepage and moisture. 
Easy to apply—just brush 
it on. 

For colorless waterproof- 
ing of brick, stone and 
stucco sell LiquiDRYE. 
Profit the year ‘round 
with DRYE and LiquiDRYE. 


BUY FROM YOUR JOBBER 
OR WRITE US DIRECT 


WEATHER SEAL COMPANY 
Dept. F, 4 E. Pearl Street 
, CINCINNATI, OHIO 
















Sell DRYE 


To waterproof basements, 





cisterns, fish ponds and 
swimming pools; repoint 
leaking mortar joints, seal 
cracks in walls; harden 
and waterproof cement 
and mortar in the mix; 
patch cement floors; as a 
furnace cement, to repair 
cracks in iron and anchor 
iron in masonry. 
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1633 N. 2nd Street Philadelphia, Pa. 








TROY—BEST 


File Handles 





rip, 
assures better workmanship 


(Patented), 

and safety to user A favorite for over 
40 years 

TROY FILE WORKS 
Troy, Est. 1831. N. Y. 











HINE 


pProcé > 


SUNS 
cHAMOIS 


MADE IN U.S A 


ASK YOUR JGB886R 
POR GUAR EXTRA VALUE 
SEWED PIECE CHAMOIS 
HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 





STEEL BRICK HODS 


Have been used 
for years 
becouse of 
their strength 
and lightness. 
All steel 


Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 36th St. and Hamilton Ave. 
CLEVELAND.OHIO @ e@ 








x7” deep 


Brie 



























NEW STREAMLINE 
SUPER VALUE | 
Nail ‘Chipper family. ‘QQ | 
file. cleaner. Heavily 
nickeled. Doz. on colorful ecard. 
THE H. C. COOK CO. 
27 Beaver st. | 
OF EVERY DESCRIPTION 
3 
GRAHAM MFG. CO. 
Dept. W. 


COOK'S 
NAIL CLIPPER 
Hardened jaws, nail 
Unavailable for the duration. 
Ansonia. Cons 
KEY BLANKS 
Catalogue on Request 
Derby, yall U.S. A. 
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PUNCHES and DRILLS 


GUARANTEED 2 FOR 1 


OXFORD TOOL COMPANY 


G. G. CAMPBELL, Pres. 





| 15th. 





is absolutely essential to producing 
food for the world, the business will 
survive, Mr. Mulliken said, then add- 
ed. it is now the duty of each indi- 


idual to better organize his own 
part and to work with and in his 


group for a lasting peace. 

\ question and answer program 
wes given at the evening session with 
Mr. Mulliken and Hobart Thomas. 
director of service, NRHA, acting as 
moderators. 

Luther Stein, vice-president of 
Belknap Hardware & Mfg. Co., 
Louisville, Ky., saw much hope for 
the future in that the politician of to- 
worth of John 


day recognizes the 


Businessman and is anxious to listen 
to him. He emphasized the need 
for regimentation until victory is 
achieved and then warned that deal- 
ers prepare now—through commit- 
tees and serious thinking for secur- 
ing the lifting of regulation as soon 
as possible after peace is obtained. 

Dr. Thomsen, last speaker on the 
program, declared no lasting peace 
could be founded on a mechanistic 
program. “Not munitions, but morals 
will write the final peace,” the min- 
ister said. “Think—Think—Think, 
the nation that thinks peace cannot 
be conquered.” were his closing 
words. 


Coming Conventions and Events 


Alabama, Retail Hardware Associa- 
tion of, annual convention, May 11-12, 
1943, at Birmingham, Ala. Headquarters 
and sessions at the Thomas Jefferson 
Hotel. J. H. Crowe, 410 N. 21st St., 
Birmingham, Ala., is secretary. 

American Toy Fair, March 8-20, 
1943, inclusive. Permanent exhibits at 
200 Fifth Ave., New York City; 1107 
Broadway and other permanent show- 
rooms and at the Hotel McAlpin, Broad- 
way and W. 34th St. The fair will be 
sponsored by Toy Manufacturers of the 
U. S. A., Inc., 200 Fifth Ave., New 
York City, James L. Fri, managing di- 
rector. Horatio L. Clark, assistant di- 
rector is in charge of the fair. 

California Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1943. Headquarters and sessions at 
Hotel Whitcomb, San Francisco, LeRoy 
Smith, 417 Market St., San Francisco, 
's secretary. 

Carolinas, Hardware Association of 
the annual convention during the sec- 
ond week of June, 1943, at Raleigh, 
N. C. Headquarters and sessions at the 
Sir Walter Hotel. C. B. Gladden, 407-11 
Commercial Bank Building, Charlotte, 
N. C., is secretary. , 

Hall Hardware Co., annual con- 
vention, during the week of February 
Details will be announced in a 
later issue. S. P. Duffy, Hall Hardware 
Co., Minneapolis, Minn., is manager. 

Illinois Retail Hardware Association, 
| annual business meeting, Feb. 17, 1943, 
at Decatur, Ill. Headquarters at the 


Orlando Hotel. C. G. Gilbert, 1155 
Merchandise Mart, Chicago, Ill., is 
secretary. 


Iowa Retail Hardware Association, 
annual convention, Feb. 10-11, 1943, at 
Des Moines, Iowa. Headquarters and 
sessions at the Fort Des Moines Hotel. 
Philip R. Jacobson, Mason City, Iowa, 
is secretary. 

Missouri Retail Hardware Associa- 
tion, annual convention, Feb. 16-17, 
1943, in St. Louis, Mo. Hotel headquar- 
ters and sessions at the Jefferson Hotel. 
Louis C. Kreh, 323-324 Wainright Build- 
ing, 7th and Chestnut Sts., St. Louis, 
Mo., is secretary. 


New England Hardware Dealers As- 
sociation, annual convention, Feb. 16-17, 
1943, in Boston, Mass., at the Hotel 
Statler. Russell R. Mueller, 189 Dart- 
mouth St., Boston, Mass., is executive 
secretary. 

New York State Retail Hardware 
Association, annual convention, Feb. 
9-10, 1943, at Hotel Syracuse, Syracuse, 
N. Y. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 

North Coast Retail Hardware As- 
sociation, annual convention, Feb. 8, 
1943, at Seattle, Wash., Headquarters 
at the New Washington Hotel. D. D. 
Stewart, American Bank  Bu'lding, 
Seattle, Wash., is secretary. 

Ohio Hardware Association, war 
conference and exhibit, Feb. 16-18, 
1943, in Columbus, Ohio. Headquar- 
ters, conference sessions and exhibit at 
the Deshler-Wallick Hotel. John B. 
Conklin, 175 South H‘gh St., Colum- 
bus, is secretary. 

South Dakota Retail Hardware As- 
sociation, annual convention, Feb. 10-11, 
1943, at Pierre, S. D. Earl Erlandson, 
Cottonwood, S. D., is secretary. 

Southern California Retail Hard- 
ware Association, annual convention 
and exhibit, Feb. 2425, 1943, in Los 
Angeles, Calif. Convention headquar- 
ters, sessions and exhibit at the Elks 
Club. J. V. Guilfoyle, Rives Strong 
Building, Los Angeles, Calif., is man- 
aging director. 

Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 23-24, 
1943, at Nashville, Tenn. Headquar- 
ters and sessions at the Andrew Jackson 
Hotel. Morris Jones, Box 784, Nashville, 
Tenn., is secretary. 

Virginia Retail Hardware Asso- 
ciation, annual convention, Feb. 22-23, 
1943, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohundro, Jr., Scottsville, 
Va., is secretary. 

West Virginia Hardware Associa- 
tion, annual convention, Feb. 22-23, 
1943, at Huntington, W. Va. Head- 
quarters at the Governor Cabell Hotel. 
Sam H. Diemer, Box 363, Fairmont, W. 


Va., is secretary. 
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Fittings and Joining Hardware for 


CONTRACTORS—MANUFACTURERS 
ON WAR WORK 


See your Hardware Dealer or Jobber 


special fittings for war work, O.M.C., ORD., etc. 





THE { Larsor] LINE 


ARMY - NAVY - HOME - AND ESSENTIAL NEEDS 


Balanced stock on hand of essential Hardware including many 


CHAS. 0. LARSON CO. © STERLING, ILLINOIS 











Action On The 
Home Front 


Action ... speed. . . produc- 
tion . . . and more produc- 
tion! That’s the tempo of 
today . . . the tempo of 
Victory. 


When the big job is over and 
we can again turn to peace- 
time efforts, Arcade will offer 
an improved and more exten- 
sive line of quality-produced 
products. 

* 


ARCADE MFG. CO. , 
1201 SHAWNEE STREET 
FREEPORT, ILL. 


“- 


ARCADE 


HARDWARE & TOOLS 
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TANK FLOAT 
2 popular Sizes 





Demand for these improvements is excep- 





tionally heavy. Are your shelves stocked to er. 

meet this demand? It is the tough, ever- 4 Sizes 

lasti UALITY PLUS BEAUTY of 

asting O ° Gz» 
AMERICAN “= 


“Indestructo” — 


P L » S T I C TAIL PIECES 


Standard Lengths 
that SELLS the line and BUILDS BUSINESS! Get 
all the facts! 
American is pioneer of plastic plumbing special 
ties. Leads all by superior products. No make- 
shift bears AMERICAN Label! : STOPPERS 
7 Sizes 


AMERICAN MOLDED PRODUCTS SALES CO. 





SALES REPRESENTATIVES 
J. M. Butts Co...... Bona Allen Bldg. _Fotter-Roemer Co.... . .2432 E. 8th St 
Atlanta, Ga. Los Angeles, 
J. M. Kane ....-P.O. Box 1552 Clyde Cary.... 703 Market St 
Fort Worth, Texas an Francisco, Cal 
John Livingstone & Co., 164 Jackson St. Products Preferred, Inc...47 Kemble St. 
Seattle, Wash. ‘oston, Mass. 
Mitchell Love... . 712-16 No. 16th St. Paul R. Spencer Co... ..4000 York St. 
Philadelphia, Pa. Denver, Colo. 
John G. Kelly, Inc., 24-14 Bridge Plaza South 
Long Island City, New York 








1758 N. HONORE ST. CHICAGO, ILL. 








For Your Own Information 


SEND Sued J 
for MILORGAN 
THIS SAMPLE |? 












Ss 









PACKAGE of ah, F 
STREES ond SHRUBS = 
MILORGANITE ; stenaan 


i a 


BM aarp 000... 






















As a sales outlet for garden supplies 
and commercial fertilizers... natur- 
ally, you want to keep posted on 
“what's what’. Find out about MIL- 
ORGANITE. Send for a free sample. 


See for yourself how clean and dust- 
free it is. . . how easy it is to apply 
this free-flowing, granular fertilizer 
that doesn’t rot bags nor cake or de- 
teriorate in storage. Use the sample 
‘\ on potted plants in your home... 
and watch them grow! 

ws! For double satisfaction (profit for 
wy) thee <a-— 6S: yourself and excellent results for the 
— customer) ... SELL MILORGANITE! 
Send for the sample today! 


THE SEWERAGE COMMISSION 


50- AND 100-Ib Dept. H-2-4 Milwaukee, Wisconsin 


SIFT-PROOF BAGS 


“MILORGANIZE”’ 








for DOUBLE SATISFACTION 
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Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum. 50 woras..... $4.00 
AU capitals, maximum. 50 woras.... 4.00 
Each additional worc......... -08 


Positions Wanted 
(Special Rate) sez: solid, maximum 
50 words 
Bach additional word............... 05 
Allow Seven Words for Kegped Address or Your Address 
BOXED DISPLAY RATES 
Wb GI ike cddcdchandacsacesncess $6.00 











COMMISSION WAREHOUSE 


with sales service available to the manu- 
facturer interested in servicing his 
trade throughout Jefferson, St. Law- 
rence and Lewis Counties, Upstate 
New York in a prompt and efficient 
manner at a minimum of expense. 


Our company now representing a large 
old line paint manufacturer in this con- 
nection most effectively. Qualification 
references if interested. 

Call or write O. M. Robbins, Armstrong 
Place, Watertown, N. Y., for complete 
details. 


ae 














WE WILL PURCHASE FOR CASH 
Entire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have to offer 


MILTON HARDWARE CoO. 
OXFORD, PA. 
We also buy factory sleseouts, 
surplus or discontinued items. 














ammunition—will 
pay $80 per case—distance no _ barrier—cash 
waiting—communicate at once. Address—Peer- 
less Vending Machine Company, 220 W. 42nd 
St., N. Y. City. 


WANT—.22 calibre short 





ATTENTION MR. MANUFACTURER-— 
WRITE FOR my plan to look after your interest 


in the Minneapolis, St. Paul Territory for the 
Duration. Well known in hardware, electrical, 
small tool and automotive jobbing trade and 
chain _ stores. Address Box H-189, care of 


Harpware Ace, 100 E. 42nd St., N. Y. City. 


NEED A GOOD HARDWARE MAN for the 
duration? Buyer, salesmanager or some inside 
position. Address Box H-188, care of Harpware 
Ace, 100 E. 42nd Street, N. Y. City. 


ATTENTION, MANUFACTURER—SALES- 
MAN WITH GOOD record successful selling 
through 25 vears’ experience, past 15 years rep- 
resenting E. C. Brown Co., Rochester, N. Y., 
contacting hardware trade, department stores, 
sporting goods houses, and chain stores, through 
Ohio, Michigan, and Indiana. War restrictions 
make change necessary. Capable of developing 
and training sales organization or expediters’ 
work. Will locate anywhere opportunity affords. 
Exempt, married, home Cincinnati. Address 
Box H-185, care of Harpware Ace, 100 E. 42nd 
St.. N. Y¥. City. 


WANTED—COMPLETE SET OF HARD.- 
WARE STORE shelving and steel drawers. Ad- 
dress—L. M. Longley & Son, Norway, Maine. 














— OPPORTUNITY — 


Sales manager for twenty odd years, with 
background of success iu handling eales and 
salesmen for a leading housewarés manufac- 
turer, desires correspondence with a manu- 
facturer or wholesaler in need of the ex- 
perience offered. 

Address Box H-186, care of HARDWARE AGE 

100 E. 42nd St., N. Y. City 














A SALESMAN OF POCKET CUTLERY 
Age between 35 and 50, wanted by large manufac- 
turer to call on hardware jobbing trade. Must be 
conversant with hardware retailing of cutlery as 
well. This position will require initiative, imagi- 
nation and perseverance of a high order. State age, 
education, experience, salary. Only applications en- 
closing photograph will be considered. 

Write Box H-i9!, care of HARDWARE AGE 

100 E. 42nd St., N. Y. City 








WANTED: ADDITIONAL LINE OF TOOLS 
applicable to defense work in Pennsylvania and 
adjacent territory. Lines without priority if 
possible. Calling on defense plants, jobbers, mill 
supply and electrical concerns. Drive own car. 
Address Box H-184, care of Harpware Ace, 100 
E. 42nd St., N. Y. City. 


WELL ESTABLISHED TRAVELING 
SALESMAN, 16 years selling the hardware and 
plumbing supply trade in Western Pa., Ohio, 
West Virginia, Kentucky and Indiana, desires 
connection with a reliable manufacturer. Ad- 
dress Box H-183, care of Harpware Ace, 100 
E. 42nd St., N. Y. City. 


POSITION WANTED BY AN EXPERI- 
ENCED hardware man as manager and buyer 
Many years experience in all lines of hardware. 
In position to accept a call anytime. Address 
Box H-182, care of Harpware Aczg, 100 E. 42nd 
St... N. Y¥. City. 














AGENTS WANTED: FAST SELLING 
PLASTIC for crack-filling, mending and repair- 
ing wood, linoleum. Waterproof. Doesn’t shrink. 
No priorities. Good profit. Address: Technical 
Supply Company, 381 Brannan Street, San 
Francisco, California. 





SALESMEN WANTED WHO CALL ON 
paint dealers to handle side line specialty. A few 
territories open. Address—Arvon Products Co. 
Inc., 4710 Stenton Ave., Philadelphia, Pa. 





_FOR SALE: INTERNATIONAL 
EMERGENCY CHAINS, 6.00/6.50 at 29c. 
Complete stock of chains and cross links for 
pleasure cars and trucks at 40 and 10% off list. 
National Chrome locking gasoline tank caps, A 
or B @ 85c. Other chrome caps, A or B, @ 65c. 
Address Box H-190, care of Harpware Ace, 100 
E. 42nd Street, N. Y. City. 


HARDWARE MANUFACTURERS ARE 
YOU, INTERESTED in associating with an 
established hardware sales organization and lay- 
ing the groundwork for the post-war period in 
eastern Pennsylvania, southern Jersey and Dela- 
ware ?—Warehousing facilities and display space 
available in Philadelphia wholesale hardware dis- 
trict! Address Box H-187, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 


DUAL 





100 








MANUFACTURER’S REPRESENTATIVE 
DESIRES A STRONG, outstanding line for the 
hardware trade, paint trade, or both in the New 
England territory. Have an exceptionally fine 
following among wholesalers, chains and major 
dealers. Reside within the territory, have an 
excellent sales record, and can be relied upon for 
efficient, intelligent representation. Address Box 
H-178, care of Harpware Ace, 100 E. 42nd 
Street, N. Y. City. 


SAT ESMAN COVERING HARDWARE AND 
HOUSEWARES trade Long Island and Hudson 
Valley to Newburgh interested in obtaining reput- 
able line. Loval following acauired throuch 
twelve vears’ close coverage of this territory :- 
sures immediate results. Address Box W-179. 
care of Harpware Ace, 100 E. 42nd StPeet, 
N. Y. City. 


FOR SALE—LIVE, SUCCESSFUL GOING 
retail hardware business in Boston, Massachusetts. 
Finest location in the city. Excellent stock with 
priority ratings. Fully equipped with help, etc. 
Supply defense workers in ship-building plants 
and other government work. A modern, general, 
well-assorted stock, with emphasis on tools. In 
business over one hundred years. Full particu- 
lars on request by responsible parties. For sale 
to settle estate. Address Box H-176, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 














Washington 
News Reel 


(Continued from page 62) 


been advised by the Protective Coatings 
Section, WPB Chemicals Division, of 
the desirability of having various for- 
mulas made up. Such formulas, thor- 
oughly evaluated, would make use of a 
variety of different raw materials which 
in turn might involve study of linseed 
oil in combination with phenol resins 
as well as oiticica and castor oil for- 
mulas. 

Increased use of electrical insulated 
coatings was suggested for the follow- 
ing: surface coatings for cloth, varnishes 
for impregnation of coils and wound 
apparatus, enameled wire, and electrical 
insulating finishing varnish. 

Representatives were told that when 
a manufacturer of insulating coatings 
applies for his allocation for various 
required raw materials, he should state 
his needs in terms of amount required 
for each of the classes in this definition. 
It was also suggested that if Congo 
resin can be used in these insulated 
coatings, that necessary evaluation and 
test work be carried out. 


x* 
OPA HAS ANNOUNCED that 
paint manufacturers may substitute 


bodied linseed oil for some of the lin- 
seed oil used in ready mixed exterior 
oil paints without reducing their maxi- 
mum prices. The ruling was contained 
in Order No. 125 under Maximum Price 
Regulation No. 1. However, the new 
paints in which no more than 50 per 
cent of the oil is replaced with bodied 
linseed oil must meet OPA specifica- 
tions designed to preserve durability 
hiding, working and brushing properties 
of the old paint and in general keep or 
improve the quality and serviceability 
of the paint. 

The amount of linseed oil available 
for manufacture of paints has been lim- 
ited by WPB. The use of bodied linseed 
oil will effect a considerable conserva- 
tion of the commodity and will not 
impair the quality of the paint, OPA 
said. Although manufacturing costs will 
be slightly reduced by the use of bodied 
linseed oil, OPA found that a reduction 
in price is not warranted on the basis 
of profits currently realized by manu- 
facturers. Prior to the war less than 20 
per cent of the total paint output was 
sold to the Government at little or no 
profit. However, the proportion of Gov- 
ernment sales has advanced to 50 per 
cent or more and profits have accord- 
ingly decreased. Another important 
factor in the decision to maintain the 
maximum prices established for the old 
paint is the preservation of the quality 
in the new paint. ~ 

Any manufacturer changing the for- 
mula for any paint under the provisions 
of the order must submit a report to 
OPA of the changes in composition and. 
unit costs. 
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THE NEW “MERCURY” 


Streamlined for today's 
- High Speed Production 


Ohlen-Bishop's No. 22 is a -______— 





popular model with dealers as EER sarsanc) 
well as users. Handle and blade - ————<C} 
are correctly designed for easy, Sy 

tireless work. Special striped 

finish on blade adds to its eye 


appeal. Write for new catalog 


OHLEN- BISHOP os 


COLUMBUS. OHIO LAWRENCEBURG, INDIANA 














86% MORE BALL BEARINGS 


FAULTLESS CASTER CORPORATION 


EVANSVILLE, INDIANA 
Branches in Principal Cities Caneda Factory: Stratford, Ontario 





Edges Won’t 
Curl nor Split 


—because their blades are 
made of TEM-CROSS Inger- 
soll Process Steel. 


It is eross-rolled to give an 
interlocking, mesh-grain 
structure and heat-treated to 
hold edge keenness and to 
resist curling and splitting 
Write for prices on 


INGERSOLL SHOVELS 
Available in all types and grades. 
Address Dept. H.A. 
INGERSOLL STEEL & DISC DIVISION 


Borg-Warner Corporation 
New Castle, Ind. 














Good Salesmen Wanted— 


If you’re a good salesman inside or outside and 
want to get located, use the Classified Oppor- 
tunities Section of HARDWARE AGE. That’s 
the place where concerns looking for qualified 
men and men looking for desirable connections 
usually advertise and “connect”. HARDWARE 
AGE is read by more men in the hardware busi- 
ness than any other trade publication. Consult 
and use it for quick, tangible results. Address 


HARDWARE AGE 


Classified Oppor 
100 East 42nd St. New York City 




















FEBRUARY 4, 1943 


Your Customers 






150 and 
50 ft. rolls 
36 in. wide 














Pep-uP LAGGING SALES with this 
steady year ‘round seller. R-V-LITE constant magazine, 
radio and point-of-sale advertising helps you build profit- 
able sales. 


BETTER AND CHEAPER THAN 
GLASS FOR MANY USES... 


Best by test for poultry houses, hot and cold bed 
frames, farm buildings, tool sheds, storage cribs, 





storm doors and windows, sun porches, basement COUNTER 
DISPENSER 


and attic windows, and many other uses about the oa 
farm and home. Ce 


A STEADY REPEAT SELLER 


You can bank on R-V-LITE repeat-sale quality 
and lasting service. 


Push R-V-LITE, the dealer's profit and 
sales delight. Order today from Jobber. 


t. rolls 


PY AS Mee) ite) ey vale), 


Exclusive Manufacturers of R-V-LITE 


3470 N. KIMBALL AVE. e CHICAGO, ILL. 





WE WILL BUY 


¢ HOUSEWARES 

e SOFT GOODS 

¢ SMALL HOUSEHOLD ARTICLES 
© GIFTWARES (metal, plastic, wooden) 


Merchandise offered should be in quan- 
tities of from 2,500 to 100,000, ranging 
in price from 5¢ to $1.50. In your reply, 


please state quantity available, price, 
F.O.B. point, and packing of each 
article. 


See or write 
Winsor B. Williams, 
Merchandising Manager 


THE GRAND UNION COMPANY 


{Route Division) 
308 West Washington Street 
Chicago, Illinois 
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GENUINE AE’ PRODUCTS 


eo La ey A de Soe _ he ha 
HARDWARE SPECIALTIES 


Overhead Conveyors, Conveyor Track, Switches, 
Tackle Block Hoists, Wire Stretchers, Weldless 
Chain, Chain Goods, Door Hangers, Door Track, 
Holders, Latches, Wrought Goods, etc., etc. 


Established 1879 


Atso HAYING TOOLS anp 
BARN EQUIPMENT 


“Guaranteed to satisfy the user” 









THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA 


PROFIT NOW FROM WOOD 


NEW AND NOVEL USEFUL ITEMS 
THAT WILL MAKE MONEY FOR YOU 


* SEND FOR CATALOG SHEET « 


Order through Your Jobber for 
Better than Average Discounts 


NOCK-ON-WOOD, LTD. 


"Ideas in Wood" 
BLOOMFIELD IOWA 














JAPFREY.N.H 








Gene" TOMES 2 SILENCE 





SLIDE SILENTLY - SOFTLY - SMOOTHLY 
40c SET-10c SET-10c SET SAVE FURNITURE 


& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 













Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
4 Noiseless. Sizes for metal beds, wood beds, large 
chairs ond all furniture. 





Ask your Jobber 


DOMES of SILENCE, In 
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A L 
Allen Mfg. Co. 29 | Larson Co., Charles O. : 9% 
Alliance Mfg. Co. 94 Lockwood Hdwe. Co. 35 
American Chain & Cable Co. Inc. 32 Lufkin Rule Co., The . ae 
American Chain Div. 32 | 
American Fork & Hoe Co. . wes 1 
American Mfg. Co. 2 | M 
American Molded Prod. Sales Co. 99 . 
American Pad & Textile Co. 12, 77 | Marlin Firearms Co. . 87 
American Safety Razor Corp.....4-5 | Master Lock Co. . . 2B 
American Screw Co. ............. 83 McCormick Sales Co. eee ee 
American Steel & Wire Co. 47 | Miami Cabinet Div. oe 
Arcade Mfg. Co. .. 99 | Mid-States Steel & Wire Co..... 81 
Aridye Corp. ...... 6| | Miller, Inc., Robert E. ....... . 102 
Arvey Corp.. . 101 | Morse Twist wg & Machine Co.. 82 
Atkins & Co., E. C. . 6 | Mortell Co., J. = 
Atlas Asbestos Co. 75 | Mostow Co., Tg ia seinhoeniaiica 92 
Averbach Inc., Theodore @3 | Myers & Bro. Co, FE... 8 
B N 
National Mfg. Co. ins cleo sala indi 
Barcalo Mfg. Co. 103 : 
Bayer-Semesan Co. 92 mage — Co. ESS = 
Bethlehem Steel Co., Inc. oa New he al <r elgg: 90. 
Bommer Spring Hinge Co. Ee os : 
Boss Mfg. Co., The 90 
Briggs & Stratton Corp. 63 ° 
Burgess Seed & Plant Co. 91 
Burpee Co., W. Atlee 24 | Ohlen-Bishop Mfg. Co. el 
Oxford Tool Co. iowa 
. P 
Carborundum Co., The 49 
Cheney Hammer Corp., Henry 67 | Paine Co., The .. note. ae 
Clemson Bros. 89 | Phoenix Mfg. Co. 28 
Cleveland Cleaner & Paste Co. 24 | Pittsburgh Plate Glass Co. (Penn- 
Cleveland Mill & Power Co. 7 vernon Div.) 
Cleveland Wire Spring Co. 98 | Pittsburgh Steel Co. canes. ae 
Columbian Rope Co. . 103 | Progressive Mfg. Co. 0s 
Columbia First Aiders 57 | Puritan Sales Co. eu 
Columbian Vise & Mfg. Co. 103 
Cook Co., The H. C. .. 98 
Coughlin Co., G. N. 55 R 
Crescent Tool Co. 16 
a ig ha pod) a yee Pmt ipa Hf 
Cyclone —— + Remington Arms Co.. Inc. Spe 
a s 
| Deming Gen the OOP: 28 | Schalk Chemical Co. ...........16- 10u 
Devoe & Raynolds Co. . ' 21 eaten Veemhniis eR: Oe 99 
Diamond Calk Horseshoe Co. on — Bronze Powder & Stencil - 
Drake Electric Works, Inc. 89 Pd Mig. Co. oe 5. 
Simonds Saw & Stee! Co. — oe 
Smith, Inc., Landon P. .......... 88 
E Speaker Corp., J. W. ‘cin 
Economaster Products Co., Inc. 76 — a A. E. once 4 
lastic Ti » 103 aniey ° 
a Stevens Walden, Inc. . 
| 
F } T 
ar areag hae , * - Tennessee Valley Associated Mar- ™ 
Fletcher, Terry Co. 104 | T ag Weer are 57 
Formica Insulation Co. 22 | Troy File Works 6 vs 98 
Fuller Gros. Ltd. bd Tucker Duck & Rubber Co. . 7 
| Twin City Shellac Co., Inc. 103 
SG 
General Electric Co. U 
Appliance & Mdse. Dept. 25 Union Fork & Hoe Co. \ 
Lamp Div. 13 | Union Hardware Co. ig 
Graham Mfg. Co. 98 | Union Steel Products Co. % 
— — b> The = | United States Plywood Co. 
ee ee, Se (Weldwood Div.) <2 
Griffin Mfg. Co. 69 | Upson Brothers, Inc. 103 
United States Steel Co. 47 
H 
Hazard Insulated Wire Wks. 95 V 
Heller Co., W. C. 104 | Vichek Tool Co., The 84 
Hill-Show Co. 93 | 
Holley Chemical Co. 9 
Holt Mfg. Co. 71 | Ww 
Hoyt & Worthen Tanning Corp. 98 | 
Huenefeld Company 106 | Washburn Co., The . 62 
Weather Seal Co. 97 
| Wickwire Bros. Inc. 28 
! | Wood Shovel & Tool Co. . 0 
. | Wright Steel & Wire Co., G. F. 26 
Indiana Steel & Wire Co. 93 
Ingersoll Steel & Disc Div. 
Borg-Warner Corp. 101 | x 
| x. Acto Crescent Prods. Co., Inc. 92 
K 
Kampa Mfg. Co. 26 ¥ 
Keystone Steel & Wire Co. 79 
Knack Co., The ... 104 | Yale & Towne Mfg. Co., The 3 
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Nothing Better for Laying 
LINOLEUM 


This specially formulated SHEF- 
FIELD LINOLEUM PASTE 
makes the laying of linoleum (on 
floors, steps, sinks, etc.) a very 
simple job. It’s easy to work with 
—it-grips fast—it holds tight—and 
it’s priced for quick sales. Show 
it to your trade NOW. % pts. to 
gallons. 


@ Write for catalog of 40 Sheffield 
Fast Sellers 


THE SHEFFIELD BRONZE POWDER & STENCIL CO., CLEVELAND, OHI0 








PLATFORM, 


Fairbanks .?200. 


The Fairbanks line of Hand, Platform 
and Box Trucks consists of a type for 
practically every service. It is the most 
complete, the most modern line on the 
market. 

Fairbanks take the most brutal punish- 
ment without damage because they are 
reinforced. 

They’re backed by over 50 years’ 
experience. 

Write for Catalog No. 51-52 and price list 


THE FAIRBANKS COMPANY 


a LAFAYEDE ST. NEW YORK, N. Y. 
Boston, Mass. Pittsburgh, Pa. 




















TODAY- Making Tools for 
VI C TORY@., 


aa ae 


DROP FORGED TOOLS 











COLVMBIAN VISES fim 


| TH iE BEST MADE 

Sr saw vac : 4 *Columbian Vises 
; : are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in_ efficient 
and economical vise 
equipment. All] 
types for all work. 
See your distributor. 


THE COLUMBIAN VISE & MFG. CO. 














9017 Bessemer Ave. Cleveland, O. 
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MOLDED RUBBER GOODS srsciatres 


Plain and Mushroom Bumpers — Suction Rubbers 


Rubber Head Nails Toilet Seat Bumpers 
Chair Tips Crutch Tips 


THE ELASTIC TIP CO. 


SEND FOR CATALOG WEYA'E: 445: 089 0:4 Ee 
OF COMPLETE LINE BOSTON, MASS. 


NEW abe k WITH 


. 
2 
mana 
Reg. 


~ Pat. Oft. 


The Oniginal NO SLIPPING 
FLOOR POLISH 


Tested and Approved for Over 12 Years 
Floors finished with @ Contains NO wax or 
DANDEE glisten with its shellac 
high and even lustre. : ; 
It is NON-SLIPPING and = ® penn Mma otuny 


is safe to walk on in 
5 minutes WITHOUT Dealers and Jobbers 
Solicited 


RUBBING. 
TWIN CITY SHELLAC CO., INC.., 340 Flushing Ave., Brooklyn, N.Y. 





WET «. DRY 


Pre-Waterproofed and Pre-Lubricated 
by Exclusive Methods 


Makes Columbian Rope 
more flexible 








Look for the 
RED, WHITE 
AND BLUE 
MARKER 
when you buy 
rope — your 
customers do 


Taiutieiennnanell 


COLUMBIAN sicxins ROPE 


Auburn, N. Y 








Columbian Rope Co 





SPEED 
THE 


Alene) & 4 
DRIVE! 


SAVE TIME — SAVE MANPOWER! 
Because its automatic grip ture high-quality blades, 
enebles the worker to hold, tempered entire length; 
start and set up screws in hand-ground bits; unbreak- 
unhandy places with a mini- able insulating handles in 
mum of time and effort, a 











Hold-E-Zee screwdriver is a “amt modele. Advertised In 
nat ral for specding Victory pus mercsaes §=§6am 
“Popular Science’’ to reach 


production. 


1 idition to the patente! war workers. 
n addition to the pa e 
Gripper, Hold-E-Zees fea- Order Through Your Jobber 


UPSON BROS., INC.,84 Exchange St.. Rochester, N.Y. 











TOOLS ARE WEAPONS—Take Care of Yours! 
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save FUE atl a 





Over 6,000 a are Selling 
FIRE CHIEF BRICK SOOT DESTROYER— 


Reg. U. S. Pat. Off. 


"The Original Brick Soot Destroyer."' Retails profitably at 25¢ per 
brick or 4 for $1.00. Brick is tossed over hot coal fire in furnace 
or stove and removes all soot in almost no time. In an oil burner 
brick is suspended in the flame. Conserves fuel and increases heat- 
ing efficiency. Sells all through heating season. Prevents chimney 
fires. Absolutely safe. Your order shipped in attractive counter 
display case shown above. Minimum trial order now '/2 gross 
$12.00. Freight allowed. 5% discount if check accompanies order, 
saving us bookkeeping expense. Your profit $6.60. 


THE KNACK COMPANY, 1518 E. Woodbridge St. 


DETROIT, MICH. 
BRANCHES: PITTSBURGH—ERIE—COLUMBUS 


















SHORTAGE IN LABOR 


Your shortage in labor can be solved 
by Heller Equipment. A modernly 
equipped store displays your merchan- 
dise 100%, enabling easy selection of 
merchandise by your customers, thus 
saving on vitally needed manpower, and 
enables you to handle additional busi- 
ness with less clerks. 

Tell Heller about your plans and ask 
for suggestions on a modern store plan. 
Prompt shipment can be made on par- 
tial or complete installations. No pri- 
ority needed. All display accessories 
available for immediate shipment. 


W. C. HELLER & COMPANY 
243 Bryant Street, Montpelier, Ohio 
Dept. 243, 330 Hudson Street, New York 








104 


















| 





FLETCHER GLASS CUTTERS 


BRING YOU ADDED PROFIT 





The unusual FLETCHER dis- 
play package is printed in four colors. 
Each package contains one dozen 
individually cartoned “Gold Tip” 
Glass Cutters. 


When placed in a prominent 
space on your counter, it will attract 
attention and create sales for you. 
The dozen will melt away quickly, 
leaving you a nice profit. Try it! 








THE FLETCHER, TERRY €0., Forestville, Conn. 





THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 
woods. 


If your customers have war uses for 
these heavily demanded bits, you can 
get them with hand brace shanks, 
from 14“ to 144" by sixteenths; with 
machine shanks, from 154” to 3” 
by eighths. 


Jhe PROGRESSIVE MFG. CO 


TORBeR CTO: += ORR EET teu 
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HARDWARE 


GUARDS THE 
HOME FRONT 

















Why the Hardware Retailer 
| is Important - NOW 


| \ huge program of conservation faces us from now until the end 





of the war—a day-in, day-out program of keeping our homes and 
our farms in good repair. It is our patriotic duty to do this. 


The hardware retailer plays a vital role in this program. For. 





if hardware is easily accessible, hundreds of essential jobs around 
} | the home will be done by thousands of men in their spare time. 


Jobs that save fuel, such as storm doors and windows, are typical. 





Thus critical materials will be conserved, and the livability 


and usefulness of the “Home Front” will be maintained at the 
least possible expense. 

So long as the Hardware Man stays on the job this im- 
portant program of conservation can be continued and move 


steadily forward. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND, 0. 












BLUAMOT 


ADJ UBSSRABLE 
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RANGES « STOVES *« OVENS ° HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 
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